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Hampton Pattern 


in Alvin Sterling Silver 
reflects the charm of old 
English manors and 
country estates. Jewelers 
find that this aristocratic 
character immediately 


appeals to purchasers. 


ALVIN SILVER COMPANY 
Sag Harbor, New York 


New York Office 
20 Maiden Lane 


Chicago Office 
10 S. Wabash Avenue 
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Helpful Suggestions About Instructions on Special Order 
Work Sent to a Jewelry Manufacturer 








By Julius Wodiska 
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Note—In view of the renewed interest in the 
subject of the jewelers’ liability for goods left with 
him to be reset, cleaned or repaired, we have been 
requested to republish the following article, which 


* appeared originally in THe JEWELERS’ CIRCULAR, 


March 19, 1919.—Tue Eprror. 





HERE is a waste of time which, in the 
aggregate, is enormous in the jewelry 
trade, caused by the failure of dealers when 
sending special orders to manufacturers, to 
be explicit and specific. Not only time is 
wasted, but sometimes the consequences 
cost money. Occasionally misunderstand- 
ings result between dealer and customer, or 
dealer and manufacturer, that disrupt 
friendly relations or linger long as un- 
pleasant memories. Out of many years of 
experience are recalled instances selected 
at random, and none of them recent, which 
illustrate this phase of carelessness, and 
every manufacturer can cite similar cases. 
The lack of explanation which character- 
izes special orders, or instructions for 
alteration from the average jeweler, fre- 
quently puzzles the manufacturer who re- 
ceives them. This is particularly trying 
when the retailer does take time and space 
in his letter to emphasize that the order is 
in great haste and is to satisfy a most im- 
portant and particular customer. The man- 
ufacturer does his best to correctly inter- 
pret the order and if he decides to take a 
chance and makes up the article, he takes 
a “fifty-fifty’ gamble and “flirts with 
trouble.” If the retailer would take suffi- 
cent time and care to state his wants plain- 
ly, he would at least have the satisfaction 
of convincing his customer that he was 
not at fault. 

The English language is an absolutely 
reliable vehicle for the transmission of 
thought; anyone who can write, can make 
his meaning plain and thus save time, much 
trouble and expense, and possibly the losing 
of the good will and patronage of a valued 
customer. 

The commonest error of omission made 
by a manufacturer’s customer who sends 
special orders concerning rings, is neglect 
to state two basic factors—the finger size 
of the ring and the size of the stone. The 
ensuing postal or telegraphic correspond- 
ence eats up time and makes trouble and 
delays for each point of “the eternal tri- 
angle,” the patrons, the intermediary dealer 
or jobber, and the manufacturer. 

The serious cause of trouble similar to 
the carelessness in composing a written 
order, is the failure on the part of the re- 
tailer or jobber to rigidly examine jewelry 


when received and before sending it to the 
manufacturer. He is absolutely certain to 
examine it critically after he gets it back. 
To illustrate: suppose a manufacturer re- 
ceives an order to remount a diamond and 
the stone is chipped; the manufacturer pro- 
ceeds with the job, without first informing 
the sender of the condition of the stone. 
Ten chances to one the manufacturer will 
receive a drastic letter by return mail, 
fiercely charging that his setter chipped the 
stone. 

Cases of this kind occur most often dur- 
ing the before-the-holidays busy season, 
when there are many delays and people are 
prone to wait until the last moment to order 
what they ardently desire. Bs, 

One case that occurs to memory is the 
receipt of a very expensive pearl necklace, 
with the order to repair the snap and to 
restring the pearls. The usual examination 
revealed that one of the pearls was of a 
slightly different color from the rest and 
a closer investigation proved that the sus- 
pect was an imitation and a minute inspec- 
tion of each of all the other pearls, dis- 
closed the fact that there were two more. 
We immediately wired—‘ Do you know 
there are three imitation pearls in neck- 
lace 7”; the reply was “No, return chain un- 
finished immediately.” Later the chain came 
back, but as the defects were fully known 
to the owner and acknowledged, any diffi- 
culty was therefore impossible. 

In another instance a customer sent a 
large ruby and diamond ring to have the 
prongs repointed. The letter of instruc- 
tions contained the request to be very care- 
ful of the ruby, and that its owned valued 
it at $800. The usual careful examination 
that precedes acceptance of all orders, dis- 
closed that this “fine’ ruby was but a 
cushion shape doublet of “the old school.” 

A large horseshoe diamond brooch was 
sent to us to be’ remounted in modern 
style. One of the stones was badly chipped 
and another was an imitation. The state- 
ment of the conditions of the article to the 
sender resulted in some argumentative cor- 
respondence but eventually the sender ad- 
mitted that he had not noticed the chipned 
stone or the imitation because the article 
was full of face powder; it certainly was, 
too, but the city it came from has a public 
water service. 

One order brought a large gypsy ring 
containing a diamond weighing three-and- 
one-half carats. The order was to remount 
the stone for a woman’s ring. The custom- 
er was insistent that the ring must be re- 


turned finished within two days, because ' 
the owner intended to present it to his 
fiance-to-be, as their engagement ring. A 
cursory examination of the stone plainly 
showed that it was chipped on one side; 
back of the stone there was soil enough 
to suffice for a small farm; after flooding 
and scrubbing the ring, it was plainly seen 
that the stone was badly chipped from the 
girdle down to the culet. We immediately 
wired the facts to the sender. Ultimately 
information arrived that the sender was 
unable to locate the customer and the ring 
was ordered returned without alteration. 
No information was received as to the fate 
of the engagement. 

The belief that opals are unlucky is one 
of the time-honored fallacies in the realm 
of gems, but probably all jewelers may not 
know that pink topaz is possessed of some 
evil genius that can bring bad luck to a 
manufacturer. 

A case in evidence was that of an ill- 
omened order that accompanied a_ pink 
topaz ring which was to be remounted. 
After the ring was made and the stone set 
in it, the polisher received it for treatment. 
After roughing, the stone mounting was 
washed in hot dmmonia water, when, to 
the consternation of the polisher and dis- 
may of the manufacturer, the beautiful 
pink tint had absolutely vanished. After 
some correspondence, the manufacturer con- 
cluded that he was “the goat” and en entry 
in his profit and loss account indicated that 
he had been “stung” to the tune of $75. 

The instances and cases cited here are 
but a few of hundreds that are recalled 
within the experience of but one manufac- 
turer, and all others must have had similar 
ones, so that the aggregate loss of time and 
money must be considerable, and all this 
can be saved by ordinary trouble, careful- 
ness and specific ordering. 

The object of this article is to suggest to 
every jeweler who reads this, to carefully 
and immediately examine every piece of 
jewelry brought to him for remounting or 
repairing; to thoroughly wash the article 
if necessary, and if any defect be discovered, 
to immediately report it to the customer; 
then, if the article is forwarded to the 
manufacturer, clearly describe the condition 
of it. This course, constantly and carefully 
pursued, will save altogether a vast amount 
of time, trouble and expense, besides avoid- 
ing, in some cases, humiliating accusations 
coupled with unreasonable and unjust de- 
mands. 








The annual meeting of the Racine- 
Kenosha Jewelers’ District Club was held 
at Racine, Wis., May 3. Many matters 
of trade interest were discussed. It was 
decided to close stores at noon Wednes- 
days during July, August and Septem- 
ber. All officers were re-elected for the 
ensuing year. 
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The interiors of Syon House, Kedleston, Hare- 
wood House and the Oaks, creations of rarest 
beauty and refinement, stand today as enduring 
testimony to the fertile genius of those great 
masters of period design, the Brothers Adam. 


Imbued with the spirit of these famed brothers, Larter 
craftsmen of today, with consummate skill and fidelity, 

= have wrought in this superb new Larter Ring, the very em- 

bodiment of that age of utmost charm and refinement. 


In this new series of incomparable period designs, “LARTER 
: | . ‘RINGS FOR MEN” still retain their undeniable leadership 


as the foremost expression of the fashion masters of the day. 





Set with Amethyst, Garnet, Topaz, Aquamarine, Bloodstone, 
Sardonyx, Green Tourmaline. Also furnished as a Signet. 





Seas: Somme Same 
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English Ring from the Bonaparte Collection 
LARTER & SONS 


21-23 Maiden Lane New York City 


Pacific Coast Representative 
A. I. HALL & SON., INC. 
Jewelers Bldg., Post Street, San Francisco, Cal. 
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The fourth of a notable series depicting Period Rings. A different period illustrated each week. 
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Silverware Merchandising and the Wholesaler 





Address Delivered by Franklin Taylor, President of the Gorham Mfg. Co., 
Before the Annual Convention of the National Wholesale Jewelers’ 
Association at West Baden Springs May 5, 6 and 7 


























Mr. President and Members of the National 

Wholesale Jewelers’ Association: 

I rather feel that there cannot be too 
close co-operation between the various fac- 
tors in the business world—the producer, 
the wholesaler and the retailer. For, gentle- 
men, the various functions of the different 
classes of business men are not separate, 
unrelated activities, but parts of the one 
great function of serving mankind in the 
exchange of merchandise that contributes 
to its needs, health, pleasure, convenience 
and well-being. ; 

But, despite this unity of the various 
factors in merchandising as a class, I 
appear before you in a rather peculiar re- 
lation in view of the fact that the com- 
panies I represent no longer sell their 
products through the wholesale trade, but 
deal direct with the retailer. 

As the elimination of the wholesaler in 
our plan of distribution is a very recent 
move and one for which I, personally, am 
responsible, I am glad of the opportunity 
to explain it to you in open meeting. From 
my explanation, you will see that my rea- 
sons for taking this step are in no wise 
derogatory to the wholesaler, but merely 
a logical development, considering the 
nature of the goods produced by the Gor- 
ham Interests and the merchandising prob- 
lems arising out of the situation. 

I am not unmindful of the necessity and 
vital importance of the wholesaler in the 
general scheme of distribution. In fact, 
as head of the Keystone Watch Case Co., 
it was my policy to distribute its products 
exclusively through the wholesale trade. 


THE NEW GORHAM POLICY 


In taking over the management of the 
Gorham Manufacturing Co. and its allied 
concerns and reconstructing their plan of 
operation, I found that these companies 
were marketing their goods through three 
different channels. They were selling 
through wholesalers; they were selling 
direct to retailers and they were selling at 
retail themselves. 

Believing that a business concern should 
be one thing or the other—manufacturer, 
wholesaler or retailer—I determined that 
we would eventually get out of the retail 
business and that we would keep in per- 
sonal touch with our retail customers by 
selling direct to them instead of through 
the wholesaler. 

Getting rid of two large retail establish- 
ments, involving a great investment, is not 
an easy task. 

Eliminating the wholesaler from our dis- 
tributing organization was also a difficult 
step. It meant the lopping off of consider- 
able business and the parting with many 
good friends. 

And this brings me to one reason I con- 
sider it necessary to discontinue the prac- 
tice of selling through wholesalers. It 
1s one of the peculiarities of our class of 
merchandise that it cannot be successfully 


sold in all classes of jewelry stores. If it 
were marketed through some stores, it 
would be dropped by others. Not all stores 
can handle it to advantage, and it is detri- 
mental alike to us and to the logical dealers 
to have the goods get into improper channels 
of distribution. 

Now, there is no way to control the 
flow of our merchandise through the proper 
channels except by selling direct and keep- 
ing the selection of retailers entirely within 
our own organization. It is impracticable 
to control distribution of merchandise and 
at the same time market goods through 
wholesalers. No manufacturer could ex- 
pect a wholesaler to make the required in- 
vestigations or to curtail his sales in the 
manner necessary to keep up the restrictions 
we find necessary in distributing our prod- 
ucts. 

A wholesaler necessarily works on a 
small margin. Volume is essential with him 
and he cannot be expected to limit natural 
demand by exercising the discrimination 
which a particular manufacturer finds ad- 
visable because of the peculiar character of 
his merchandise. 


SPECIALTIES AND STAPLES 


In other words, our goods come under 
the classification of a specialty rather than 
a staple, and a specialty, as you know, re- 
quires special selling methods. 

There are other reasons why high class 
sterling silverwares cannot be satisfactorily 
marketed through a third party. For ex- 
ample, quite a material percentage of or- 
ders of silverware are for articles that are 
required in a hurry. Quite frequently they 
are wired for to be started on their way to 
the retailer before the day ends. To have 
such orders relayed through a wholesaler 
would often occasion a fatal delay, because 
they call for goods which the wholesaler 
would not keep in stock. Often special en- 
graving or chasing is desired, or perhaps 
the order is for a selection of pieces which 
requires expert knowledge not common out- 
side the silverware industry itself, or refer- 
ence to records of previous orders on file 
with the manufacturer. Even a very high 
class jeweler will sometimes make an error 
in entering an order, an error which, if 
not discovered, might mean considerable loss 
of time, and ofttimes the loss of the sale to 
the jeweler. Sometimes a very unusual 
piece of silverware, which cannot advisedly 
be carried in regular stock, is called for on 
memorandum. 

All such conditions—troublesome enough 
in their simplest form—are complicated by 
a multiplication of hands through which 
‘merchandise and orders must pass, as you 
will readily surmise. 

The packing of our goods, in many cases, 
also calls for special attention, which it 
would not be practical for the wholesaler 
to give. The marketing of our merchandise 
requires the most. intimate contact with 
each of our retail distributors. 


71 


POSSIBILITIES FOR LARGER BUSINESS IN 
SILVERWARE 

But, of course, you are most interested 
in those lines of silverware that you can 
handle, and I wish to assure you that the 
more active you are in pushing those lines, 
the happier I shall be, even though my 
companies cannot directly gain thereby. 

T am a great believer in unselfish boost- 
ing. 1] want to see the whole industry 
prosper, for I know the Gorham Interests 
will prosper along with the. others. If we 
can all put our shoulders to the wheel and 
help create a larger demand for silverware, 
we will each benefit in due-proportion. 

And so my aim in coming to you. to-day 
is to ask you to push our competitors’ prod- 
ucts, of such of them as you are handling, 
and to call your attention to some of the 
ways you can help to create a larger demand 
for silverware. ’ 

If you have investigated the field, as 
we have lately, you will realize that two of 
the greatest obstacles to the sale of silver- 
ware are indifference and ignorance among 
those who distribute it. You can help 
to overcome these obstacles -and thereby 
lubricate the selling machinery. 

Silverware is not mere merchandise. 
While it is a utility, it is also an embodi- 
ment of art. A love of the artistic is a 
necessary preliminary to a desire to pos- 
sess fine silverware. A jeweler or jeweler’s 
salesman who is indifferent to this appeal 
of art as embodied in the product of the sil- 
versmith, will not prove a material factor 
in stimulating the sale of silverware. And 
even if he is alive to artistic appeal, he is 
not fitted to sell silverware with any large 
measure of success unless he is also informed 
on the subject. 

HOW THE WHOLESALER CAN HELP 


I realize that the wholesaler cannot as- 
sume much of the burden of educating the 
jeweler and his salespeople on the subject 
of silverware, but he can become informed 
himself and can, without sacrifice, help 
materially in arousing interest and enthu- 
siasm among his customers and their helpers. 

By so doing, the wholesaler will be cre- 
ating new demand for the merchandise he 
is handling and thus increase his sales. 

Salesmanship is daily becoming more and 
more a matter of service. It is calling more 
and more for analysis of conditions—for 
digging below the surface—which, in the 
long run, means discovering the needs of 
your customer and taking steps to meet 
them. Such service to your customers 
means more than a better silverware busi- 
ness; it stimulates dealings in all your lines; 
makes custemers want to patronize you 
more fully. 

YOU CAN AID IN ERADICATING FALSE NOTIONS 

You can also aid in eradicating some 
false notions regarding the profitableness 
of the silverware department. Many jewel- 
ers, thinking that silverware is unprofit- 
able deliberately try to kill its sale by 
steering customers away from it. They 
are in error in holding this view, and for 
more than one reason. 

First—Silverware is not unprofitable it- 
self. 

Secondly—It gives to a store tone and 
prestige that can be gained in no other 
way. 

Thirdly—It causes the sale of other lines 
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‘ ‘ewelers all over the country. 
cai Scaieenon with hundreds of 
‘ewelers has shown us that there is little 
tniformity of opinion as to what constitutes 
profitableness in a silver department. Quite 
a number of jewelers are making money on 
silver on a margin of 50% above cost, ‘while 
many others claim to be losing money at 
2 60, 75 or even 80% mark-up. Is the fault 
with the merchandise or the merchandiser ? 

It goes without saying that too high “ 
mark-up means a selling price at which 
the public will balk, resulting in decreased 
sales. On the other hand, it must be 
admitted that the retailer is entitled to a 
price that will give him a fair net profit 
over legitimate selling expense. 


WHAT IS THE CORRECT MARGIN? 


Conditions I have mentioned go to prove 
that the happy medium of mark-up has 
not yet been universally agreed upon, 
though I might add that investigations 
show conclusively that a 60% mark-up on 
cost is most generally considered the satis- 
factory margin. 

By this I mean that all of us—manufac- 
turers, wholesalers and retailers—should 
work together to find out how turnover can 
be accelerated, volume of sales per man in- 
creased and selling expenses minimized in 
order that the retailer will get a fair return 
without overcharging his customer. 

You wholesalers can very materially help 
in this, for ou have large numbers of 
representatives coming into contact inti- 
mately with jewelers in towns and cities of 
all sizes. You have especially intimate as- 
sociation with their financial problems in 
checking up credits, and you have a most 
advantageous opportunity to urge them to 
not only keep full and adequate accounts, 
but to keep these on standard forms, such 
as those recommended by the Research 
Department of the National Jewelers’ Retail 
Association, so that comparisons can be made 
and dependable deductions made therefrom. 

The Research Department has been striv- 
ing for some time to help jewelers ac- 
curately to ascertain their cost of doing 
business and to provide a means whereby 
all jewelers could compare costs, not only 
in the aggregate, but in each individual 
item, such as rent, salaries, advertising, 
management, etc. 

It has made excellent progress and with 
the aid of Harvard’s Bureau of Business 
Research, has given the trade the first 
really useful compilation and comparisons 
along this line. 


EXPENSES AND PROFITS WIDELY VARY- 


From the report of the Harvard’s Bureau, 
we learn that the gross expenses of re- 
tail jewelry stores vary all the way from 
17-9-10% to 50!4%, showing, as the re- 
port puts it, “that the retail jewelry busi- 
ness is more expensive to operate than any 
of the businesses that the Bureau has 
studied.” 

It is not pure philanthropy for you 
wholesalers and us manufacturers to en- 
‘courage retailers to use better accounting 
methods. Our own interests are at stake, 
for if high costs of doing business curtail 
the retailer’s volume, they in turn curtail 
ours also. Such a wide variance in mer- 
chandising costs as the difference between 
18% and 50% indicates that some jewelers 
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are away off in their methods and are 
working under unjustifiably high expenses. 


FREE SERVICE A BUGBEAR 

Among the reasons given for the un- 
profitableness of silver are free engraving, 
free rolls and the necessary polishing which 
silver must have to keep it in proper con- 
dition. 

As to free engraving, a proper accounting 
system will bring the cost to light definite- 
ly and conspicuously and help teach retail 
jewelers that they should charge for this 
service, except for the simplest initial, 
Any customer can be shown that the num- 
ber of letters, the ornateness of style chosen, 
the complexity of a monogram and the 
extreme length of a wordy inscription 
materially affect the cost, that such costs 
must be covered by the selling price, which 
if made large enough to include the most 
elaborate engraving, would be unfair to 
purchasers who wanted only the plainer 
forms. 

If a customer is given the choice of a 
single initial in plain script free or more 
elaborate work at a fixed extra charge, she 
or he will in ninety-nine cases out of a hun- 
dred chose to pay the extra charge. The 
jeweler can by this method avoid refusing 
to engrave a piece of silver or jewelry and 
put the choice of paying up to the customer. 

Adoption of such a practice is up to the 
icwelers themselves. No outsider can save 
them from their own leniency in regard to 
engraving, but by constant persuasion and 
argument, we wholesalers and manufac- 
turers can perhaps eventually induce them 
to see the light and act in their own best 
interests instead of counting upon an ab- 
normal margin of gross profit to cover un- 
warranted costs. 


SILVERWARE A PRESTIGE BUILDER 


I think, too, that you wholesalers can 
help boost your silver sales by keeping the 
jeweler from overiooking the prestige value 
of a well-stocked silver department. No 
jewelry store is complete without silver, 
and its incompleteness is revealed to the 
eye of the customer as he or she takes in 
the bare walls where cases of hollowware 
would add grace and beauty, besides prov- 
ing an attraction to many who would come 
in to buy other merchandise. 

One key to a larger profit for the jeweler 
is to have customers coming in more 
frequently. This is accomplished by add- 
ing to the variety of merchandise handled, 
and this kas been recognized by many 
jewelers, as evidenced by the stocking of 
stationery, leather goods, phonographs 
and other auxilliary lines. 

As adding lines increases the number of 
persons coming into the store, conversely 
the limitation of legitimate lines decreases 
the number. Hence the jewelry store with- 
out a silver department is functioning be- 
low normal and the jeweler with such a 
store is losing many sales of jewelry and 
other lines which might be made to cus- 
tomers attracted by a silver department. 


SILVER OFTEN A_ SAVIOR 


It is entirely fitting to add here that quite 
a few jewelers throughout the country 
found their silver departments their chief 
source of income during the recent lull 
when sales of jewelry and precious stones 
fell off rather sharply. It is also oppor- 
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tune to mention that some jewelers who 
have dropped their silver departments have 
found the step unprofitable. 

Certain it is that the jeweler who forces 
his customers to go to other jewelers for 
their silverware must not expect those cus- 
tomers to meekly come back to him for 
their jewelry. They are likely to make all 
their purchases at the store that is willing 
to accommodate them by having all legiti- 
mate lines in stock. 

Even if we agree with a jeweler who 
claims that silver is unprofitable (though 
I certainly do not), his customers are not 
likely to relish dealing with a merchant 
who puts profits ahead of service to such 
an extreme extent as to inconvenience his 
customers unnecessarily. 

PROFIT KILLERS IN SILVER MERCHANDISING 

While silverware, if properly handled and 
pushed, is entirely satisfactory as a profit 
producer, yet we know that, as handled by 
some jewelers, it is not. An examination 
of causes of reduced profits in the silver 
department will therefore not be amiss, for 
you men are directly interested and can be 
a very potent help in encouraging correct 
methods. ’ 

Many jewelers stock too many patterns 
and thus, by endeavoring to keep up un-- 
necessary variety, are compelled to carry: 
a stock too large in relation to their pos- 
sible volume of business. A rather extreme- 
case of this kind was discovered by the 
Commission of Gorham Interests during its 
recent tour of the country. A jeweler they 
visited, located outside the main business 
section of his city. and by no means one 
of the biggest factors in silver selling in: 
that city, had himself burdened with twenty- 
eight patterns of flat ware. 

While, perhaps, comparatively few such 
extreme examples could be found, it is 
nevertheless a fact that many, many jewelers 
are carrying far more patterns, moré 
lines and more stock than is justified by 
the volume of business they do. Scien- 
tific study of merchandising will help them 
to determine what is essential in variety 
and size of stock, and they can be encour- 
aged and greatly aided by the represen- 
tatives of the wholesale houses from which 
they buy. 

SILVER A DAILY UTILITY 

Another reason why more silverware is 
not sold by your customers, and therefore by 
you, is because the notion is too prevalent 
that silverware is a gift article. People 
buy it for others’ homes, but too often over- 
look it in furnishing their own. This idea 

could be eradicated if jewelers were to 
use their publicity to encourage pride of 
ownership of silverware, to hold before the 
public a certain ideal of correct house 
furnishing that would make people become 
ashamed of a home not fully equipped with 
silver. The idea of silver solely as a gift 
is given too much encouragement, while 
too little is done to feature it as a neces- 
sary utility in every home. 

Sales of silverware—and I speak now 
particularly of sterling silver—are all too 
often killed by the false idea that plated’ 
ware is just as good for all ordinary pur- 
poses and far less expensive. No substi-. 
tute can be as satisfactory as the real thing. 
Veneered wood is not “just as good as” 
solid wood. Plated ware is the veneered 





(Continued on page 77.) 











74 


e 
—( 









































roy (mm {femme 


THE JEWELERS’ CIRCULAR May 25, 192} 






















ea )— 








Ir i) SPs 
ANE} SUS 
t, yt 





1 
een 
Dag), Oren wy 
2 TSS CN 


TeA Chee 
as O30) << 95 
MSO Gs 








IMPORTERS 
AND 
CUTTERS 
OF 
DIAMONDS 




















\LBERT LORSCTI 
& CO 





Main Office Branch Office 


Lorsch Building, 37 Maiden Lane 131 Washington St. 
NEW YORK PROVIDENCE, R. I. 





























May 25, 1921. 


wood of the silverware business. It can 
dequately serve as well as sterling 
silver, nor will it satisfy the owner once 
he or she has been aroused to a level of 
appreciation of the worthiness of solid 
silverware—the kind of product that made 
the ‘silversmiths of old famous and keeps 
their names and their skill fresh in the 
memory of each succeeding generation. 
FOOLISH GUARANTEES 

Extravagant and unwarranted guarantees 
of plated ware have been largely effective 
in establishing the notion that it is unwise 
to purchase solid silverware. Guarantees 
of 25, 50 and even 100 years are published 
broadcast among the public, a practice that 
is dragging the silver business down to the 
level of a competition in selling guarantees 
instead of merchandise. 

The experience of the watch case trade, 
the manufacturers of tires, hosiery, gloves 
and many other industries has proved that 
a tithe guarantee, regardless of the use or 
abuse an article may be put to, 1s im- 
possible and unjust. There are only two 
conclusions to reach: either the goods are 
not intended to survive the guarantee and 
the guarantee is merely a bluff, or else the 
price is fixed to cover unwarranted wear 
by the careless user at the expense of the 
careful one. 

Solid silverware is not guaranteed for a 
certain term of years. Suppose it were. 
Suppose it were guaranteed on the basis of 
its wearing qualities as compared with plate. 
Instead of being guaranteed for one hundred 
years, it would be guaranteed for four or 
five or six hundred, possibly one thousand 
years. 

How ridiculous! But how much more 
ridiculous to guarantee plated ware for fifty 
to one hundred years. Imagine the heirs 
of the original purchasers trying to have 
the guarantee fulfilled fifty or a hundred 
years after date of purchase. Does such 
a guarantee really mean anything? 

THE SHEFFIELD “FAKE” 

Still another condition operating to dis- 
courage the purchase of sterling silverware 
is the misrepresentation perpetrated under 
the word “Sheffield” wrongly applied. 

Sheffield plate, if made today, could not 
compete with solid silver in price, as the 
laborious method involved would more than 
offset the greater amount of silver used in 
sterling ware. 

Electroplate sold today as Sheffield is a 
misrepresentation that fools the public and 
causes them to couple up some vague notion 
of superiority with the goods as offered—a 
notion that is entirely unwarranted by the 
facts. 

Wholesale jewelers can help to eradicate 
this evil by correctly presenting plated ware 
and by encouraging jewelers to do the same, 
in justice to their customers and to their 
own integrity. 

It would be wise for the entire trade to 
wake up to the necessity of eliminating this 
Practice of misrepresentation—innocent or 
intentional—for by this time next year, if 
The Gorham Interests’ advertising plans 
bear fruit, the public will be very well in- 
formed as to what is Sheffield and what is 
not. Incorrect statements will not then 
meet with credence as they do today. 


POPULAR MISCONCEPTIONS ABOUT SILVERWARE 
Beyond the incorrect practice in the trade 
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are the wrong impressions which the public 
entertain either on their own initiative or 
because of propaganda. Take the idea, for 
example, that it is unsafe to keep Sterling 
Silverware around the home because 
burglars have a particular preference for 
solid silverware. 

This idea has been propagated to induce 
people to store their sterling in safety 
vaults and buy plated ware to use in its 
place. The idea is ridiculous in face of the 
fact that burglary insurance on the silver- 
ware costs less than the rental of the safe 
deposit box. It is also inconsistent to stow 
away the most useful thing of value in the 
house in fear of burglary, while equally 
costly articles in the way of diamonds, 
jewelry and many other things as easily 
stolen as silverware are freely kept about 
the home. Has anyone suggested that 
people use crockery and store their fine 
china, which not only is just as subject to 
burglary, but a lot more in danger of de- 
struction than silver? Has anyone sug- 
gested that fake jewelry and imitation gems 
be worn while the real things are buried 
under the coal pile for safety? It would 
be not one whit more foolish than this un- 
founded scare about sterling silver. 

Another false notion is that silver is ex- 
pensive, when, as a matter of fact, it is 
economical, if we measure its everlasting 
qualities against the brief life of its sub- 
stitutes, whether they be china or plate. 
Still another is the idea that the initial cost 
is beyond the average pocket book, when 
that average pocketbook yields two billion 
dollars every year for automobiles. 


MILLIONS MORE POTENTIAL BUYERS 


This thought that only the wealthy can 
afford silver is not only implanted in the 
mind of the consumer, but the trade as well. 
Statistics will prove, however, to any who 
will investigate, that the great middle class 
are today spending on less useful, less satis- 
factory things millions, yes billions of dol- 
lars, much of which could be diverted to 
the purchase of fine silverware, if the facts 
are properly presented. 

That the public taste can be uplifted and 
moved along lines that lead to more solid 
and substantial purchases has been con- 
spicuously proved in the furniture business 
during the past fifteen or twenty years. 
Recall to your mind the window displays 
of the furniture stores in your town that 
long ago and you will bring up a picture 
of cheap, tawdry stuff whose most con- 
spicuous feature was its gingerbread decora- 
tions. But what do you find today—even 
in the cheaper furniture store windows? 
You see chaste period designs and substan- 
tial construction. You see not only the bare 
necessities in furniture, but elegant serving 
tables and neat, attractive tea wagons. You 
see for the living room comfortable loung- 
ing chairs, telephone stands with special 
chairs for the same. You see special furni- 
ture for the enclosed porch, and you see, by 
the way, hundreds of these enclosed porches 
nicely and tastefully furnished in thousands 
of middle class mes, many of them of the 
two-story type. 

All this reflects increased purchases upon 
the part of the average salaried worker 
and wage earner. It proves that good, 
substantial things that contribute to one’s 
comfort, give satisfaction and appeal to 
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pride of ownership of the beautiful, can be 
and are being sold by the millions right 
among the classes which are not generally 
looked upon as sterling buyers. 

THESE FACTS APPLY TO OTHER LINES TOO 


Let me pause here, gentlemen, to remind 
you that my remarks, while made with 
reference to the silverware industry, are ap- 
plicable in many respects to all lines 
nandled by the jeweler—and therefore by 
you. I hope they may serve to open before 
you a larger vista of the possibilities for 
expansion of your business. 

Back of al! that may be said in regard to 
stimulating the sale of silverware and other 
merchandise handled by the jeweler lies the 
fundamental thought that expansion of 
business depends upon expansion of the 
perspective of your customer and his cus- 
tomers, not in trying to grab a larger share 
of existing business by enticing patronage 
from your competitors. 

We are applying that principle to the 
upbuiiding of the sterling silver industry. 
We hope to inaugurate educational publicity | 
that will arouse desire and quicken the will 
to possess in millions of persons now in- 
different to the charms and advantages, the 
economy, usefulness, durability, beauty and 
lasting satisfaction which silver brings. 

We hope thus to create such a large, new 
demand for silverware that the entire in- 
dustry will be benefited, that our competitors 
will do a larger business as well as we. 
We are satisfied that an -unselfish, broad- 
visioned course is, after all, the best course 
to take in self-interest, that the greater this 
industry grows, the greater and more suc- 
cessful the Gorham Interests will be. 


THE WIDE REACH OF THIS BROAD PRINCIPLE 

We firmly believe that there is a direct 
relation between such a view of business 
building and the general prosperity of our 
nation. By creative expansion—that is by 
the conception and birth of new, uplifting 
desires among our people and the concurrent 
development of industry and commerce to 
meet them—we quicken the whole national 
life; stimulate activity that is the antidote 
of idleness and discontent; push forward 
our country into a position of greater in- 
fluence and greater ability to serve and help 
our fellow creatures of other nations, 

To this work of creative commercial and 
industrial expansion, to unselfish and whole- 
souled help for competitors and self alike, 
to the higher concept of business for 
service—to all this 1 call you, members of 
the National Wholesale Jewelers’ Associa- 
tion, and in this work I count upon your 
co-operation, not for the benefit of the Gor- 
ham Interests, whose products are not avail- 
able to you, but for the benefit of the entire 
silver industry and, in particular, our com- 
petitors whose goods you do handle. In 
following this course, I know you will see 
that the results will not only be profitable 
to you and to the companies you serve, but 
that you will be a larger factor in the 
service which the business world renders to 
the nation at large and to the world at 
large, especially to those unfortunate nations 
still suffering so seriously from war’s 
effects and so utterly dependent upon a re- 
sumption and expansion of international 
commerce to extricate them from the in- 
dustrial, social and spiritual -despondency 
in which the great war plunged them. 








THE JEWELER®S’ 








CIRCULAR 








OF ri, — 





and “Points Gast 












For evening, they say, pearls, 
pearls and then more pearls. 
Entwined in the hair, dropt 
from the ears, encircling the 
neck—pearls and pearls. Who 
indeed can resist Madame’s 
charms when she wears such 
an armament of these “crystal- 
lized dew-drops”? 





The gown that dares to be just 
a little outre—what jewels shall 
emphasize its individuality? 
Pearls, Madame, such pearls as 
Josephine de  Beauharnais 
(Imperatrice) charmed immor- 
tal Bonaparte with, or those 
that set off Cleopatra’s fairness. 
Certainly, pearls! 

















Paris 











Dame Fashion decreed black for 
many lovely gowns of summer. 
Your true Parisienne, with 
native “feeling” for perfect 
harmony in dress, instantly re- 
alized the foil should be white. 
And so—pearls! Wherever the 
mode is black the charm is ac- 
centuated by pearls. 


Every La Tausca Necklace Sold by a Retailer—Retailers supplied thru \Vholesalers only. 


NE finds them everywhere— 
allusions to the tremendous 
vogue of pearls. One opens al- 
most any current magazine or 
periodical dealing with the whim- 
sical moods of Fashion and al- 
ways one finds a comment on the 
wondrous way in which pearls 
conform to today’s and tomor- 
row’s style trend. 


So it has been since Cleopatra 
ruled Antony’s heart and Egypt; 
so it has been since the first style 
notes were inscribed on Babylo- 
nian tablets. 


And so it will be until—until time 
is no more. 


For as La Tausca says in its ad- 
vertising, pearls are “as great an 
addition to a woman’s beauty as 
they are a proof of her smartness 
and good taste. Priceless for the 
effect they give—yet priced in 
reach of even the modest income.” 


June, month of the pearl— 
with its weddings, its gradu- 
ations and its birthdays—is 
just ahead. Orders for La 
Tausca Pearls for June sell- 
ing can still be filled—if 
placed now. 


KARPELES, Maker of the World’s Fine Pearls 


PROVIDENCE 


New York 
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Reports from Cleveland District Indicate a 
Resumption of Trade in Jewelry 
Industry 

CueveLand, O., May 18.—Realization that 
mental concentration is necessary today to 
pring real business into the retail jewelry 
establishment, and that the days of buying 
by the purchaser have given way to days of 
selling by the merchant, is putting the 
jewelry business in this section ahead of 
other lines of merchandising. This is the 
statement of one of the leading retailers in 
the downtown district of Cleveland this 
week, after a careful study of the general 
merchandising and business situation. This 
study takes into account the fact that there 
is apparently more industrial unrest in this 
territory than has been the case in war 
and post-war times; that the buying power 
of the community is curtailed, if not actual- 
ly reduced, and that jewelry more than 
perhaps any other one item probably can 
be dispensed with most easily by the buyer. 

Proof of these contentions and asser- 
tions is seen in the fact that in hardly any 
instance, whether the retail jewelry estab- 
lishment is located in the busy downtown 
district, or in the outlying sections of the 
city, retailers can report that they are run- 
ning pretty close to last year, a comparison 
of figures showing, for example, that busi- 
ness done during April is an average of 95 
per cent of that done during the same 
period in 1920. Retailers generally will 
agree also that Cleveland jewelry business, 
while slow in February and March, com- 
pared favorably with the same month a 
year ago—in fact was no slower than usual 
during these two dullest months of the year. 
Though no figures were compiled for May, 
it was evident at the beginning of the month 
that the weddings, graduations and other 
factors relative to the jewelry trade, would 
prove as beneficial. 

Advice to the retail jewelry trade as a 
whole is seen in the statement of the lead- 
ing jeweler mentioned. He says: 

“The quotation attributed to Charles M. 
Schwab—‘it’s brains that count’—may well 
be considered by the retail jewelry store 
owner today. Only real merchandising 
methods will bring in the business from 
now on. He must know how and what to 
buy, the right price at which to buy it, 
and actually sell it to the customer, also 
at the right price. Any one could have 
distributed merchandise during the four 
years of the war. I say distributed because 
that was what was done with it. Seldom 
was it sold. And this applied to the big, 
substantial jewelry house as well as the 
small. The goods were bought. These 
days are past. It is well for those, who 
have not already done so, to consider this, 
and shape their plans accordingly.” 

Strike of building trades’ operatives and 
other workers, to the number of close to 
40,000, and which started May 1, was ex- 
pected to have a bad effect upon the 
Jewelry business here. The reverse has 
been true so far. It must be remembered 
that the so-called working class has been 
getting big wages, and that not all of these 
Wages have been spent. The holidays they 
have been taking have proved beneficial to 
all trades, in a retail way, and spending has 
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been going on, in a more limited way than 
in former years, but it was evident from 
the start that if the strikes were not too 
long drawn out, business in general would 
be better off for them. 








PARIS PEARL MARKET 





Little Change to Conditions in Past Months 
but Dealers Optimistic as to the Future 


Paris, May 5 (delayed in the mails).— 
Very little change is shown in the market 
here since the last month or so. April, as 
far as business was concerned, showed a 
little more lively a condition than the pre- 
vious months owing to the fact that there 
were some American buyers here who ab- 
sorbed some extremely fine qualities of 
pearls and purchased at the highest prices 
the market has shown for some time. Fine 
pearls have been and continue to be scarce, 
and though sought for only by a few dealers 
in fine gems, easily bring their full value 
when offered. 

The general feeling throughout the trade 
is very much better, as it is believed that 
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and the trade as a whole is skeptical, par- 
ticularly as to the amounts that have been 
mentioned. 

The exchange rates both in London and 
New York have in the last week or so 
grown very much more favorable to the 
French dealer and this circumstance will 
contribute toward making transactions easier 
for these countries. 

The principal dealers recently mentioned 
in connection with the sale of a large sap- 
phire said to have been stolen, have all been 
acquitted and the case against them dis- 
missed, as it was found that the stone came 
into their hands in the regular way in the 
ordinary course of business. 








Silver Photo Frame Given to Presi 
dent and Mrs. Harding 





OF the many gifts in precious metal which 

President Harding and his wife have 
received, few if any have more general in- 
terest to the recipients than the silver pho- 
tograph frame intended to contain the por- 
trait of the chief executive and his wife 


SILVER PHOTO FRAME PRESENTED TO PRESIDENT AND MRS, HARDING 


the worst point in depression has been 
passed and that matters from now will show 
an upward tendency. Still we have some 
Parisian speculators who are attempting to 
buy under the market price, looking for 
bargains and hoping to take advantage of 
the people affected by the hard times. 

The Indian brokers, while they have given 
consideration to offers, have turned down 
practically all those calling for reduction. 
The Indian speculator, as a rule, is very 
conservative and is an optimist as far as 
conditions are concerned. Though attempts 
are made on all sides to obtain reductions, 
he does not give in and sticks to his prices; 
in fact, the Indians here expect to obtain 
more for pearls in the future than now, and 
have sensed the feeling of the market and 
are willing to wait for a higher profit. 

There have been rumors here of diamonds 
coming from Russia and sold to London 
and Parisian speculators and resold by them 
to houses in Amsterdam and Paris, but all 
attempts to verify these rumors have failed 


which was presented to Mr. and Mrs. Har- 
ding by the Ladies’ Delegation at the Na- 
tional Convention and was finished and de- 
livered about May 1. 

The frame is of hand wrought silver 12 
x 15 inches and over the two places for the 
photographs contains the inscription, “The 
Nation’s Pride” and between the panels the 
date “March 4, 1921.” Underneath this is 
the typical American eagle flying, carrying 
the national standard in his talons. 

At the left corner near the space for the 
President’s photograph is the monogram 
“W. J. H.” while in the right is the mono- 
gram “F. K. H.” for that intended for Mrs. 
Harding. 

The piece was designed and made by 
Edmond Boker of the Art Silver Co., of 
Chicago. 5 





P. E. Teteans, Jackson, Mich., has moved 
his jewelry business from 115 Francis St., 
into new quarters which are located at 216 
S. Mechanic St. 
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Melees and small 
diamonds are selling 
faster than thelarger 
sizes and knowing 
this we have onhand 
a larger and better 
stock than ever. 
| Keep us in mind. 
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JAMES J. LOEB || & BROTHER 


68 Nassau Street, | New York 
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Big Attendance at Michigan Convention 





Members of State Retail Jewelers’ Association Enjoy Gathering at Flint— 
New Officers Chosen and Other Business Transacted—Banquet Enjoyed 




















Fut, Mich., May 12.—The 16th annual 
convention of the Michigan Retail Jewelers’ 
Association, which was held here Tuesday 
and Wednesday, was voted a big success by 
al]. in attendance. The opening day found 
more persons registered than at any State 
convention held anywhere in the United 
States by jewelers this year. Delegates 
to the convention began pouring into the 
automobile city the day before the meeting 
was scheduled to open and headquarters 
were established in the Hotel Durant, 
Flint’s newest and most up-to-date hostelry. 





H, A. BROMBERG, RETIRING PRESIDENT 


Morning hours before the opening of the 
convention were occupied by the members 
in meeting old acquaintances and talking 
over the results of the last convention, while 
representatives of various wholesale jewelry 
houses and some retail houses were busy 
putting their finest exhibits on display. New 
sales stimulators were everywhere seen. 
At the starting hour there were over 200 
delegates present, 


Tuesday 

President H. A. Bromberg called the 
meeting to order and the minutes of the 
last convention were read by the secretary, 
M. H. Bell of Kalamazoo. The auditing, 
nominating and resolution committees were 
appointed by President Bromberg and then 
the meeting was adjourned until after 
lunch. 

In the afternoon of the first day the 
session opened with invocation, pronounced 
by Rev. George E. Barnes, pastor of the 
First Presbyterian Church of Flint. The 
address of welcome was given by Fred S. 
Flick, assistant city attorney, and response 
was heard from George M. Tripp, of 
Adrian. 

The annual address of the convention was 
then given by President Bromberg. 


ADDRESS OF PRESIDENT BROMBERG 


MEN AND WOMEN OF THE MICHIGAN RETAIL 
JEWELERS’ ASSOCIATION: 

We are congregated here today on our 16th an- 
nual convention to discuss the problems and con- 
ditions under which we are now working. For 
the last two years, we have been so busy and 
prosperous that most of us have scarcely taken 
time to think what the outcome might be. Now 
that the expected reaction has come, which is only 
history repeating itself, and business is much 
slower, we have plenty of time to work out these 
problems. We must put forth our best efforts to 
develop a new business that is sane, not balloonic 
as that of past years, and be prepared to enjoy 
the prosperity that is bound to come to pro- 
gressive merchants who have confidence in their 
industry and their country. 

We jewelers are fortunate in that our industry 
did not go to smash as many industries have done 
in this temporary depression. We owe thanks 
to our manufacturers who were not greedy for 
war profits and only increased their prices in ac- 
cordance with necessary production. We do not 
have to worry about double or treble prices on 
our stock. We will be the first to. realize good 
conditions when they come as our fundamentals 
are still solid and our finances strong. Business 
is good, but slow. We are Americans and as 
always will continue to press forward. Our 
country has the brains, energy, natural resources 
and money which make for prosperous conditions. 

What we need now is optimism and courage. 
With these and our great resources, we will soon 
realize better and healthier conditions for the 
future. At the helm of our government are 
American citizens working together with true 
patriotism, business instinct and knowledge who 
will lead us to the shores of safety in our na- 
tional and State government and business as well. 
They need our help as we need theirs. But 
what can we do as individuals? One man by 
himself could not manage our government and, 


Fellow Jewelers, not one of us alone could 
bring about better conditions for the jewelry 
trade, 


What we need is co-operation. Theve is a great 
deal to be done in reconstruction after a great 
war and it needs every one of us. Each must 
share the burden, but if we do it together the 
task will be lighter, more thoroughly done and 
each will feel that he has a share in the pros- 
perous result. We need more jewelers’ clubs, 
more members in each club. Call them what you 
will, home, local or district clubs, we need their 
mutual helpfulness. 

I am honestly convinced that a home jewelers’ 
club is the artery to better conditions. Do you 
know your jeweler neighbor? Get acquainted 
with him. You will like him as well or better 
than the lawyer or real estate man you play golf 
with. Work with him; play with him. He _ has 
the same interests that you have to better his 
trade and to get back to normal conditions. Re- 
member that it is the other jeweler who makes 
competition and good, honest competition is the 
heart of our thriving world. 

In their respective communities, jewelers should 
organize clubs which should be affiliated with the 
State and national associations for greater strength 
and influence. The benefit you will derive from 
these clubs will be worth all the time and energy 
you spend. They will increase the prestige of 
the jewelers among the citizens. Together the 
jewelers can advertise and impress upon the pub- 
lic that jewelry is not a luxury but a necessity. 
A jeweler is just as essential in his community 
as a plumber or an electrician. It is by his 
clocks and watches that the entire industry of the 
community is run, it is his “Gifts That Last,” 
that bring joy and happiness to an individual 
or the family, a spirit which I say the world 
could not very well get along without. Home 
jewelers’ clubs stand for better merchandise for 
the public. Together we jewelers can fight fake 
auctions and cheap over night stores which are 
really our competitors in selling jewelry of in- 
ferior quality. Together we can put our repair 


department on a paying basis. 
Let us join forces now and work together to 
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solve the problems that present conditions have 
forced upon us. Let us read our trade journals 
and always use in our advertising the slogan 
“Gifts that Last.” Let us continue with our 
drive against free engraving and guarantees on 
watch work. Let us all become members of the 
Mutual Jewelers’ Fire Insurance Co., from which 
we get a dividend each year of 33% per cent in 
real money, and finally let us support faithfully 
and financially our untiring Vigilance Commit- 
tee which is fighting so willingly the cause of 
equal and just taxation. 

Now before closing let me urge all those who 
can to attend the national convention in Buffalo. 
September 13, 14, 15 and 16. It is these con- 
ventions that stir us up and get us out of the 
rut that we might slip into. Here we meet new 
friends, hear our problems discussed and ex- 
change ideas. 

No one with a sense of gratitude could over- 
look the honor you have conferred upon me for 
the past year and I thank you from the bottom 
of my heart. I wish to thank all the officers for 
their loyal support and especially our hard work- 
ing Secretary Bell, as the success of a conven- 
tion depends on the efficiency of the secretary. 
I also wish to thank the Ladies’ Auxiliary for 














M. H BELL, SECRETARY 


their support. I know that my worthy successor 
will enjoy the presidency as much in the coming 
year as I have in the past. 

And now when we part from this convention 
let us be thankful to God in Heaven for the 
privelege He has given us to live in this country 
under the noblest and greatest flag ever known 
to the human race. 

An intermission of 10 minutes was taken 
and then W. H. Mellor of Michigan City, 
Ind., national treasurer, spoke. He com- 
mended the Michigan association for turn- 
ing out to its convention in such great 
numbers. His talk had for its theme, “Co- 
operation.” He told of the great work 
which was being carried on throughout the 
United States by the national association 
and of the results accomplished, 

In the evening of the first day the del- 
egates had what they declared was the best 
time ever experienced at any of the Mich- 
igan conventions. The Flint Jewelers’ Club 
entertained the delegates at a theater party 
at the Regent theater after which the vis- 
itors retired to the Hotel Durant where a 
great feast was spread. After enjoying the 
dinner a delightful dancing party was given 
in the great spacious ball room of the 
Durant. 

Wednesday 


The next morning, President Bromberg 
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Wheeler Platinum Jewelry whether a Pendant, 
Bar Pin or Ring has that unusual merit that 
makes the instant appeal to the consumer. 


ESTABLISHED 1652 


Every article we make shows that high stand- 
H ard of workmanship that helps the dealer make 
sales. 


TRADE MARK 
REGISTERED 


The beautiful pendant illustrated is an example 


The : : 
a of such quality. Our prices are based on present 
of Quality day costs. 


Why not make use of our special order depart- 
ment when you need designs for Platinum 
Jewelry. 


HAYDEN ‘W'WHEELER. & CO-2nc- 
1 Maiden Lane - Factory 72 Spring Street: NewYork 
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called the meeting to order at 9 o’clock and 
he report of the secretary was the first 
ate scheduled for the day. His report 
showed that the Michigan organization had 
ver $1,700 in the treasury and that $200 
ad been paid in by it to the Vigilance 
Committee fund. The treasurer reported 
the receipts and disbursements for the past 


aa nominating committee reported, rec- 
ommending officers for election. All of 
those suggested were elected, W. H. Horton, 
Flint jeweler, being chosen president for the 
ensuing year. The other officers elected 
were as follows: Herman Hess, Bay City, 
frst vice-president ; M. D. Ellis, Kalamazoo, 
second vice-president ; | J. J. Thompson, 
Grand Rapids, third vice-president, and J. 
S, Martinek, Traverse City, treasurer. M. 
H. Bell was re-elected secretary. An ad- 
visory committee composed of five members 
was also elected. This is a newly created 
hoard and its members are as follows: H. 
A. Bromberg, Battle Creek, chairman ; Max 
Jennings, St. Clair; A. J. Jean, Sault Ste. 
Marie; H. F, Steck, Owosso, and W. W. 


, Jackson. 
eee afternoon of the closing day of 


the convention Col. S. O. Bigney of Attle- 
boro, Mass., addressed the delegates and 
talked on the necessity of such organizations 
as the one assembled. A. W. Ramsdell of 
Detroit, spoke on “How to Successfully 
Cope with Present Business Conditions. 
Mr. Ramsdell proved to be a gifted speaker 
and urged the men to stop “throat-cutting’ 
in the jewelry business. A banquet was en- 
joyed in the evening and the meeting closed. 
In the course of his address Col. Bigney 


said: 
ADDRESS OF S. 0. BIGNEY 


I am highly pleased to be here today. Pig ti 
I shall enjoy meeting you all personally and also 
the banquet which is to take place this — 
I am not here with the idea that I can instruc 
you in business ethics, or how to conduct your 
business, but I am a great believer in the com- 
ing together of men who are engaged in the —_ 
calling that they may have a chance of exc wom 
ing ideas and arriving at a better understand- 
ing as to correct business methods. 

We are all striving to reach the same goal, 
and do you know I feel that this strife is : 
great builder of energy and force. The Jaw . 
worthy life is fundamentally the law of strife. At 
is only through labor and painful effort, by — 
energy and resolute courage we achieve in li e. 

Now, My Fellow-Men, while we are traveling 
this rugged road to success, let’s be happy in 
our toil and let’s try to discover the power in- 
side of us that makes character and determines 
success. We hear men say occasionally, circum- 
stances are against us. Now, circumstances never 
produced a human character. Yielding to circum- 
stances means weakness. Mastering circumstances 
means strength. It is the power inside of a man 
that determines his success or failure. No man 
is a failure until he admits he is beaten. Suc- 
cess is not always measured by outward circum- 
stances, but by what you do with the power 
inside of you. Let’s not look for the easy things 
in life. No man ever discovers his power and 
the force within him until he meets the apparent 
“impossible.” This is the moment when real 
courage and the power within him will come 
to the rescue and brush aside the impossible 
and help him blaze his way to success. 

In order to be fitted for this task, we must 
have a healthy body and a clear mind. Lazy men, 
as a rule, are not healthy. Every man who gives 
to his business, to his community, and to his 
country the best that’s in him, must fit himself 
each morning for his daily task. He must spend 
at least one-half hour exercising, getting his blood 
in circulation, taking his cold plunge and rub- 
down, or something of that sort. Of course, it 
Means effort, it means forcing yourself to do what 
you ought to do unhesitatingly, but once you 
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are prepared for your day’s toil, then you can reel 


it off cheerfully, and with such amazing rapidity 
that you will not only astound those about you, 
but yourself as well. 

Many of you may not agree with my views in 
connection with the preparation for life’s race, 
but you know when you are fitting a trotting 
horse for the race of his life, you feed him 
properly, you exercise him, you work him out, 
you rub him down and bandage his limbs. You 
get him in the pink of condition, and you spend 
a lot of time in keeping him in the pink of con- 
dition, and then when he gets the word “go” 
he is in a condition to give the best that’s in him. 

A great many men, after they arrive at the 
age of 45 to 50, devour twice as much food 
as they should and consequently, they bring on ail- 
ments which they are not heir to but by their 
lack of self-denial contract them. 

After all, let us do the things which we honest- 
ly feel will get us the most out of life in order 
that we may give the most to those who come 
after us. Let’s leave a trail of industry for those 
who follow in order that they may know we went 
this way once. . 

We must all believe in the future progress 
of our country. I am looking for a revival of 
business, and it will be steady and sure. Pros- 
perity will come to us if we do our part. We 
have men at the head of our nation today in 
whom we have the greatest confidence. They are 
doing their level best to pull the country back 
into shape, and we must stand by them. We 
must not expect too much too quickly. It will 
take time. I am a firm believer in the future 
progress and prosperity of this nation in which 
we may all share if we will. 

We have been waltzing along in a sort of a 
careless way because things came easy. A great 
change has taken place. We must now roll up 
our sleeves and go at it like men. Burn the mid- 
night oil if necessary. Our ancestors did. 








GET LOOT WORTH $3,500 





Window Smashers Rob Minneapolis Jewelry 
Store and Escape Unmolested 


MINNEAPOLIS, May 12.—Thieves who 
smashed a hole in a display window of the 
E. A. Feinberg jewelry store, 426 Nicollet 
Ave., stole $3,500 worth of merchandise 
early today. 

They made a clean sweep of all the 
articles within reach. The store, recently 
remodeled, was robbed in similar fashion 
six months ago and about $2,000 worth of 
goods taken. 

The thieves used a brick wrapped in 
several thicknesses of newspaper to shatter 
the plate glass window today. One blow 
made a hole about a foot in diameter and 
through this they dragged a number of 
wrist watches, small diamond rings, the um- 
brellas and other articles making up the col- 
lection of stolen goods. They operated 
rapidly and had stripped the window and 
escaped before the robbery was discovered. 








Death of Fred Dittfack 


St. Paut, Minn., May 16.—Fred Dittfack, 
32 years old, 139 Raymond Avenue, an 
employe of Bullard Brothers, St. Paul jewel- 
ers located at 95 East 6th St., fell dead 
from his chair while at work this morning. 

Mr. Dittfack, who had not been feeling 
well for some time, left home this morning 
without stopping to eat breakfast. Later, 
members of his family called the store by 
telephone to ask concerning his condition. 
As one of the clerks approached him he fell 
from his chair dying almost instantly. His 
death was attributed to heart failure. 

Surviving are his widow and three chil- 
dren, the youngest of whom being only two 
days old. 
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ANOTHER 24-KARAT CLUB 































































Jewelers of Cleveland, O., Take Definite 
Steps to Form Local Organization 


CLEVELAND, O., May 18—Definite steps 
toward organizing the 24-Karat Club of 
Cleveland by members of all branches of 
the jewelry and affiliated trades were taken 
at the first formal meeting of the trades at 
Hotel Statler yesterday. Not only will 
Cleveland firms be strongly represented in 
this organization, but it will take in firms 
in all of northern Ohio who have been in 
business for one year or more. 

The new association starts off with con- 
siderable outside assistance, as the work of 
organizations such as those in Chicago, New 
York, Pittsburgh, Philadelphia, Boston and 
other cities has been outlined in letters to 
Samuel R. Zwee, of the Zwee & Burr Co., 
president of the Jewelry Crafts Association 
of Cleveland, and one of the prime movers 
in bringing all groups together. 

A tentative organization committee head- 
ed by E. R. Abrahamson, secretary of the 
Ohio Retail Jewelers’ Association, presented 
for the consideration of the members a pre- 
amble in which it has been suggested that di- 
rectors be named, one from each group in 
the affiliated organizations, nine all told, so 
that the voting power will be more evenly 
distributed. These directors will name the 
officers. Meetings have been suggested for 
the second Tuesday of every other month, 
and the annual meeting on the first Tuesday 
of March. 


Groups represented in the association are 
the manufacturing wholesale and _ retail 
jewelers, the platers, refiners, manufacturing 
wholesale and retail opticians, and engravers. 

The organization committee includes: 
Chairman, E. R. Abrahamson, secretary and 
treasurer of the Ohio Retail Jewelers’ Asso- 
ciation; Samuel R. Zwee, of the Zwee & 
Burr Co., president of the Cleveland Jewelry 
Crafts Association; Leo D. Markowitz, of 
Markowitz & Friedman, director of the 
Cleveland Jewelry Crafts Association; F. 
X. Russert, president of the Ohio Retail 
Jewelers’ Association; George C. Strong, 
of the Strong, Kennard & Nutt Co.; F. C. 
Miller, president and treasurer of the Ohio 
Plating & Mfg. Co.; A. D. Weed, vice- 
president of the H. W. Burdick Co., and 
Irving Feigenbaum, of the Cleveland Jewel- 
ers Supply Co. 

At the meeting yesterday, the possibilities 
of the success of a 24-Karat Club were can- 
vassed and the consensus of opinion was 
favorable. It was estimated that the mem- 
bership should include about 175 members 
from Cleveland and the cities and towns 
nearby. 

Twenty-seven members were present at 
the initial meeting and the main outlines of 
a constitution and by-laws were worked out. 
They will be adopted at the next meeting, 
after which it is probable that directors and 
officers will be elected. 

The object of the club will be to promote 
the welfare and social intercourse among 
jewelers and between the kindred trades and 
to foster a general spirit of co-operation and 
good fellowship. 

Another meeting will be called when the 
organization committee has completed its 
preliminary work, probably the latter part 
of May or early in June. 
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The News from England 


Sunday Jewel Mart in London—Paris Jewelers Victims of Pearl Thief—One 
Time Owner of Hope Diamond Dead 
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Lonvon, May 10.—Sunday mornings jewel 
dealers of East London congregate in Ald- 
gate and buy and sell jewelry of all kinds. 
It is known as the “Sunday jewel mart” and 
js usually attended by shrewd men from 
Scotland Yard who are enabled to lay their 
hands on many a “wanted” person. Jewel 
thieves in particular who find difficulty in 
disposing of their ill-gotten stuff through 
the ordinary channels can sometimes dis- 
pose of it at the “jewel mart,” which is 
visited by the public out for the purchase of 
jewels. A London magistrate was surprised 
to learn of the existence of the “mart” the 
other day. He had a man before him who 
was accused by the police of attempting to 
sell a half-hoop diamond ring for £50. The 
prisoner said he found it. The magistrate 
informed him sadly that “findings were not 
keepings.” He thought that the Sunday 
jewel mart ought to be closed since it pro- 
vided temptation for dishonest folks who 
saw a safe way to dispose of their “spoils” 
to the public. 

x ok Ox 

Silver continues steady here, the current 
quotation being 347 per ounce cash and 
3414 forward (approximately £8.50. Gold 
is £25.91 nominal per fine ounce. 

a 


Messrs. Boucheron, the big jewelers of 
the Rue de la Paix, Paris, were the vic- 
tims of a daring pearl theft the other day. 
A man entered the premises and examined 
a number of diamond bracelets and pearl 
necklaces, taking note particularly of those 
which pleased him. He said he would 
bring a friend to see the selected gems and 
walked out. As the salesman was putting 
the jewels away again he realized that a 
£40,000 pearl necklace was gone. By a 
clever sleight-of-hand trick the visitor had 
made away with the gems under the very 
nose of the assistant. 

Jewels said to be worth millions of kron- 
en have disappeared under mysterious cir- 
cumstances from the keeping of the Arch- 
duchess Elizabeth, wife of Prince Alois of 
Liechtenstein, and daughter of the Arch- 
duke Karl Ludwig of Austria. The prin- 
cess had arranged to wear some of the 
jewelry at the marriage of Prince Karl and 
entrusted her jewel box to a courier of the 
Hungarian Legation at Vienna. It was 
duly sealed by the Hungarian Consul and 
has never been seen since. 

x Ok Ok 


James C. Thomas, once famous as Joseph 
Tasker, the man who bought the Agra 
diamond and one time owner of the Hope 
blue diamond, has just died. Tasker was a 
“jubilee plunger.” He inherited consider- 
able wealth and one of his hobbies was the 
collection of diamonds. His first purchase 
was a model of the Holy City in gold and 
gems for £6,000 from Streeter, the famous 
New Bond St. jeweler. Then he bought a 
black and white pearl for £1,500. Later 
he bought the Agra diamond for £75,000. 
It cost Streeter £70,000. Tasker then 
agreed to pay £160,000 for the Hope blue 





diamond but the stone never passed since 
it was in Chancery and the court’s consent 
was not obtained. Later he bought the 
Stafford collection of diamonds, said to in- 
clude gems of every known hue, for £50,- 
000. He got through his fortune in ten 
years. 








CHOSEN AS MAYOR 


Alexander Archibald, Manufacturer of Silver 
Deposit Ware, Becomes Chief Executive 
of Newark, N. J. 

Newark, N. J., May 18—When the new 
City Commission was sworn in and organ- 
ized today Alexander Archibald, who re- 
ceived the third highest vote in the election, 
was chosen Mayor of Newark. Commis- 
sioner Raymond, who had the highest num- 
ber of votes, and Commissioner Brennan, 
who received the second highest number, 
both preferred to continue the work which 
they started last term. The vote for Mr. 
Archibald was unanimous. He _ succeeds 
Mayor Gillen, who ran fifth in the recent 
election. Mr. Archibald is president of the 
Archibald-Klement Co., manufacturerer of 
silver deposit ware, trophies, etc., East 
Kinney and Orchard Sts. Mr. Archibald 
was a member of the previous Commission 
and was Director of Finances. As Mayor 
he is now Director of Public Affairs. 

Mr. Archibald has been president of the 
Archibald-Klement Co. for the past 15 
years. Under his direction a large number 
of silver trophies have been made, among 
them the immense silver cup which years 
ago was the prize at the famous Vander- 
bilt Automobile Cup races. Numerous cups 
have been made by the firm for horse and 
dog shows throughout the country. 

A number of large gold cups have also 
been made by the Mayor’s firm. Among 
these was the cup which was presented to 
Uzal H. McCarter as chairman of the ex- 
ecutive and finance committee of the Com- 
mittee of One Hundred in 1916, and the 
famous Waldorf-Astoria Cup, for which 
the best horses of the country raced for 
years at the old Belmont Park. 

When a young man the Mayor learned 
the trade of diamond setter. He followed 
this for several years. He finally went into 
the silverware business when the firm of 
which he was then assistant manager en- 
tered the silver manufacturing business. 
Still later he established a business of his 
own. 

Mayor Archibald was born at Edinburgh 
51 years ago, and was brought here by his 
parents when he was 18 months old. He 
has lived here ever since. 

In politics Mr. Archibald has been a 
staunch Democrat, working with the organ- 
ization. Before he was elected to the Non- 
Partisan Commission in 1917 he had served 
as Alderman from the Fourth Ward, and 
later as City Clerk. 

Mayor Archibald promises the city a busi- 
ness administration from which partisan 
politics shall be eliminated. 
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HOLD MONTHLY LUNCHEON 





Members of Chicago Jeweler’s Association 
Discuss Business Matters and Plan for 
Golf Tournament and June Meeting 


Cuicaco, May 18.—About 50 members of 
the Chicago Jewelers’ Association attended 
the regular monthly luncheon and business 
meeting at the Ivory Room of Mandel’s 
yesterday. After attending to the regular . 
business they listened to a very interesting 
talk by Robert E. Kenyon, secretary of the 
Chicago Athletic Club, who is also as- 
sociated in the work of placing the Chicago 
Opera Association on a permanent basis. 

Mr. Kenyon talked very interestingly 
about the plans and work being done and 
brought out the advantages which would 
come in a financial, as well as artistic way, 
if the Chicago Opera Co. is a success. At 
the conclusion of his talk he was assured by 
President Hardin that in this as in every 
worthy proposition presented to the jewel- 
ers of Chicago, their full support could be 
depended on. 

The minutes of the previous meeting 
were read and approved. After this was 
the treasurer’s report which indicated that 
the year would close with all bills paid and 
a very substantial balance left. 

Fred Blauer & Co., ring manufacturers, 
were elected to full membership in the or- 
ganization. 

After the president read a very interest- 
ing letter an official of the Better Chicago 
Association, M. J. Kelly, of the golf com- 
mittee, reported on the work being done by 
this committee. -The first tournament of 
the association will be held about June 28, 
and the details of the events and place of 
playing will be announced as soon as ar- 
rangements are made. There will be four 
meetings this year and greater interest is 
being manifested than ever before. 

The nominating committee was not able 
to report at this meeting and it was stated 
that they have until May 25 to make a 
report. Their report will be submitted to 
the members by mail. 

As the June meeting is the annual elec- 
tion of officers and the last until Fall, it 
was voted that this be an evening meeting 
and the committee on entertainment in- 
structed to arrange for a formal evening 
meeting and an adequate charge be made 
to cover the additional expense. Time and 
place of this meeting will be announced 
later. 


The stockholders of the Frank Curtis 
Co., Decatur, Ill, are going to sell their 
stock July 1, to Walter Flora, West Frank- 
fort, Ill. Frank Curtis, who has _ been 
president of the Frank Curtis Co., is going 
to retire after being in business in the same 
location for 43 years. This business was 
established at 156 E. Main St., Decatur, 
in 1856, and has grown and prospered until 
it now owns its own three-story building 
and employs six watchmakers and one man- 
ufacturing jeweler, and has a splendid rep- 
utation all over that part of the country as 
being thoroughly reliable and carrying only 
legitimate merchandise. The firm was in- 
corporated Aug. 1, 1899, succeeding Otto E. 
Curtis & Bro., after the death of Otto E. 
Curtis. Mr. Flora will continue the busi- 
ness under the name of Frank Curtis Co. 
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Mass Salesmanship in a Buyers’ Market Urged by National 
Jewelers’ Publicity Association 














The National Jewelers’ Publicity Associa- 
tion is materially extending the scope of its 
activities, thoroughly realizing that on the 
existing buyer’s market, it 1s absolutely es- 
sential that the industry as a whole go out 
after business in the strongest possible way. 

The first move in this direction is a tult- 
page advertisement in the Saturday Evening 
Post for June 4, a miniature replica of 
which is here reproduced. 

It is certainly conservative to say that 
there is no more important movement on 


money—lots of it—and if the good work is 
to be continued, it is vitally important that 
those jewelers who have pledged funds to 
the association should take immediate steps 
to remit on their pledges. Any jeweler who 
has made such a pledge and feels that he 
cannot at the moment send in a check for 
the full amount of the pledge to the Adver- 
tising Bureau, 167 East Ontario St., Chi- 
cago, should at least strain every nerve to 
send in as large a proportion of the pledge 
as he possibly can at this time. We say 


Adv. No. 91—1 Page—S. E. P. 





THE JEWELER IN 
YOUR TOWN 








Let Your Jeweler Be Yo 
ig jeweler worthy the name is anxious to 


accommodate every wish 
“Gifts that Last.” 


ur Gift Counselor 


and every purse with 


Your desires are far more important to him than any 


article in his stock—mever forget that. So it will pay 





you to let your jeweler be your gift counselor. His long me 
> experience’has taught him what is most beautiful and ti i. 
or appropriate at a given price. Schooled for years in the Bee, 
Val iation of things artistic, his is the advice of an fry ga 
tie: appreciation of things . { \, 
rN authority. 2 
; j |? There are hundreds of articles in a jeweler's stock which Hit f 
sell for less than $5.00. Almost every jeweler carries at pa\ \| 
least one hundred such articles. Some carry four or five e- 


hundred. So one need never fe 
For the gift to the June 
Bride «+Ler Your Jews 
tle Be Your Gift 
Counuhr” 


visiting a jeweler's without a lavish sum to spend. 


Of course, all jewelers likewise sell precious and costly 
articles as well, but you see it is quite wrong to suppose 


el a bit uncomfortable in 

For the gift to the June 
Graduate“Ler Year 
Jeweler Be Your Gift 


Counuar” 


that such things are most important to them. Never 
forget that to mset your wishes and your desires is the 


ideal of their business. Do n 
gift of jewelry is much more thai 
it is a permanent expression 


ot forget, either, that a 
na fleeting remembrance 
of love and friendship, 


exemplifying to the fullest extent “GIFTS THAT LAST.” 


DIAMONDS : FEARLS GEMS: 


JEWELRY - 


WATCHES CLOCKS SILVERWARE 





FULL PAGE ADVERTISEMENT TO BE 
foot in the entire jewelry trade today than 
that of explaining to the public that the 
jewelry industry is no plunder-bunder, but 
is entitled to public support just as actively 
as any basic industry. 

There is no method which will accomplish 
this so quickly and at such low cost as ad- 
vertising. The local jeweler’s advertising is 
not adequate for the purpose, as naturally 
most retailers are disposed to feature spe- 
cific articles of their stock with the prices. 

The movement of the industry as a whole, 
however, of which the first gun is the Satur- 
day Evening Post page, is to explain to the 
public that “Gifts that Last” are well worth 
their consideration. 

It is of vital importance that every single 
member of the industry realize, however, 
that aggressive publicity of this nature costs 


USED IN PUBLICITY CAMPAIGN 


this because commitments have been made 
by the publicity committee based on the 
pledges actually signed and received. The 
National Jewelers’ Publicity Association has 
gone right ahead with its activity because it 
feels quite confident that the pledges which 
have been signed will in all cases be made 
good. 

It is absolutely imperative in the judg- 
ment of the publicity committee of the as- 
sociation that this Saturday Evening Post 
and other national advertising be continued 
for this reason: 

When you stop to consider that America 
spent two and one-half times as much last 
year for cosmetics as was spent for jewelry, 
it represents a pretty serious situation. The 
facts of the matter are that cosmetics have 
been heavily advertised, as have the products 
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of many other industries, and the jewelry 
business has never been a very heavy ad- 
vertiser, at least so far as the public is 
concerned. The present is particularly a 
time when it is imperative to show the pub- 
lic, for example, that many articles of the 
jeweler’s stock are not particularly expen- 
sive and no one need feel that they must 
have quite a little money to spend before 
they dare enter a jeweler’s. 

That feeling now exists due in large 
measure to the fact that the jewelry business 
has never taught the public otherwise by 
advertising. If you for a minute question 
the comparatively small amount of jewelry 
advertising done, pick up this morning’s 
paper and look through it. Note the enor- 
mous amount of advertising of other prod- 
ucts and the very comparatively trifling 
amount of jewelry advertising. 

As before stated, this matter of going to 
the public with the message is of vital im- 
portance to the jewelry industry at this 
time, and it is again urged that all mem- 
bers of the industry who have made specific 
pledges remit promptly, in order that the 
bills may be met. Emphasis is also given 
to the fact that while the number of mem- 
bers is now quite large, .it is not large 
enough by any means. If jewelers have 
been thinking of joining the association but 
have put it off, the association wants to em- 
phasize the fact that joining now will be 
far more valuable than a little later, when 
business is a little more active. 

Checks should be made payable to the Na- 
tional Jewelers’ Publicity Association and 
forwarded to the Advertising Bureau—167 
E. Ontario St., Chicago. 

This is no time to hang back. Don’t delay 
with your subscription. 








Meeting to Help Publicity for Jewelry to 

Be Held in Newark, N. J., Tomorrow 

Newark, N. J., May 20.—The Down- 
town Club in this city was the scene yester- 
day of a gathering of local and New York 
manufacturing jewelers at which the plans 
of the National Jewelers’ Publicity As- 
sociation for the coming convention were 
discussed. Including the committee there 
were about 25 representatives of the trade 
present. The advertising campaign to 
stimulate the sale of jewelry and to pop- 
ularize the slogan “Gifts that Last” was 
discussed. 

It. was decided to tender a luncheon on 
Thursday, May 26, at the Robert Treat 
Hotel, this city. A committee of five was 
appointed to canvass the trade in this city to 
create more enthusiasm. Invitations for the 
affair bearing the name of every manufac- 
turer at the meeting yesterday, are being 
sent to the local trade. One of the largest 
trade gatherings in this city is expected at 
the luncheon. 








Market Prices for Silver Bars 
The following are the quotations for sil- 
ver bars in London and New York as re: 
ported for the past week: 


Domestic 
Selling Price Silver 
London U.S. Govt. Standard 


Date. Oficial, Assay Bars. Price. 
Oe eee 3334 62% 99% 
. 3 pM epee 3314 61% 9914 
Way UGC ee Utes ee 331% 613% 99% 
po | Aree err. 333% 61 99% 
jE re 3344 61% 99% 
5 eRe 33% 61 99% 
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-GATTLE & HUNTER 


9-11-13 Maiden Lane, New York 


Importers of 
Pearls, Diamonds and Other Precious Stones 
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CROSSMAN COMPANY 


Makers of Artistic Pearl Jewelry 


Oriental Pearl NecKlaces 
Seed Pearl NecKlaces 


Baroque Pearl Ear Studs 
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An Attack on the Diamond Trade 








Many Newspapers Publish Syndicated Article from London, Giving Erroneous 
Facts as to the Condition of the Diamond Industry—Letter of Correction 
by Vigilance Committee Published in the Evening Journal 

















THE entire jewelry trade was up in arms 
last week at an article which was ap- 
parently sent out by an international news 
agency and appeared in all the Hearst jour- 
_nals of the country together with a large 
number of others, attacking the diamond 
market in a most vicious manner. The arti- 
cle, which bore the date line of London, 
May 16, was headed in the Hearst papers, 
“Slump in Diamonds Is Hard Blow to Many 
Dealers—Fortunes Lost in Sudden and En- 
tirely Unexpected Decrease in Price of 
Diamonds,” and in New York was featured 
in the Evening Journal on the editorial page 
while in other papers of the country it was 
given more or less prominence. The article 
in part read as follows: 

Lonnpon, May 16.—“The day of the diamond is 
all but at an end.” 

This remarkable statement was made by one of 
the leading figures in the diamond industry. He 
made the assertion in a moment of impulse, for no 
one would wish to decry his own wares. 

Yet it is a fact. Diamonds no longer stand for 
affluence. “As rare as a diamond” is today as 
obsolete a saying as “precious as a gem.” 

The following prices per carat for the rough 
uncut stones show how the market has slumped 
within a year: 


RG Ue a ae $45 
RUG) OD ONET NOR o s5 6 0-9 :0110-6' 9141.68 0/850 64 28 
REN MEN 6054000 Dalia aenssawawnt 17 


The above prices, supplied by a prominent dia- 
mond broker, are the actual figures at which he dis- 
posed of small parcels of stones. 

“The slump in prices began about last June,” he 
said. “Today I cannot get $60,000 for a parcel of 
stones for which I then refused $300,000.” 

Disaster to the diamond industry is being averted 
only through the efforts of the controlling syndi- 
cate, which is able to stem the fall in prices 
somewhat, notwithstanding the almost complete 
absence of trading. 


DEALERS ARE HIT HARD 


Many dealers, as well as private speculators, 
have been hard hit, owing to their being unable to 
dispose of their large holdings except at a heavy 
loss. 

For many years past diamonds have been the 
shrewd man’s investment. The knowledgeable per- 
son, with money to put away, has looked for 
something more stable than. Government bonds, 
less liable to market fluctuations than the finest 
brand of. trustee stccks. And he found it, as 
he thought, in diamonds. Diamonds were not only 
attractive and decorative to look at, but they repre- 
sented cash and could be converted into ready 
— at any time, probably with a profit to him- 
self, 

That at all events was how he reasoned, and he 
was right—then. Today, however, there is a very 
different tale to be told. 

The vogue in diamonds reached its climax in 
1919, when there was an absolute craze for dia- 
monds. People. who had been almost afraid to 
look in a jeweler’s shop window before now 
hought at any price that dealer liked to ask. Ap- 
parently it had been the one wish of all the people 
to whom the war had brought wealth to possess 
diamonds, and at their first moment of prosperity 
they rushed to the jewelers. The demand had a 
natural sequel—prices soared, and rose to as much 
as 500 per cent above their previous value. Buyers 
scoured the Continent buying up jewels of impov- 
erished Russian, German and Austrian noble fam- 
ilies, The craze spread to America and Japan, and 
this overseas demand contributed to keep gems at 
their fabulous price. 

Sales of famous collections brought in unheard 
of sums. Suddenly the picture changed, and 
within a month jewels for which fortunes had 
been given were being offered for sale at almost 
any price. 


DESPERATE EFFORTS MADE 


The millionaire mine owners are making a des- 
perate effort to right the balance by strenuously 
restricting the output. Some of the most famous 
mines in South Africa are partially closed down, 
and the output from the rest is only being put on 
the market in minute quantities. Experts who had 
imagined that the value of the diamond could never 
drop to any appreciable extent have been dum- 
founded to see diamonds being actually exchanged 
for maize and meal around some of the wealthiest 
mines in South Africa. 


The article then took up the usual stories 
and romances about the great jewels of /his- 
tory, including the “Koh-I-Noor,” the “Pell” 
or “Regent,” the “Hope,” and other famous 
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diamonds and concluded with a statement 
giving figures showing how the shares in 
the diamond mining companies had gone 
down in price as a result of the cessation 
of mining. 

Directly after publication, letters, tele- 
grams and telephone messages began to 
come in to the Jewelers’ Vigilance Commit- 
tee, THE JEWELERS’ CrrcuLarR and the Na- 
tional Jewelers Board of Trade from all 
over the country, asking that some action 
be taken at once to refute the statements 
and particularly take it up with the Evening 
Journal in New York. The matter was 
immediately taken up with the Journal man- 
agement by some of the prominent retailers 
of the city also and a rectification or cor- 
rection of the error was promised. 

In response to the appeals of the jewelers, 
the Diamond Committee of the Jeweler’s 
Vigilance Committee prepared the follow- 
ing letter to the New York Journal which 
appeared Saturday in the same page and 
under the same kind of heading that the 


DEALERS DENY SLUMP 
IN DIAMOND PRICES 


Report That Rough Stones Have Dropped From 
$45 to $17 Per Carat Has No Foundation, 
Local Committee Says. 


. false and absurd that it is pitiable 

Wwe are compelled to dignify it with 
a denial. The writer is of the opin- 
ion that this so-called (prominent?) 





oe 
IG The Evening Journal is in recetpt 4 
of the following’ self-explanatory 
communication: 
Ore New York, May 18, 1921. 
Editor New York Evening Journal: 
Dear Sir—The diamond and jew- 
elry industry was astonished at the 
sensational publicity given to the 
absolutely false and misleading 
the gtatements on the slump in the dia- 
ap- |. mond prices and the intimation that 
this was the sudden cause of loss-of 
our fortunes to many diamond dealers 
his and individual diamond owners. 
wm |’ The first fact cited is the reduc- 
tion of prices per carat for rough 
®, stones from $45 to $17 per carat. 
ag It certainly must be obVious to any 
en intelligent person that rough dia- 
monds at the prices quoted above 
m are absolutely unfit for ornamental 
n purposes, and, as far as the jewelry 
rt mdustry is concerned, stones at this 
price would be better used for street 
a ving purposes. It is absolutely: 
3 mposrsible to make a quotation other 
than to state that “rough” diaménds 
which are cut in this country aver- 
age .£25, equalling at the present 
rate of exchange $100 per carat, the 
sizes starting at one carat in the 
rough upward, which, when cut into 
ae finished gem, nets: about 40 per 
cent of its original weight. Finer 
ems cost more in proportion. To 
e@ above prices quoted must be 
t added duty, cost of labor for cut- 
3 ting and polishing, and some profit 
ip for the dealer. 
le The second statement made, that 
are @ prominent diamond broker of Lon- 
or don disposed of $300,000 worth of 
of diamonds for $60,000, is so utterly 
3 
sdio 
al- 
you 
own 
ms 
nth DAH ; 
¢ D 
By Universal Service. 





merchant could not properly hold a 
job seliing collars behind a counter. 

Actually the facts are: There has 
been little or no profiteering in the 
diamond and jewelry business, as is 
evidenced by the fewer financial 
disasters in the jewelry industry as 
compared to all the other industries. 
It still remains an absolute fact that 
diamonds in the hands of consumers 
for years have poven themselves to 
be of greater intrinsic value, aside 
from the pleasure they give. The 
writer doubts the authenticity of any 


‘such interview With a reputable dia- 


mond dealer and -believes that it was 
inspired by some one with an wul- 
terior motive. 

For the reasons above stated, we 
believe you should make émphatic 
denial of the wholly unfounded state- 
ment appearing in your issue of May 
16, as we know that you would not 
intentionally injure an industry with- 
out justification. May we suggest 
that in the future any such sweep- 
ing statements be confirmed before 
being published, and any of our 
trade mediums are always ready to 
supply accurate information? 

hanking you for giving us this 

opportunity to give your readers the 
real facts, I remain, 

Yours very truly, 
LDE REICHMANN, 

Chairman of, the Dianiond Commit- 

tee of the Jewelers’ Vigilance Comes 

mittee 





“. ONDON, May 20.—Mrs. Rosita | Egyptian who was granted a few 









ay was accompanied by”. an 
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J. MEHRLUST 


Manufacturer of diamond jewelry of the highest class. 
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original story appeared, as is shown in the 
ilustration herewith. 
“New York, May 18, 1921. 

“To the Editor of the Evening Journal: 

“Dear Sir :— 

“The diamond and jewel industry was 
astonished at the sensational publicity 
given to the absolutely false and mislead- 

ing statefments on the slump in the dia- 
mond prices and the intimation that this 
was the sudden cause of loss of fortunes 
to many diamond déalers and individual 
diamond owners. 

“The first fact cited is the reduction of 
prices per carat for rough uncut stones 
from $45 to $17 per carat. It certainly 
must be obvious to any intelligent person 
that rough diamonds at the prices quoted 
above are absolutely unfit for ornamental 
purposes and as far as the jewelry indus- 
try is concerned stones at this price would 
be better used for street paving purposes. 
It is absolutely impossible to make a 
quotation other than to state that rough 
diamonds which are cut in this country 
average £25—equaling at the present rate 
of exchange $100—per carat, the sizes 
starting at one carat in the rough up- 
wards which when cut into a finished gem 
nets about 40 per cent of its original 
weight. Finer gems costing more in pro- 
portion. To the above prices quoted 
must be added duty, cost of labor for cut- 
ting and polishing and some profit for 
the dealer. 

“The second statement made, that a 
prominent diamond broker of London 
cannot dispose of $300,000 worth of dia- 
monds for $60,000—is so utterly false and 
absurd that it is pitiable we are compelled 
to dignify it with a denial. The writer is 
of the opinion that this so called (promi- 
nent?) merchant could not properly hold 
a job selling collars behind a counter. 

“Actually the facts are, there has been 
little or no profiteering in the diamond 
and jewelry business as is evidenced by 
the fewer financial disasters in the jewel 
industry as compared to all the other in- 
dustries. It still remains an absolute fact 
that diamonds in the hands of consumers 
for years have proven themselves to be of 
greater intrinsic value, aside from the 
pleasure they afford, than any other com- 
modity that could have been purchased by 
them. The writer doubts the authenticity 
of any such interview with a reputable 
diamond dealer and believes that it was 
inspired by some one with an ulterior 
motive. 

“For the reasons above stated we be- 
lieve you should make emphatic denial of 
the wholly unfounded statement appearing 
in your issue of May 16, as we know that 
you would not intentionally injure an in- 
dustry without justification. May we sug- 
gest that in the future any such sweeping 
statements be confirmed before being pub- 
lished and any of our trade mediums are 
always ready to supply accurate informa- 
tion, 

“Thanking you for giving us this op- 
portunity to give your readers the real 
facts, I remain, 

“Yours very truly, 

“a “(signed) Lee REICHMAN, 
‘Chairman of the Diamond Committee of 
the Jewelers’ Vigilance Committee.” 

It is hoped that the news agency which 
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sent out the original story will send out a 
correction or at least the letter of the Vigi- 
lance Committee and so do the same work 
in correcting the original article as did the 
New York Journal. Where it has not been 
done, jewelers should make it a point to 
ask for a correction and call attention of 
their local editors to the corrections made 
in New York. They should also call attention 
to the conditions of the diamond market and 
how they differ from those in other lines of 
trade as is pointed out in the editorial in 
today’s issue on pages 115 and 116. 








INTERESTING LECTURE 


Prof. Frank B. Wade Talks on Diamonds 
Before Rotary Club of Indianapolis, Ind. 


INDIANAPOLIS, May 23.—Diamonds_ val- 
ued at $33,000 were on exhibit at the Ro- 
tary Club meeting recently. They were the 
property of Jenkins & Co., at Richmond, 
Ind. The display illustrated with actual 
stones, the talk given by Professor Frank 
B. Wade, head of the chemistry department 
of Shortridge high school of this city. 

Prof. Wade was introduced by Will 
Rindt, who declared that Prof. Wade was 
a well known authority on diamonds and 
other precious stones. Replicas of the 
world’s most famous diamonds, the purest 
white, green and blue, all with a history 
usually dating back to empires, were viewed 
by the club and features explained. 

“No international currency is so staple 
as the diamond,” said Professor Wade. “All 
through the turmoil of the world war the 
value of the diamond did not decrease, but 
it did in some instances increase. Be- 
cause of their marketability in all countries 
of the world they have a universal value. 

“Should the value of the diamond fall to 
nothing, the great commercial interests of 
the world would go to smash. Every 
country depends upon them for duties, 
taxes and revenues. They comprise the es- 
tate of many of the largest financial inter- 
ests. The price of diamonds is not likely 
to go down despite the decrease in the 
prices of some other articles. The arti- 
ficial control of their supply to meet the 
demands of the public makes them econom- 
ically staple.” 

Prof. Wade said, in answer to a question, 
that while the exact method by which they 
were formed in the earth was not known, 
it was believed by experts that carbon gases 
in the stones of the earth were greatly re- 
sponsible for their eventually forming. He 
told of methods used in making artificial 
diamonds, but added that artificially made 
diamonds were exceedingly small in size 
and never as perfect as those produced by 
Mother Earth. 











More and more each day, the jewelers are 
appreciating the value of giving publicity to 
the slogan “Gifts That Last” and are using 
this now in their advertising and announce- 
ments. A suggestion to manufacturers is 
to be found in the stationery of the Crescent 
Ring Co., 109 Oliver St. Newark, N. J., 
which now uses the slogan in red on its 
envelopes, acting as a frame work for the 
name and address of the concern. In other 
words, every piece of mail that goes out 
from the firm carries the words “Gifts That 
Last” in a most prominent manner. 


Oo 
rary 


GIVEN LONG TERMS 
One Man Who Held Up and Robbed New 
York Jeweler Sent to Prison for Ten 
Years and Others for Sixteen 


A trial lasting two days terminated on 
Tuesday, May 17, after THe JEWELERS’ 
CrrCULAR had gone to press and resulted in 
the conviction of four hold-up men who 
last February robbed Abraham Duboff, re- 
tail jeweler, 156 Chrystie St., New York, . 
of diamonds and jewelry worth $14,000. 
On Friday three of the quartette were sent 
to the penitentiary for 16 years each while 
the fourth member of the gang was given 
a sentence of 10 years. 

The men were tried on indictments charg- 
ing them with robbery in the first degree, 
before Judge Knott and a jury sitting in 
Part II, Court of General Sessions. The 
trial started on Monday morning, May 16, 
and ended the following day during which 
time the jeweler and his wife as well as 
Jacob Cohen were called to the stand by 
the prosecutor. All of these witnesses 
identified the defendants as the men who 
on Feb. 9 held up and robbed Mr. Duboff. 
The jury deliberated just one minute and 
then returned a verdict of guilty against 
the quartette. 

Last Friday the men were brought before 
Judge Knott, at which time Samuel Gal- 
ante, Alphonso Restivo and Thomas Davey 
were each sentenced to 16 years in Sing 
Sing while Anthony Mangano, who turned 
State’s evidence, was given a sentence of 
10 years in jail. 

With the exception of one small diamond 
ring worth $200, none of the loot has been 
recovered. The men claimed they sold the 
diamonds. 

The prosecution was handled by Assistant 
District Attorney Maquet. 

The readers of THE JEWELERS’ CIRCULAR 
will recall how on Wednesday morning, 
Feb. 9, two strangers came to Mr. Duboff’s 
store and asked to look at a ring which the 
men had been shown the night before. The 
jeweler went to his safe and as he did so, 
one of the men drew a gun from his pocket 
and commanded him to throw up his hands. 
At the same time he was ordered not to 
make any outcry but to sit on a chair be- 
side the safe. The safe, which was open, 
was then rifled of practically all of its con- 
‘tents consisting of diamonds and jewelry 
valued by Mr. Duboff at $14,000. 

As the men rushed from the store, one 
of the pair endeavored to lock the door but 
before he could accomplish the job, Mr. 
Duboff hurled a hammer through a plate 
glass window. In an instant, the two men 
as well as two look-outs, who were sta- 
tioned on the sidewalk outside of the store, 
made their escape through side streets and 
into tenement houses which are located in 
the vicinity. 

Through some clever detective work by 
members of the Italian squad of the New 
York Detective Bureau Mangano was ar- 
rested less than two weeks after the rob- 
bery. Information furnished by the pris- 
oner finally resulted in the arrest of the 
other three men. 








William Gilson, watchmaker and jeweler, 
has moved from Eugene, Oreg., to Cottage 
Grove, Oreg. 
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| Fancy Cut DIAMONDS and PRECIOUS STONES 


i Frederick W. Rauch 


: 522 Fifth Avenue, New York Hl 
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SAPPHIRES 


CASHMERE, BURMA and CEYLON SAPPHIRES 
SEAL SAPPHIRES—STAR SAPPHIRES 


in Sets and Single Gems 











ALL SIZES ° 
EMERALD CUT and SQUARE CUT Emeralds—Ru bies 
CALIBRE Upward to 5 Carats for Single Stone Rings LSO AND 
FANCY SHAPES ° 
gles Fancy Cut Diamonds 


HENRY GREEN 170. Broadway, New York 


SPECIALIST in SAPPHIRES and IMPORTER and CUTTER of PRECIOUS STONES 
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Henry E. Oppenheimer & Co. 


have removed to 


9, 11, 13 Maiden Lane 
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NOTORIOUS SWINDLER CAUGHT 





Bogus Check Man with Big Reward on His 
Head Arrested at Casper, Wyo., Through 
Efforts of Jewelry Store Manager 


Casper, Wyo., May 18.—S. H. Copeland, 
a man with a dozen aliases, who is wanted 
in Nebraska for a series of bogus check 
operations, succeeded in victimizing a num- 
ber of Casper merchants Tuesday, May 10, 
but failed to make his escape from the city 
with upwards of $500 worth of diamonds 
and merchandise, which came to him as the 
result of his criminal actions. The detec- 
tion of the fraudulent operations and the 
subsequent identification of the man and his 
arrest, were due to the foresight and per- 
sistent work of Manager Edward Keating 
of the Joe I. Schwartz jewelry store, who 
pointed out the offender to county and city 
officers as he was attempting to make his 
get-away on the Burlington train last night. 

According to a statement made over long- 
distance telephone by the cashier of the 
First National Bank of Alliance, Nebr., the 
man is badly wanted in that State, where 
the State Bankers Association members 
have offered for his apprehension rewards 
aggregating $15,000. In view of the promi- 
nent part taken in the affair by Mr. Keat- 
ing, it appears that he will come in for the 
lion’s share of the reward. 

The man visited the Schwartz jewelry 
store and asked to see a diamond ring, 
which he said his wife had looked at sev- 
eral days ago. It was recalled that a 
woman had asked to have a ring laid aside 
for her the previous Saturday and the man, 
after inspecting it, said it would do. He 
informed Mr. Keating that he would have 
to pay for it by check and was handed a 
blank check which he filled out for $163 
and signed it “H. S. Copeland.” It was 
drawn on the First National Bank of Alli- 
ance, Nebr. Mr. Keating remarked that it 
was not his custom to accept checks from 
strangers and the man replied that he lived 
in Casper, on West Yellowstone, and he 
was employed as brakeman on the Burling- 
ton. It happens that Mr. Keating was for- 
merly watch inspector for the Burlington 
and knew personally every brakeman, con- 
ductor, fireman and engineer on the road. 
He failed to recognize Copeland as a Bur- 
lington employe and suggested that he, 
Keating, call up the First National at Al- 
liance. Copeland agreed to this and said 
he would be back in half an hour. While 
Mr. Keating was waiting for connection with 
Alliance, he called the local Burlington office 
and found they had no man by the name of 
S. H. Copeland on the payroll. When the 
call came from Alliance, it was the cashier 
of the First National on the line and from 
the description given by Mr. Keating, he 
identified Copeland as the man wanted there 
and elsewhere in Nebraska. 

While awaiting for Copeland to return, 
Mr. Keating called other Casper jewelers 
and found that one of them at least, had 
been victimized. C. M. Ayres had accepted 
a check for $250 for which he let the man 
have a cluster diamond ring. At the 
Schwartz store the stage had been set for 
Copeland’s return, with a plain-clothes man 
in the store and another officer hidden in 
the lobby of the Iris Theater. He failed 


to return, but he showed an unusual amount 
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of nerve by putting over a similar deal on 
Huber, the jeweler, two hours and a half 
after he had made his attempt at the 
Schwartz store. From Huber he secured 
a solitaire diamond ring for which he gave 
a $147 check, drawn on the same Alliance 
bank. 


City and county officers were on the job 
from the time early in the afternoon when 
Mr. Keating notified them of the attempt 
at his store, but Copeland was not located 
until just before the Burlington train was 
ready to pull out that night. The outgoing 
afternoon trains on both roads _ were 
searched, but without results. One of the 
city officers had discovered a man in an 
advanced state of intoxication in the Bur- 
lington smoker and was preparing to eject 
him, when Mr. Keating entered and as a 
flashlight was turned in the man’s face, 
identified him as Copeland. 

Copeland made no resistance and no pro- 
test. He identified the check he had at- 
tempted to pass on Mr. Keating and pro- 
duced from his pocket the solitaire which 
he had obtained at Huber’s and stated that 
his wife was in the Pullman. He was ac- 
companied by a man who appeared to be a 
railroader, to whom he passed a box which 
appeared to contain women’s apparel. This 
man escaped from the train, but later was 
placed under arrest. Copeland’s wife, who 
appears to be under 20 years of age, was 
found in the Pullman and she readily gave 
up the cluster ring secured at the Ayres 
store. 

Copeland did not hesitate to admit his 
guilt. He said he had never put over a 
deal of that kind before and he was “so 
remorseful that after making his last pur- 
chase from Huber he proceeded to get 
drunk.” Copeland was lodged in the county 
jail, while his wife occupies a cell in the 
city jail. The other man, who says he 
lives here but refused to give his name, is 
also in’ the city jail. 

After the arrest, Mr. Keating had fur- 
ther conversation with the cashier of the 
Alliance bank, who again expressed cer- 
tainty that the right man had been appre- 
hended here. He said Copeland is wanted 
in Omaha and Oklahoma, as well as in 
Nebraska and that there is a big reward 
out for his arrest and conviction. Copeland 
is between 25 and 30 years of age and says 
he was married just before coming to Cas- 
per a week ago. 








Does Any Jeweler Recognize This Watch? 


E. J. Miles, Chief of the Police of the 
New York Central Railroad, recently re- 
covered a valuable woman’s watch which 
he is trying to trace’ back to the owner and 
asks the aid of the jewelers in doing so. 
This watch has a movement of H. Redard 
& Sons, Geneva, and is in a case paved 
with eight rings of diamonds, the case num- 
ber being 142979. 

The watch has identification marks in the 
way of repair numbers which evidently in- 
dicate that it has been repaired five different 
times by a jeweler or jewelers who used 
the following numbers: 13294; 15184; 15641; 
17066, and 17136. Any jeweler who recog- 
nizes the repair marks as his or_can throw 
any light on the ownership of the watch 
should communicate at once with THE 
JeEweELers’ CircuLar or directly with Mr. 
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Miles, room 6740, Grand Central Terminal, 
New York city. 








Program Completed for Annual Convention 
of Vermont Retail Jewelers’ Association 


RuTLAND, Vt., May 21.—Arrangements 
are being made for an enthusiastic meeting 
of the Vermont Retail Jewelers’ Association 
on May 26 with good speakers, special en- 
tertainment and banquet. Important ques- . 
tions will be discussed. Never before has 
the concerted effort of organization been 
more necessary than now in the great work 
of the national and allied associations to bet- 
ter business conditions and only by com- 
bined efforts can jewelers hope to accom- 
plish results. 

The program for the convention is as 
follows: 

10.00 a.m. Registration. 


2.00 p.m. Business Session. 
Address, “The Silver Situation,” 
by M. H. E. Nock, Supt. of 
Towle Mfg. Co. 
Talk on “Diamond Mining,” by 
Mr. A. S. Flint of Waltham, 
Mass. 
Informal Talks and Conferences. 


6.15p.mM. Banquet at Community House. 
Music by Pythian Quartet. 
8.00Pr.m. Theatre Party at the Strand 


Theatre with special attraction. 

Every one affiliated with the trade is wel- 

come. If hotel accommodations are desired 

communicate at once with President George 

M. Hascall of Rutland, who will secure 

reservations for any one planning to attend 
the convention. ~ 





Rensor Co., New York, Files Schedules in 
Bankruptcy Showing Liabilities of 
$5,204 and Assets of $50 


Schedules in bankruptcy were filed in the 
United States District Court, New- York, 
on Monday, May 16, by Maurice H. Rosner 
and Jacob Weiss, doing business as the 
Rensor Co., retail jewelers, 1604 Broadway, 
Manhattan. Involuntary bankruptcy pro- 
ceedings were instituted against this concern 
on Feb. 4 last. 

According to the schedules the concern 
has liabilities amounting to $5,204.86 con- 
sisting of unsecured claims $3,621.91; notes 
and bills which ought to be paid by other 
parties $979.98 and accommodation paper 
$602.97. The assets only amount to $50 
and constitute property in reversion, re- 
mainder and trust. 

Among the largest unsecured creditors 
are Henry Wellen, $185; Les Lenere Peart 
Co., $58; Irving Schwartz & Co., $98; Star 
Jewelry Co., $77; H. T.. Arnold, $71; Mont- 
clair Jewelry Novelty Co., $81; L. E. Wa- 
terman, $187; L. D. Mfg. Corp., $283; 
Borrelli & Vitelli, $73; Robt. Ingersoll & 
Bro., $94; Scholam & Co., $166; J. R. 
Wood & Sons, $80; I. Schever & Co., $66; 
Emil S. Hirsch, $377; Lippman, Spier & 
Hahn, $92; Louis Sachs, $95; B. & B. 
Jewelry Case Co., $160; Fishel, Messler & 
Co., $80; William R. Lawson, $250, and 
W. J. Lindeman, $132. 








A petition in bankruptcy has been filed in 
the matter of Edwin E. Reeder, Columbus, 
O., and a receiver has been appointed. 
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“Satudoro” New York 


National Diamond Works (B. Oppenheimer), Ltd. 
Lewis & Marks (Diamond Branch), Ltd. 
20-23 Holborn, London, E. C. 1. 
Antwerp, Paris, Amsterdam, Bombay 


Diamond Market, Kimberly, South Africa 


Represented by 


M. A. ROZELAAR & ZONEN 
170 Broadway 
New York 


Cable Address Telephone 


Cortlandt 5354 
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——— WASTEPHEN VARNL Pras 
IMPORTERS 
OF 
PRECIOUS AND 
SEMI-PRECIOUS ESPOSITER 
STONES 
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ESPOSITER, VARNI CO. 


INCORPORATED 
15 Maiden Lane 
New York 


TELEPHONES 
CORTLAND 4253-4254 
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Annual Meeting of Colorado Retail Jewelers 








Members of State Association Hold Gathering at Denver—Many Important 
Topics Discussed—Officers for Ensuing Year Chosen 

















Denver, Colo. May 19.—The Colorado 
Retail Jewelers’ Association closed a two 
days’ session here Tuesday evening with a 
complimentary dinner and a theater party, 
both of which were attended by 50 jewelers 
from Denver and all parts of the State. 
The sessions marked the passing of the 
12th annualmeeting of the association, 
which was far and away the best ever held 
in the history of the organization. 

The opening session was given over 
largely to registration, reading of reports 
and appointment of committees. The com- 
mittee roster as announced by President 
W. E. Mount, of Pueblo, follows: 

Resoutions—F. P. Allen, Denver; E. R. 
Fisher, Pueblo; Homer C. Marshall, Long- 
mont. 

Avupitinc—Max Strassberg, Trinidad; W, 
H. Ogle, Colorado Springs; Fred Weiss; 
Greeley. 

NoMINATIONS-GRIEVANCES—-Mrs. Esther 
M. Rushmer, Pueblo; Charles Winnermark, 
Pueblo. 

Nomrnations—Fred Syman, Denver; A. 
J. Stark, Denver; W. C. Hansen, Denver. 

President Mount opened the convention 
with a short address that carried with it 
an inspiration that landed straight home 
along with an earnest plea for the team 
work during the next convention year 
which he not only anticipated but expected. 

He was followed by Fred Syman, 
former president of the association, a past 
master and pioneer in convention work. 
Mr. Syman is one of the kind that would 
stick to the last ditch, even if the member- 
ship dropped to two and he one of them. 
He welcomed those present in well chosen 
words, complimented the presiding officer 
for his untiring efforts and conscientious 
labors in behalf of the entire membership 
and again pledged himself for upbuilding 
and perpetuity of the organization founded 
12 years ago. 

Mrs. Esther M. Rushmer of Pueblo, ar- 
rived in Denver Sunday evening from an 
an extensive visit to several eastern cities 
and was on hand at the opening to welcome 
the arriving guests. Her report indicated 
that the association is in a very satisfactory 
condition, financially and otherwise. She 
found it necessary to leave for her home 
early in the afternoon, and turned her 
records over to her daughter’s husband. 
Fred A. Lindsley, another Pueblo “live 
wire’ who has succeeded Mrs. Rushmer as 
secretary-treasurer. 

The following message was received 
from President Everts of the American 
National Retail Jewelers’ Association: 


LETTER FROM PRESIDENT EVERTS 


To the Celorado Jewelers’ Convention: 

Some one has well said that hard times are 
never coming, it’s just the soft times going, and 
no jeweler should worry who realizes that his 
own place in his community is to serve, and 
that the jewelry business is tremendously vital 
to the efficiency and happiness of the world. 

Now is the time to really study the needs of 
your prospective customers in regard to your 
merchandise; show them what they need and 
how badly they need it through personal conver- 


sations, show windows and energetic and tactful 
salesmen. If you have any dead sales folk now 
is the time to ressurrect or bury them, for it is 
only the jeweler or salesman who can grin and 
fight for his rights that wili get the business 
that should be coming to him this year. 

Let none of us forget that we are not loyal 
citizens of our great country if we continue to 
allow folk to kiss their Saturday salary good- 
bye when they spend it all for rags and rations, 
when a part of their salary should be invested 
in the jeweler’s useful merchandise that lasts, 
gives happiness and remaining always valuable. 

I am confidently expecting that the jewelers 





W. C. HANSEN, VICE-PRESIDENT 


of Colorado will lead out for our $5 national 
dues. the earnest necessity for which was voted 
by our last national convention. I fear that no 
jeweler who counts his membership in the na- 
tional association of less value than $5 a year, 
will Se of any considerable help to their State 
or national association. 

“There will be no jeweler present at your con- 
vention who has not been saved hundreds of dol- 
lars every year through tax reduction and other 
matters through the meagre and inefficient $2 
which he sowed in dues to the national associa- 


tion. 

Let us get together in local jewelry clubs 
everywhere, no matter how small, and_ study 
with courage our business with its marked 


opportunities for pleasure and profit. 

I wish it were only possible that I could be 
with you and hold you each by the hand and 
wish you and yours a happy and contented 1921. 

Sincerely yours. 
Arthur A. Everts. 


The first number on the program Mon- 
day afternoon was an instructive and en- 
tertaining address delivered by Frank A. 
Carruthers, a Denver expert on advertis- 
ing. He strongly recommended local news- 
paper advertising for all jewelers, and told 
them he did not believe that newspaper ad- 
vertising would bring returns—he knew it. 
He gave many good suggestions in con- 
nection with pushing the “Gifts that Last” 
slogan. 

He was followed by W. C. Hansen, 
whose firm, Hansen & Hansen, started 
newspaper advertising a year ago as the 
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first Denver jeweler to feature the slogan. 
Mr. Hansen said: 


ADDRESS OF W. C. HANSEN 


I am not a speaker, and I would not presume 
to impose upon you of my own accord, but I 
was requested by our secretary to make a few 
remarks on our national slogan, “Gifts that last.” 
Just why I was chosen for that task is something 
I do not know, unless for the reason that, as 
near as I know, our firm is the only one in 
Denver which has up to this time used the slogan 
in its appropriate scroll in our advertising. I 
will try to give my views as clearly as I can, 
and hope they will prove at least interesting. 

We have gone through a period when business 
so to speak thrust itself upon us. From now on, 
we must be prepared to rustle, to reach out and 
pull business our way. 


The jewelry business is based upon trades which 
are as old and respected as most, and much older 
than those of the newer ones which so seriously 
threaten us to-day. This very fact, that the 
trades of a watchmaker, a goldsmith, a silver- 
smith, or that of the engraver, or the carver and 
polisher of precious stones, are as old as they are, 
prove to be one of our best assets. Through 
centuries the followers of these arts, (for arts 
they truly are) have come to be looked upon as 
among the most respected citizens in every com- 
munity. 


There is another heritage, also engendered 
through the centuries, and one which at this time 
does not benefit us in the least; it is this that 
our trade is looked upon as one of luxuries. How 
forcibly this idea is impressed upon the mind of 
the people we are all familiar with from our war 
experience. When the luxury tax was proposed, 
which business was mentioned first? The jewelry 
business! Which do you believe will be among 
the last to have this burden taken off its shoulders? 

Today we are recovering as a nation from the 
reckless spending of easily earned money. We 
have been urged from all quarters to be thrifty, 
to save, to do the things that are absolutely needed 
and no more. How will this propaganda effect a 
business which is so manifestly considered a lux- 
ury? I will leave the answer to you. 

The human mind is peculiarly susceptible to 
suggestion, and although we hear some individuals 
insist that nothing will induce them to make the 
purchase of an article unless they really want it 
and are ready for it, yet if their thoughts lead- 
ing up to the transaction of many a purchase 
were analyzed it would perhaps be found that they 
had been influenced quite materially by the gentle 
force of suggestion in some form. This power 
of suggestion is evidenced in the very idea that 
our business is one of luxuries more than that 
of the florist, the dealers in musical merchandise 
or candy, the furrier, the automobile dealer and 
so on. These are some of the newer lines of 
business I referred to before as threatening our 
business, and there are many others besides these. 
According to statistics there was through 1920 ex- 
pended in the United States for luxuries the sum 
of $22,700,000,000, out of which only $500,000,000, 
or about 2 per cent, passed over the jeweler’s 
counter. How is it possible that this is true? 
The power of suggestion as expressed through 
national advertising, properly linked with local 
newspaper advertising, is no doubt largely respon- 
sible. We read. in our daily and periodical publi- 
cations that this film star uses that brand of face 
powder and that the beautiful skin of somebody 
else is altogether due to the use of a certain soap. 
We are told that music has charms which are 
absolutely essential in making the modern home 
happy; we are told also that candy is food; that 
there is only one real way to reach the heart of 
your friend and that is to say. it with flowers. 
The furrier has induced the ladies to tse his 
wares in Summer, when everybody knows they 
would be more comfortable without them. 

Ladies and gentlemen—how many ads do we 
see calling attention to the jewelers’ merchandise 
in a persistent way throughout the year? At 
Christmas time, when everybody is bound to sell 
goods anyway, you will open your Sunday paper 
and see a number of ads, many of which are not 
of a nature that will convince the public of the 
dignity of our craft. How many jewelers have a 
certain percentage of their gross receipts appro- 
priated for advertising, to be used in a consistent 
manner? Yet there is no doubt that persistent 
newspaper advertising, carried on regularly through 
the year, brings splendid results. 

The topic of this address is supposed to be 
“Gifts that last.” Assuming we analyze this short 
pithy sentence, starting with the first word “Gifts.” 
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=— Stones Aplenty! 


IN season, or OUT of season! 
IN style, or OUT of style! 


PRECIOUS and IMITATION STONES 


In ANY Quantity, for ANY purpose,—for 20th century jewelry, or the styles 
of Grandmother’s day. 


ANY Size, Color or Shape 


Plus the NORDLINGER SERVICE,—what more can any Manufacturing 
Jeweler ask? 


H. NORDLINGER’S SONS, Inc. 


New York, 15 Maiden Lane 


Paris, 32 Rue Beaurepaire Gablonz, a/N., 16 Steingasse Providence, 63 Washington St. 























A & S$ ESP OSITER EX ag 2 RT We cut, polish, buy and sell all kinds of precious, 
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semi-precious stones and odd gems. Are always 


27 MAIDEN LANE . in the market for rough gem material, and have 
CORNER NASSAU STREET LAP] DARI ES a large lot of assorted stones for jobbing pur- 


poses always on hand. 








The BUYERS’ DIRECTORY 


The Jewelers’ Circular Pub. Co., 11 John Street, New York 
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Perhaps 65 per cent of the merchandise sold by 
jewelers is bought as gifts. There are many occa- 
sions when gifts are appropriate, but are not given 
in the jewelers’ goods. Instead, perhaps,, a box of 
candy is bought, or a book, or else the florist’s ad- 
vice to say it with flowers is heeded. Competing with 
our more costly goods are a thousand and one 
things in the stores of every kind and description. 
Every day brings occasions for somebody to buy 
a gift and we know quite well how perplexing a 
problem it oftentimes is for a customer to decide 
what to give.’ Let us again dwell upon the subject 
of suggestion. Beyond doubt the little word gifts 
will be found to carry an abundance of suggestive 
power to the mind of the person whose eye is 
arrested by it, and who has perhaps been busying 
himself in an endeavor at finding the right thing. 
The second half of our slogan conveys the idea of 
the very best argument we many times can employ 
in closing the sale of a really good article, that 
it will last. The Jeweler’s wares are not things 
of beauty for just today, to be wilted, dead and 
discarded tomorrow. There is not a thing that 
can compare with them in expressing the senti- 
ments of love, friendship, or esteem in a truly 
lasting manner. We in the retail jewelry business 
know these things, because we witness every day 
the selecting of our merchandise to be used as 
gifts for the newborn babe, for the aged couple 
on their golden wedding day, and for every 
occasion through the span of human life. We 
assist in these transactions and know with what 
care they are planned, and we learn that the chief 
concern of most buyers is that the article pur- 
chased will last. 

Now then, how can we, after carefully thinking 
the thing over, conceive of a slogan better suited 
to our business than these few short words, 
“Gifts that Last.’”’ The thing that remains for us 
to do is to get behind it for all we are worth 
and boost it. We must do this in two ways. We 
must subscribe to the fund of the National 
Jewelers’ Publicity Association, and we must de- 
cide to use the slogan in our local newspaper 
work. Consistent advertising is a thing which 
brings results in the long run; perhaps not in a 
way that can be proved directly except in com- 
paratively few instances, but by comparing and 
carefully watching, the results will be in evidence. 
We have run a small ad regularly every Sunday 
for over one year, and we know it has brought 
results. 


Let us just once more return to he subject of 


suggestion. Mothers’ day is an innovation of 
comparatively recent date. I believe about four 
years old. I spoke with a friend a week ago 


who is a florist and asked him how he came out 
on business for mothers’ day. He told me there 
was not a flower of any kind to be had in the 
middle of the afternoon on Saturday, the day 
before Mothers’ day; everything was sold out. Do 
you doubt that the power of suggestion played a 
strong part here? It is absolutely possible for us 
to play this new holiday also to good advantage, 
but we must do it collectively. We must get 
together and push the idea that the sentiment of 
Mothers’ day can be expressed in the very best 
way through gifts that last. I believe that every 
locality with several jewelers, or in cities like 
Pueblo, Colorado Springs, or Denver, each of which 
have many jewelers, there should be local clubs, 
or associations, each with a treasury out of which 
a regular advertising campaign should be paid for. 
It is not necessary to sign these ads with the 
individual names of those subscribing to the fund 
if it is deemed most advisable not to do so. The 
essential thing is that the slogan “gifts that last’’ 
be especially featured in all ads, and that they be 
made to link up with the ads of the National 
Jewelers’ Publicity Association, as they appear in 
the various National periodicals. It is not needed 
to employ special talent; the headquarters in Chi- 
cago will gladly furnish all the material, both cuts 
and copy, to anybody at all times. If there is 
but one jeweler in a locality, and he has the oppor- 
tunity to use a local publication he should avail 
himself of that opportunity. Cuts, borders and 
copy can be had to fit any size space. The list 
of national publications which carry this advertis- 
ing is a large one, and a number of them is 
certain to reach any locality and be read by peo- 
ple who will gradually have the slogan imprinted 
upon their minds, and in that way be made more 
Teceptive to the advertising of a local nature. 

Let us make a start now, and if some of us 
here have not done so, subscribe at this time to 
the fund of the National Jewelers’ Publicity Asso- 
cations. Your secretary has blanks and will be 
glad to take your subscriptions. You are asked 
to subscribe for a period of three years, I believe. 

et us also, before this convention closes, ar- 


THE JEWELERS’ 


range for local clubs to carry on this valuable 
activity. 

Max Strassberg gave several valuable 
pointers in his address on “Salesmanship,” 
confined mainly to the right and wrong way 
to present a jeweler’s wares to his cus- 
tomer. He used a string of pearls in a 
plush box, the better to convey his ideas, 
and what he said surely started something. 
The balance of the afternoon was devoted 
to a discussion of selling points in pearl 
selling. The occasion was often referred 
to the next day as “the pearl session.” But 
the discussion was very beneficial to many 
of those present. 

The members were instructed on tax 
matters Tuesday morning by Harry Mc- 
Cauley, internal revenue collector for the 
Denver district, who told of the work of 
his office and his deputies and the methods 
employed. Simple tax records will be de- 





FRED. SYMAN, FORMER PRESIDENT 


manded from jewelers and all other mer- 
chants in the future, he informed them. 
This is necessary, according to his’ state- 
ment, for checking purposes. He recom- 
mended a small day book for the record, 
ruled to show the article sold, the selling 
price and the amount of tax collected on 
the sale. 

An interesting address by E. A. Warner 
of Kansas City, was delivered on the sub- 
ject of advertising, and screen pictures of 
the diamond mines were shown, which 
were highly instructive to his audience and 
also highly appreciated. 

The official program for the convention 
carried a tribute to the memory of the late 
Col. John L. Shepherd, a single page carry- 
ing the picture and underneath it the lofty, 
inspiring and hopeful sentiment expressed 
by A. L. Frink’s poem, “The Rose _ Still 
Grows Beyond the Wall.” 

The closing hours of the convention were 
devoted to a discussion of forming clubs in 
the various cities and towns of the State 
wherever there is a sufficient number of 
jewelers to make such action advisable. The 
idea was mentioned early in the convention 
and met with hearty endorsement. It was 
decided upon the appointment of several 
deputy vice-presidents to be appointed by 
the president, each deputy to have charge 
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of a district embracing certain towns, to 
whom the executive officers may refer as- 
sociation matters that arise from time to 
time. These local clubs will hold meetings 
monthly or as often as they deem neces- 
sary, working for their mutual benefit, 
pushing the “Gifts that Last” slogan and 
co-operating in the association work. W. 
C. Hansen has pledged the first local club 
and has called a meeting. 

Officers for the ensuing year were chosen 
as follows: President, W. E. Mount, 
Pueblo (re-elected) ; vice-president, W. C. 
Hansen, Denver; secretary-treasurer, Fred 
A. Dinsley, Pueblo. 

The following sentiments of the associa- 
tion were discussed and adopted. 


These are the sentiments of the Colorado re- 
tail jewelers, in convention assembled at the Savoy 
Hotel, Denver, Colo., May 16 and 17, 1921. 

* * * 


We strongly protest against the present luxury 
tax as aimed at the jewelry trade; it is unjust 
and unfair that part of the business of the country 
be handicapped, long after the actual hostilities 
of the war are ended. We feel that the cost 
cf the war should be shared by every line of 
business activity alike. We endorse the proposed 
turnover tax, as advocated by the Business Men’s 
National Tax Committee, as a solution of the 
tax problem fair to everybody alike. 

* ia * 


The present size of ladies’ watches would 
naturally suggest the idea that guarantees on re- 
pair work on those watches be limited. The long 
time guarantee on jewelers’ merchandise is com- 
ing to be a thing of the past with every thinking 
merchant; we strongly urge that everybody give 
this serious consideration. 

* * * 

We sincerely endorse the wholesale jewelers: and 
jobbers who consistently refrain from selling direct 
to the consumer. 

* * a 

We endorse with enthusiasm our slogan “Gifts 
that last,” and recommend that we individually 
support the National Jewelers’ Publicity Associa- 
tion by subscribing to its fund. 

+ * -s 

We endorse the work of the Jewelers’ Vigilance 
Committee, as well as that of the Research 
Bureau of the National Retail Jewelers’ Associa- 
tion. The benefits derived from their efforts are 
cf great value to the jewelry trade in every branch. 

* * * 


We endorse the idea of increasing the local 
dues, as recommended by our national officers, 
from $5 as at present to $10 per annum, beginning 
with the year 1922. 

* * * 

We urge that local clubs be formed to take up 
all matters of local interest to the jewelry trade 
and especially for the purpose of advertising the 
jeweler and his business to a greater extent than 
has been done in the past; particularly in further- 
ing the slogan—‘“Gifts that last.” 

_ * - 

We sincerely appreciate the assistance of the 
C. A. Kiger Co., of Kansas City, who so gener- 
ously sent their representative, C. A. Warner. The 
illustrated address delivered by him on the diamond 
industry was very instructive. 

* * * 


The work of the Edward Lehman Jewelry Co., 
of Denver, who so persistently advised the Colo- 
rado jewelers of our convention dates and urged 
their presence, cannot be too strongly commended. 

os * * 


We do not approve of the action of any clock 
manufacturing concern which does not properly co- 
operate with the retail jeweler in supplying him 
with the goods he needs, but in preference fur- 
nishes the drug store, hardware store, etc., with 
an article which was originally put on the market 
as “the jewelers’ alarm,” and which no doubt 
has been made the present success by the backing 
of the jeweler. 

* * — 

At this time we especially wish to express our 
heartfelt sympathy with our past president, Fred 
Syman, who through the death of his wife has 
suffered an inestimable loss. 

* * * 

We also miss the well-known face of our good 
old friend Colcnel Shepherd, and express to his 
near ones cur sincere sympathy. 
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Syuamarines 


It is impossible to cut an Aquamarine thin and 
retain its BRILLIANCY. 

Lacking BRILLIANCY an Aquamarine has 
absolutely no merit. 

Hence, an Aquamarine cut too thin is prac- 
tically unsalable, and therefore expensive at any 
price. 


American Gem & Pearl Company 
6 West 48th Street, NEW YORK 


LONDON PARIS 
26 Holborn Viaduct 44 Rue Lafayette 





FROM MINES TO MARKET 




















REWARD 


NOTICE IS HEREBY GIVEN that the undersigned will pay a 
reward: of $4,000.00 (four thousand dollars), for information fur- 
nished to the undersigned, leading to the arrest and conviction of 
any person or persons for smuggling into the UNITED STATES 
OF AMERICA, without payment of duty thereon, Pearls, Dia- 
monds, or other precious stones, amounting to not less than $40,- 
000.00 (forty-thousand dollars) in value. This offer holds good 
until May 1, 1922. 


American Jewelers Protective Association 
R. G. MONROE, President 


452 Fifth Ave., New York City. 


ENU UNQUESTIONABLY — the 
finest scientifically produced 
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Lucian M. Zell | 


Cutter of Gems 
From the Rough 


EMERALDS 
SAPPHIRES 
AQUAMARINES 
STAR STONES 
BLACK OPALS, ETC. 


522 Fifth Avenue 


New York City 
Telephone 5481! Murray Hill 
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The Buyers’ 
Directory 


Price, $1.00 


The Jewelers’ Circular 
Publishing Company 
11 John Street New York 











> > ee @ 2 esos Bsssssesezes 










Fine 
Opal Necklaces 


Exceptional Quality 
F. W. HOWELL 


Pearls and Precious Stones 
3 Maiden Lane, New York City 























Attention—Manufacturers 


Onyx Ring Stones 
Furnished For Any Size 
Diamond 
ONYX AND AMBER BEADS 
THE DOUBRAVA CO. 
61 Maiden Lane New York 
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DEATH OF J. H. CROSBY 





A Few Events in the Career of This Widely 
Known Jacksonville, Fla., Jeweler, Who 
Passed Away After Lingering Illness 
JACKSONVILLE, Fla., May 18.—Few deaths 
among the merchants of Jacksonville have 
ever caused as much general regret to the 
citizens and business men of this city as did 
that of Joseph Haydn Crosby, president 
of the Greenleaf & Crosby Co. The de- 
ceased was known throughout Dieskie ann 
only as a jeweler of the first rank but as 
a public spirited citizen who had done much 
for his city and state. Mr. Crosby had been 
i] for about 16 months so that his passing 
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was not unexpected, but, nevertheless, the 
news that he had died proved a _ severe 
shock to a host of friends in all walks of 
life. 

Though a Northerner by birth Mr. Cros- 
by was a whole-souled citizen of Florida by 
adoption having lived in this state since 
1873. He had come South as a result of 
impaired health which the Florida climate 
restored and he had lived here ever since. 

Very soon after arriving in Jacksonville, 
48 years. ago, Mr. Crosby secured employ- 
ment with Damon Greenleaf as a watch re- 
pairer, retaining this position until 1880, 
when in recognition of his abilty and faith- 
ful service he was given an interest in the 
business and the active management, and 
the firm name changed to Greenleaf & 
Crosby. 

Not long after this, for the purpose of 
meeting the needs of a rapidly developing 
business for merchandise of high quality as 
well as exclusive character, Mr. Crosby de- 
cided upon visiting the European markets 
in quest of artistic European novelties suited 
to the needs of the many thousands of 
wealthy winter visitors frequenting Florida 
each year. The results secured were more 
than anticipated and the annual trips con- 
tinued up to the outbreak of the world 
war. 

In 1887 the famous Ponce de Leon Hotel 
at St. Augustine, built by Florida’s greatest 
benefactor, the late Henry M. Flagler, was 
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opened, and St. Augustine became Ameri- 
ca’s most fashionable Winter resort. Mr. 
Crosby in anticipation of this had secured 
for business purposes the most desirable lo- 
cation among the several shops on the AI- 
cazar Court. Five years later, upon the 
completion of the Royal Poinciana Hotel at 
Palm Beach, Mr. Flagler sent word to Mr. 
Crosby that he was providing a shop there 
for Greenleaf & Crosby, stating that it 
would be ready for occupancy at a certain 
time and indicating very graciously that he 
considered a shop such as Mr. Crosby would 
establish not only an attraction but a benefit 
to the hotel property. From this beginning 
the firm gradually availed itself of the op- 
portunities offered for additional Winter 
shops, located in the Breakers Hotel at 
Palm Beach and also the Royal Palm at 
Miami. 

In addition to these Winter establish- 
ments it was deemed advantageous to open 
a Summer place, by means of which to still 
further develop the business, and also to 
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JEWELERS PLAY GOLF 





Members and Guests of New York Jewelers’ 
Golf Association Enjoy a Day on the 
Course at Great Neck, L. I. 


The fifth tournament of the New York 
Jewelers’ Golf Association was held on the 
links of the Sound View Golf Club, Great 
Neck, L. I., Monday and proved to be one 
of the most interesting and enjoyable held 
by this association. A total of 78 players 
participated and some excellent scores were 
made. A lunchean was enjoyed about 1.30 
Pp. M. and at 8 Pp. M. a dinner was served 
at the club. 

Some of the players made the trip to the 
golf course by automobiles while others 
went by train. The playing started upon 
the arrival of the jewelers and the course 
was used all day, some of the contestants 
playing through a rain storm. 

The winners and the prizes awarded are 
in the following table: 








PRIZE WINNER. 

Guest prize, 36 holes, low gro88.....cccccecccece DN CUE iss ov ciel icewseues J. G. Anderson. 
Guest prize, 36 holes, runner-up to low gross.....Dozen golf balls.................. J. G. Moffatt. 
Guest prize, 36 holes, third low gross............ EMME GROUND WHEE o.5cs ns Gone inate Mr. Lutrill. 
Guest prize, 36 holes, fourth low gross........... CEE hoy Hira d's bork vs otiare tani d tA dGRM Mr. Knight. 
Low gross, 36 holes, all classes.............0.0 WOCEOG WHOM: oi00 se cc verte es stioder Harry Cox. 
Low gross, 36 holes, runner-up, all classes....... Silver belt buckle................. A. Morrell. 
Low net, 36 holes, all classes—name on cup...... WEEN “WON 655. o.600:6.¥ca.n- ban <ariee Donald Steele. 
Low net, 36 holes, runner-up, all classes......... Ivory cigarette holder............ Walter Scheer. 
Best selected, 18 holes out of 36............-05- SUEWED. TOME OUID 8.5.55. ode -as calceard case ale Ls 
Eowrcsinty S06 tiles CANO 05s 6.0< ciecetecies ee ses A eee pane Rees E. B. Donaldson, 
Ew Tet, 26 OO CIGOE BB oo ann 65 050 sineascineoes ES Re ay poe cee bey E. H. Muhfield. 
Low net, 36 holes, Class C.........-.sseeeeeees og SE ere re Irving Royce. 
Low tet, 16 ROles, CtO As 6 nese ts cestssievaesc | ee eer eee Frank Sloan. 
Pe Men Le OR: nn cerrr re PHMEIII foid.c ord waned caclaees G. R. Whitehead. 
TeOWtinly 1G Tee CINOBIG 6 5:6 0 wiv icin cuitecrneeewe EVOMGINE CLORE 6 oc odi devises ccers Ckas. Coryell. 

met, 10 H6ms, Cet Ak. osc e ec idiecenseed Gold and leather cigarette case....C. A. Miller. 
Low net; 18 eles; Clase Bice cc doc cicsecccvecwcien De ae | a ae Chas. B. Evans. 
Leow met, 16 Boles, Cree Cocoa. 05 es cence aN new ssid RR ae Harry Clark. . 
Baw 6b; 16) ROG Cee Bess cc estes eo deaeecvese EPOSOM BOM: Dallgs. «oe ocigeie oaks ce J. Meurer. 
ESW eG 15 NOG CAO Bie ca picdcins cisecarveness COMESGWAE: 6.6'6'6.0 6.00 cconseromieeed H. McMahon. 
Tee: Gt, ES TOC ee ane Ko xcs deine se 44 oc orsis cs GE MEER ns Cn Sunnie ale saa W. O. Laurino. 





Booby prize, 36 holes, Class A—highest score....... 
Booby prize, 36 holes, Class B—highest score....... 
Booby prize, 36 holes, Class C—highest score....... 


Rane eee Bain Bae Ts oper eres. Meyer. 


ain. 


M. Sp 
ejer'e: Biecocbedte areas acta Pal bel cans ateiaaeeieme W. P. McTeigue. 








keep the name of Greenleaf & Crosby before 
the American tourists. The place chosen 
was The Homestead at the famous Virginia 
Hot Springs. This shop has been in opera- 
tion since 1903. 


Upon the death of the senior partner, , 


Damon Greenleaf, in 1895, Mr. Crosby re- 
organized and incorporated the concern 
under the name of the Greenleaf & Crosby 
Co., of which he has continuously been its 
esteemed president. 

Mr. Crosby was deservedly among the 
most beloved and highly respected citizens 
of Florida and as president of the Green- 
leaf & Crosby Co., he firmly established its 
reputation not only for honorable business 
principles, but also the name became na- 
tionally classed among the leading jewelers 
of this country. 

The deceased is survived by a widow and 
one son, Haydn W. Crosby and a brother, 
Albert S. Crosby of St. Albans Bay, Ver- 
mont. 





Extensive improvements have been 
made at the jewelry store of J. C. Mc- 
Kelvey, 3298 Belmont St., Bellaire, O. 
An entire new front has been installed, 
the side wall being taken out to permit 
a side window, while the entrance has 
been remodeled and enlarged. New dis- 
play fixtures have been placed in each 
window, and changes have been made 
in the interior. 


At the dinner following the tournament 
a vaudeville show was given. Members of 
the club also helped in the evening’s en- 
tertainment, including Ray Yard of Mar- 
cus & Co., and F. J. Skinner of Fredk- Keim. 

The club expects to hold at least two 
more tournements this season. 








Some of the accounts emanating from the 
alluvial diggings of South Africa of half- 
starved white diggers being glad to sell 
stones for bread are now being corrected 
by the statements of these “poor white 
men” themselves. A lot of these diggers, 
a returned traveler says, are admitting that 
the whole thing is a really highly organized 
business. Most of the diggers have their 
own farms back home and as soon as they 
find a valuable diamond they return home, 
invest it in stock and make their way back 
to the diggings with no more than they 
started with the first time. They repeat 
the process over and over again. No mat- 
ter what the temptation they cannot draw 
on this capital which is safely grazing back 
on the farm and if, as has happened, they 
have not been immediately lucky the second 
or third time and have appeared in a rather 
poverty-stricken guise, the conclusion is 
that they are starving and without a cent. 
A lot of the diggers, the returned traveler 
says, are doing extremely well and have 
well-stocked farms to show for their ac- 
tivities. 
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STERLING SILVER TABLEWARE 


REG. U.S. PAT. OFF. 


HERE is much profit in featuring gifts for little folks, for there is always a demand 

for unique and attractive things for the kiddies. With LirrLe MEN anp LITTLE 
WomEN silverware in your stock you have the finest line of little folks’ gifts on the market 
to offer the people of your community. 

LitrLE MEN AND LITTLE WoMEN silverware includes a host of charming articles, 
ranging in cost so that you can retail them at prices from $2.00 to $40.00, with many items 
at popular prices. There are Napkin Markers, Napkin Rings, Rattles, Teething Rings, 
Cups, Plates, Bowls, Porringers, Spoons, Forks, etc., sold separately or boxed in dainty 
gift cases. 

We will be pleased to send you a carefully selected assortment for $25 or $50. It will 
increase your sales immediately and develop a very important and profit department for 


vour store. 


ROGERS. LUNT & & BOWLEN Co. 
SILVERSMITHS -- GREENFIELD - MASS. 
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Jewelers Appear Before Senate Committee 








Meyer D. Rothschild, Heading Delegations from Many Jewelry Organizations 
Makes Powerful Plea for Elimination of the Jewelry Tax and Other Spe- 
cial Taxes on Industry—Finance Committee Given Strong 
Reasons to Enact a Turnover or Sales Tax 

















WasuinctTon, D. C., May 21.—This has 
been jewelers’ day in Washington, not only 
by reason of the horological conference 
which was in session yesterday and today, 
but particularly by reason of the visit to 
this city of a delegation representing the 
entire jewelry trade which appeared before 
the Senate Finance Committee at a hearing 
on the tax question. 

This hearing was one of the most interest- 
ing that the Finance Committee has yet 
held and one of the’ most productive as far 
as the ability of the committeemen to elicit 
information of value to them in formulat- 
ing the schedules of a new revenue bill. 
In fact, the committee, a majority of whom 
sat at this hearing, was surprised and as- 
tounded at the vast amount of information, 
particularly in regard to the sales tax that 
Mr. Rothschild, head of the delegation, 
possessed; and, unlike many of the previ- 
ous hearings, where the businessmen have 
been almost “heckled” to get at the facts 
wanted, the Senate Committee sat before 
Mr. Rothschild almost as so many students 
receiving information from a_ professor. 
The questions they asked on the various 
subjects in which information was needed 
were answered fully and quickly and the 
consideration given by all the members to 
Mr. Rothschild and his associates in the 
argument presented was unusual in hear- 
ings of this kind. 

The jewelry trade committee who at- 
tended this hearing and accompanied Mr. 
Rothschild, consisted of Harry Larter, 
chairman of the Jewelers’ Vigilance Com- 
mittee, Lee Reichman, vice-chairman and 
A. L. Prown the treasurer of that organ- 
ization, Edward H. Hufnagel, vice-presi- 
dent of the American National Retail 
Jewelers’ Association, F. P. D. Jennings, 
president of the New York State Retail 
Jewelers’ Association, Arthur  Lorsch, 
president of the National Jewelers Board 
of Trade, Mr. Follmer, of the Retail Jewel- 
ers’ Association of Greater New York. 

The committee arrived here late Thursday 
and made their headquarters at the 
Capital Park Hotel, where a session was 
held at 9 o’clock in the evening and the mat- 
ters to be taken up with the Senate Commit- 
tee were gone over and discussed. Promptly 
this morning, the committee came to the 
Capitol and at 10.30 went before the Senate 
Committee and was given the first session 
before that body. Mr. Rothschild, who 
acted as spokesman, was already known to 
most of the members through his work on 
the Revenue Tax during the war, and 
many of them knew that he had just re- 
covered from an operation but had come 
down as chairman of the Jewelers’ War 
Revenue Tax Committee to plead for the 
elimination of the special jewelry taxes and 
in fact all other special taxes on industry 
now in the revenue law as well as to give 
the committee information on the proposed 
“turnover” or sales tax, as an expert on 


that subject and head of the Business 
Men’s National Tax Committee. 

Mr. Rothschild briefly explained to the 
senators the injustice of the special tax on 
industries in the law and showed how the 
jewelers had patriotically accepted this 
condition during war times and made no 
objection while such taxes were necessary 
in the time of great stress. He explained 
further that not only had the jewelers 
helped frame a proper tax but they had 





M. D. ROTHSCHILD, CHAIRMAN JEWELERS’ WAR 
REVENUE TAX COMMITTEE 


showed the Revenue Department how to 
get the maximum of taxation from the 
jewelry trade. He showed how the jewel- 
ers had taken advantage of no technicali- 
ties of the law but had suggested and ac- 
quiesced in the rulings that would stop all 
leaks and loop holes so that the Government 
could get all that was coming to it. The 
jewelers had lived up to the tax law in 
letter and spirit in time of war but felt 
now that they were entitled to relief from 
this burden in time of peace. 

If necessary to produce revenue to meet 
the deficiency caused by wiping out these 
special taxes, he urged an equal tax of all 
industry in the way of a “turnover” or sales 
tax of 1 per cent on all forms of business. 
On the basis of the volume of business 
done in 1917, as indicated by reports to the 
Treasury Department, Mr. Rothschild esti- 
mated that a turnover sales tax of one per 
cent would net the government $2,233,000,- 
000 annually, exclusive of those smaller 
firms which did a business greater than 
the $6,000 exemption proposed in the 
Smoot bill, but which did not report to the 
income tax bureau for 1917. He urged 
the sales tax “as the most widespread and 
easiest of collection.” 
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Mr. Rothschild went into the tax ques- 
tion very thoroughly and gave the com- 
mittee many facts and figures to support 
his contentions. Many questions were 
asked by the committee of Mr. Rothschild 
on the details of the sales tax in the way 
in which they worked out in Canada, etc., 
all of which he answered fully and satis- 
factorily. At his request, the committee 
agreed to make as part of the record of 
the hearing, the information contained in 
the “Primer” of the sales tax published by 
the Business Men’s National Tax Com- 
mittee and circulated in the jewelry trade 
by the Jewelers’ Vigilance Committee, and 
this primer will appear as part of the 
record. 

Mr. Rothschild then left with the com- 
mittee a brief or statement of the main 
contentions for the elimination of the 
jewelry and other special taxes from any 
new revenue bill that may be drawn. This 
statement, which was presented on behalf of 
the jewelry trade, read as follows: 


Statement Presented to Senate Committee on 
Behalf of the Jewelry Industry 


“The Revenue Act of 1917 provided, in 
Section 600, for a tax of 3 per cent, ‘upon 
any article commonly or commercially 
known as jewelry, whether real or imitation, 
sold by manufacturer, producer, or importer 
thereof.’ 

“When the Treasury Department at- 
tempted to frame regulations for the admin- 
istration of this section, it was discovered 
that some of the most important articles 
sold by jewelers could not be taxed under 
Section 600 as framed, because they were 
not ‘jewelry’ under the legal definitions 
given to articles ‘commonly or commercially 
known as jewelry.’ 

“This applied to all unset diamonds and 
other precious stones, so-called ‘semi- 
precious stones, all unset or unstrung pearls, 
and applied also to all imitations of pre- 
cious stones and pearls as long as they were 
not set or strung. Settings or mountings 
made of precious metals or imitations there- 
of, which required the addition of material, 
stones or other parts to become complete 
articles of jewelry were likewise excluded 
from the operation of the tax. 

“This state of facts threatened to deprive 
the Government of a large part of the reve- 
nue which Section 600 was expected to yield. 
The jewelers, however, actuated by patriot- 
ism and keenly alive to the Government’s 
urgent need of funds to prosecute the war, 
held meetings of representative dealers in 
pearls and precious stones and unanimously 
authorized their War Revenue Tax Com- 
mittee to say to the Commissioner of Inter- 
nal Revenue that they were ready and will- 
ing to accept a Treasury Ruling which would 
make the sale of unset precious stones, 
pearls and jewelry settings without gems 
subject to the 3 per cent tax when sold to a 
customer for personal use. 

“Such a Treasury Decision (No. 2573) 
was issued under date of November 1, 1917. 
While this ruling was clearly against the 
law and therefore could not have been en- 
forced against any protest, and although the 
more important retail jewelers were fully 
aware that they were voluntarily paying 
hundreds of thousands of dollars to the 
Treasury, it is to the credit of American 
jewelers that this Treasury Decision was 
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W.W.W. RINGS 


Are Ideal Graduation Gifts 


Do not neglect suggesting W.W.W. 
RINGS to the parents and friends of 


the graduates of your community. 
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When you sell a W.W.W. RING, you 


not only sell an article that gives ever- 
lasting pleasure but one that gives 
everlasting satisfaction. 


Appropriate graduation cuts are yours 
for the asking. 


WHITE, WILE & WARNER 


<Makers of nationally advertised rings in which the stones do stay 
BUFFALO, N-Y, 
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never questioned or opposed through legal 
proceedings. : 

“When the Revenue Act of 1918 was being 
framed, the jewelers co-operated with the 
Committee on Ways and Means of the House 
of Representatives to secure a maximum tax 
from their industry. The suggestions made 
by the Jewelers’ Committee were so thor- 
ough-going as to cover in Section 905 prac- 
tically everything a jeweler sells. 

“During the World War the jewelers paid 
these discriminatory taxes without whining 
and without evasion because they knew—in 
fact, they were assured—that the discrimi- 
nation would cease with the return of 
peace, when these unequal taxes would be 
speedily repealed. This assurance was con- 
firmed by the message of the President to 
Congress on May 20, 1919, in which he said: 


“‘Many of the minor taxes provided 
for in the revenue legislation of 1917 and 
1918, though no doubt made necessary 
by the pressing necessities of the war 
time, can hardly find sufficient justifica- 
tion under the easier circumstances of 
peace. Among these, I hope you will 
agree, are the excises upon various man- 
ufacures and the taxes upon retail sales.’ 


“Now that the war is over, the need for 
revenue, while pressing, can be and should 
be provided for along lines which conform 
to the essentials of true Americanism. In 
time of peace there should be equal taxa- 
tion. ‘In the present revision of the Rev- 
enue Laws one of the most important points 
for Congress to consider is that of equal- 
ity of taxation. In time of peace all indus- 
tries are essential to the prosperity of the 
country, are entitled to equal opportunity, 
and should therefore be equally taxed. * 

“A score of industries were selected, hap- 
hazard, for special heavy taxation during the 
war. The reason given was that these in- 
dustries produced luxuries or articles which 
were not essential to the prosecution of the 
war. With the advent of peace, however, 
the situation was instantly reversed; the in- 
dustries which had been essential to the 


prosecution of the war immediately became 


non-essential, and the industries which had 
been non-essential to the prosecution of the 
war immediately became vitally essential to 
the prosperity of the country. They ab- 
sorbed the labor which was dismissed from 
munitions factories and shipyards and they 
offered employment to released soldiers. 
They manufactured the goods which our 
people felt free to buy with the return of 
peace. 

“Any attempt to fasten these special war 
excises upon a few industries during peace 
times is bound to be the source of deep re- 
sentment on the part of hundreds of thou- 
sands of dealers, employing millions of wage 
earners, who are unwilling to be compelied 
to pay special excises in addition to all the 
taxes which other business men are called 
upon to pay. 

“This objection rests upon a foundation 
as solid as that of the American Colonists 
when they rebelled against taxation without 
representation. The jewelers and others 
who demand the repeal of special war ex- 
cises in peace time, have the righteous 
American plea of ‘EQUAL TAXATION FOR ALL 
BUSINESS.’ 

“We hope and trust that the Congress will 
promptly repeal all these unequal taxes, as 
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we Shall never feel that we are justly treated 
or that American traditions of equality of 
opportunity are being upheld until this is 
done. 

“It seems to be a foregone conclusion that 
the excess profits taxes will be repealed and 
that the higher surtaxes on personal in- 
comes will be reduced. These changes in 
the law, with the repeal of the war excises, 
may make it necessary to seek a new source 
of revenue, and, if this is the case, we rec- 
ommend for your careful consideration a 
small general sales or turnover tax, not to 
exceed one per cent. We believe this to be 
the fairest, most equitable, widely spread 
and easily administered tax which can be 
levied upon business. We believe also that 
it should be the sole tax on business. 

“This form of tax has been carefully in- 
vestigated by our industry and unanimously 
endorsed. We believe it will produce 
enough revenue to fully replace that lost 
through repeal of the excess profits taxes, 
the higher surtaxes on personal incomes, all 
the war excises, and all profits taxes. We 
are sure that it will greatly lighten the load 
under which the consumer is now staggering. 
We believe that it should be the only tax 
which business should be asked to pay, and, 
as we have already intimated, it will be 
American in principle, bearing equally on all 
business alike, eliminating Government in- 
terference with business and putting more 
business in Government. Graduated person- 
al income taxes, a general turnover tax, in- 
heritance taxes and duties on imports should 
serve to furnish enough revenue for the 
needs of our Government, even in this per- 
iod of huge expenditures. 

“Respectfully submitted, 
Meyer D. RotuscuiLp, Chairman, 
Jewelers’ War Revenue Tax Com. 
Harry C. Larter, Chairman, 
Jewelers’ Vigilance Committee. 
A. L. Brown, Treasurer, 
Jewelers’ Vigilance Committee. 
WALTER J. BUFFINGTON, 
Jewelers’ War Revenue Tax Com. 
Aucust A. FoLiMe_r, 
Retail Jewelers’ Association of 
Greater New York. 
Jonas Kocu, 
National Wholesale Jewelers’ Assn. 
ArTHUR LorscH, President, 
National Jewelers Board of Trade. 
Lee REICHMANN, Treasurer, 
Jewelers’ War Revenue Tax Com. 
and Pres. Jewelers’ 24-Karat 
Club of New York. 
Epwarp H. Hurnacet, Vice-Pres., 
Amer. Nat’! Retail Jewelers’ Assn. 
Frepertc P. D. JENNINGS, President, 
N. Y. State Retail Jewelers’ Assn.” 





On his return to New York, Saturday, 
Harry C. Larter, chairman of the Jewelers’ 
Vigilance Committee, expressed himself in 
enthusiastic terms over the reception given 
to the jewelers by the senators. 

“The hearing,” said Mr. Larter, “was 
most satisfactory in every way and I wish 
every jeweler of the country could have 
been present to see the way the representa- 
tives of the industry were treated and the 
wonderful reception and extreme considera- 
tion extended to Mr. Rothschild by the sen- 
ators, as well as those who accompanied 
him. Briefly I may say that nothing was 
left undone to complete the cause of the 
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jeweler and to make it clear to this dis- 
tinguished committee that the jewelry trade 
asks nothing but simple justice, that we in 
war times acquiesced to a condition of tax- 
ation which we did not feel was just but at 
the same time we thought was necessary for 
the benefit of the Government; that we went 
further than this and worked with the De- 
partment of Internal Revenue so that no 
loophole of the law could be used to keep 
the jeweler from doing his whole share. 1n 
fact, we showed the Revenue Department 
how the greatest amount could be collected. 
Now that the war is over, we feel condi- 
tions are entirely different and that the 
jeweler and the merchant of every other 
industry that has been singled out for spe- 
cial taxation should be relieved of this 
burden. 

“T might say in passing that the various 
members of thé Finance Committee and 
particularly the larger number who belonged 
to the majority party in Congress, seemed 
to be favorably impressed by the statements 
made by Mr. Rothschild. They listened 
attentively to all he said; they did not at- 
temple to heckle him in any way nor to 
dispute either his facts or his logic. They 
appeared to acquiesce in most of the state- 
ments he made and in fact offered him 
every consideration. 

“I consider it was a notable achievement 
of our chairman in having the Senate Com- 
mittee agree to include in the printed rec- 
ord, the complete text of the ‘Sales Tax 
Primer’ which was recently put out by the 
Business Men’s National Tax Committee, 
of which he is also chairman and which 
has been issued to the jewelry trade by the 
Jewelers’ Vigilance Committee. 

“I can go further and say that most of 
the members of the committee seemed to 
be unusually interested in the statistics Mr. 
Rothschild offered in reference to the action 
of the Canadian Government and the ex- 
perience of their department with the sales 
tax. 

“The jewelers’ committee, as a whole, 
left the hearing with a feeling that while 
there is no positive assurance that the pres- 
ent excise taxes will be eliminated, as far 
as the members of the Senate Finance Com- 
mittee is concerned or at least a majority 
of those who were present at the hearing, 
they understand our position thoroughly and 
are generally in accord with our ideas.” 








Gold Bars Withdrawn and Ex- 
changed at New York 


‘Week Ended May 21, 1921. 
The U. S. Assay Office reports: 
Gold bars exchanged for gold coins.... $688,983.77 
Gold bars paid depositors.............. 102.586.31 
$791,572.08 


Of this the gold bars exchanged for gold coin 
are reported as follows: 


Jewelers’ 


a A eee eer eee ee Le $125,761.25 
WN ois ddas cawnewdewnnewcusiaaaee 99,041.81 
PI IB ok dkwctasevasncawaeeegamen 130,106.99 
0) ee errr Tere c 168,613.74 
ee ee eee 96,429.22 
REA eds awsiviconsdsaeveans eeareceas 69,030.76 

FOU cs.ccccie cence use ce eeceneees $688,983.77 








Revis Boswell has launched a watch- 
making and jewelry repair establishment 
in Dunbar, W. Va. 
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The Choice 


wedding ring sales—is with us. 


The best way to establish your reputation as the 
“leading jeweler” is to carry the beautiful, hand- 


carved, seamless 


“WEDDING BELLS” 


(Pat. Apr. 20, 1920—Reg. U. S. Pat. Off.) 


Wedding Ring 


Made in four widths 
Give widths desired. 









of the June Bride 


June—the month of many weddings—and of big 
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If necessary wire us. 


Newark, N. J. 


Mail orders filled promptly 


Special ‘‘Rush’’ orders shipped same day. 
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ROUND CULTURE PEARLS 





Introduction of the Gems in London Given 
Prominence in Sensational Newspaper 
Stories—Pearl Dealers Claim They 
Can Readily Be Distinguished 
—But Simple Test Is Sought 


Lonvon, May 12.—The stories published 
in some of the New York papers gave, in 
slightly exaggerated form, prominence to a 
subject that has agitated the local pearl 
trade and has been the subject of many 
newspaper reports here. This, in effect, is 
the fact that round “culture” pearls which 
have been in the market for some little 
while were recently used for purposes of 
deception and purchased by a few people as 
real pearls, with the result that jewelers, 
pawnbrokers and others started to agitate 
for a simple method of distinguishing these 
from natural pearls, and for ways and 
means of punishing those who used the cul- 
ture pearls to deceive. A few jewelers and 
a number of pawnbrokers got very much 
agitated over the subject and this caused the 
sensational newspaper accounts recently re- 
ferred to in THE JEWELERS’ CIRCULAR. 

The agitation was greatly deplored by 
prominent pearl dealers here, most of whom 
say that it is “making a mountain out of a 
mole hill,” that the culture pearls that have 
come here have been comparatively few in 
number, have a greenish appearance and 
are easily distinguished from real Oriental 
pearls by any pearl expert. That a few 
people may have been “stung” is quite pos- 
sible but, as they point out, people have been 
swindled in the past with even imitation 
pearls. Of course, there is danger to the 
careless buyer who does not purchase from 
tesponsible people and does not take the 
trouble to examine each of the pearls he 
purchases. 


The culture pearls so far seen have gone 
up to about six grains in size, and, as be- 
fore stated, most of them have an appear- 
ance distinctly their own. 

The people who introduced the culture 
pearl here are in no way identified with the 
cases of deception referred to. Most of 
these pearls come from M. K. Mikimoto of 
Japan, who is represented in this city by 
S. Jones and a Mr. Kato. Mr. Jones stated 
that culture pearls were put on the market 
in 1914 but were not sold in England until 
last year, His firm always sells them as 
“culture” pearls and they are generally sold 
in bulk. Messrs. Jones and Kato are co- 
operating with the jewelers here in the 
efforts to make simple tests to distinguish 
from the natural round pearl by supplying 
specimens for this work. The London 
Daily Mail has initiated a series of labor- 
atory tests to show the distinction between 
natural, culture and imitation pearls under 
the X-ray and in other ways. 

Several of the pearl merchants here claim 
that they have been able to find tests of 
their own but so far none has been gen- 
erally agreed upon as satisfactory to all. 





The stories about the culture pearl in 
London have been called to the attention of 
the leading pearl dealers in New York 
owing to some of the sensational articles 
that have been cabled from abroad a week 
or so ago. Some of the prominent dealers 
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of New York had already seen and ex- 
amined these culture round pearls and some 
have not. 

Those who have seen the culture pearls, 
stated in most cases they were of a green- 
ish color with peculiar characteristics that 
would identify them immediately in the eyes 
of any man who understood pearls. They 
were in no way worried about the sensa- 
tional stories that have come from London 
but admitted that it was possible that the 
uninitiated dealer or buyer who did not 
know that round culture pearls were on 
the market, might be deceived particularly 
where some of these were included among 
a lot of real pearls. 

One prominent pearl importer summed up 
the situation in saying, “The whole matter 
comes back to the old condition that so 
often confronts a merchant who does not 
know the product he handles. As long as 
there is a means of distinguishing the 
pearls, dealers and people who know pearls 
have no reason to fear these round culture 
pearls. Honest dealers will always sell 
them for what they are and the man who 
is not an expert can protect himself by buy- 
ing his pearls from reputable houses and 
particularly those who understand their 
business.” 


REPORTS JEWELRY STOLEN 


Reward of $2,000 Offered for Recovery of 
Bag of Jewelry After New York Manu- 
facturer Notifies Police 


A reward of $2,000 is being offered for 
the recovery of a sample case containing 
jewelry worth $32,000, reported to the police 
to have been stolen recently from Jacob 
Link, a member of the firm of Sclar & Link, 
manufacturers of platinum jewelry and 
mountings, 71 Nassau St., New York. The 
theft is said to have occurred on a subway 
train on Monday, May 16, but as yet no 
clues which might lead to the recovery of 
the jewelry reported to have been stolen 
have been found. 

As far as could be learned Mr. Link left 
his place of business on the morning of 
the reported theft carrying a sample case 
containing the jewelry. He stopped at a 
nearby restaurant and after leaving there 
called on a jeweler on Essex St., New York. 
From there he went up-town where he 
visited a jeweler on W. 45th St. He re- 
mained at the latter establishment for a 
short time and then left to visit a jeweler 
on Broadway near 14th St. Walking to 
42d St. and Broadway Mr. Link boarded a 
subway train and stood on one of the plat- 
forms of the car. 

The jeweler is reported to have placed 
the case behind him and that he then be- 
gan reading his paper. As the train on 
which he was riding was an express it 
only made one stop before reaching 14th 
St. and that was at the Pennsylvania 
Station. 

The train was approaching 14th St. when 
Mr. Link turned to get his bag and founda 
that it was missing. He rushed through 
the cars but failed to find it and decided to 
ride down to Chambers St., from which 
place he notified his office of the loss and 
then called up the police. 

The bag, it was announced at the con- 
cern’s office, contained platinum rings, 
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brooches, bar pins, La Vallieres and mount- 
ings. The loss it is claimed is partly 
covered by insurance. 








Recommends 60 Per Cent Settlement to 


Creditors of W. A. S. Honan, Derby, Conn. 


The adjustment committee of the National 
Jewelers Board of Trade again proved its 
usefulness last week, when, on its recom- 
mendations, creditors of W. A. S. Honan, 
Derby, Conn., who attended a meeting in 
New York on Tuesday, May 17, agreed to 
accept 60 cents on the dollar in settlement 
of their claims, and to allow the business 
to continue under a trustee. If the settle- 
ment is accepted by ‘the majority, those 
creditors whose claims amount to $20 or 
less will be paid in full while the others 
will receive 60 cents on the dollar. 

The report of the Adjustment Committee 
was based on the investigation made by 
committee’s auditor. The recommendation 
of the committee which was accepted by 
those present states: “That the business of 
W. A. S. Honan be trusteed; that Frank 
M. Clark of the Birmingham National Bank 
of Deriy act as trustee, without compensa- 
tion; and also that the trustee act jointly 
with a committee of three creditors, (the 
members of the creditors’ committee also to 
act without compensation). That the 
creditors whose claims are under $20 be 
paid in full; that the creditors whose claims 
amount to between $20 and $100 be paid 
60 cents on the dollar immediately upon the 
acceptance of the compromise extension 
agreement by all the creditors. It is under- 
stood that the funds to accomplish the pay- 
ment of this 60 cents cash settlement to 
creditors whose claims amount to between 
$20 and $100 are to be procured from the 
bank. The bank, however, does not ob- 
ligate itself to advance this money: unless 
this compromise extension agreement be- 
comes effective. Any money so advanced by 
the bank would of course, not be subject 
to a compromise settlement. 

“Further that the creditors whose claims 
are over $100 (which claims amount to ap- 
proximately $11,810 for merchandise, and 
$6,666 for moneys borrowed from the bank 
and from Mr. Clark), agree to compromise 
their claims and accept 60 per cent without 
interest, payment of this 60 per cent to be 
not later than Feb. 1, 1923, and the pay- 
ments on account of such 60 per cent set- 
tlement to be made as and when the trustee 
and creditors’ committee deem advisable 
and possible, It is understood that no notes 
are to be given. It is further understood 
that on all notes held by creditors where 
notes carry interest, interest shall be com- 
puted up to May 1, 1921. The trustee act- 
ing jointly with the creditors’ comiittee 
shall be empowered if feasible to liquidate 
the business at any time. Also that the 
chairman be authorized to appoint a cred- 
itors’ committee of three to act in conjunc- 
tion with the trustee.” 

A form of agreement to be signed by 
all creditors is being sent out by Green- 
baum, Wolff & Ernst, counsel for the com- 
mittee, 7 Dey St., New York. These agree- 
ments, the committee recommends, should 
be signed and returned to Greenbaum, Wolff 
& Ernst at the above address as quickly as 
possible. 
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Marking an Epoch in the History of Watchmaking 








First American Horological Conference at Washington, D. C., Brings Forth 
the Horological Institute of America 

















WasHINncGToN, D. C., May 21.—With a 
delightful trip down the historic Potomac 
River to the resting place of Washington, 
today closed one of the most momentous 
conferences ever held in the jewelry in- 
dustry—the first horological conference 
held in America, which opened Thursday 
under the auspices of the National Re- 
search Council, at 1701 Massachusetts Ave. 

To George W. Spier of this city, is due 
much credit for the success of the confer- 
ence and particularly for linking it up with 
the National Research Council, founded 
during the war and later made a perma- 
nent organization by the president. 

The conference opened at 10 a. Mo. 
Thursday with addresses by Dr. H. E. 
Howe, chairman of the Division of Re- 
search Extension, National Research 
Council, and Mr. Spier. 

Dr. Howe pointed out in opening the 
session that the conference would probably 
take the first steps toward the establish- 
ment of a National Horological Institute 
which, by working in close agreement with 
the trade schools and government, would 
establish the standards of horological work 
in this country in the same way as the na- 
tional institutes of Switzerland and Eng- 
land. 

A most interesting symposiuni on the 
scarcity of watchmakers and means for 
overcoming the shortage was held, followea 
by addresses by well-known school direc- 
tors, representatives of the governmert and 
others. 





Among the morning addresses were 
the following: “The Scarcity of 


Watchmakers,”” by John J. Bowman, direc- 
tor of the Bowman Technical School, Lan- 
caster, Pa. (to be published in the next 
issue of THE JEWELERS’ CircULaR); “The 
Technical Requirements of a Competent 
Watchmaker,” by A. T. Westlake, dean of 
the Horological Department, Bradley Poly- 
technic Institute; “The Relation of Man- 
ual Training in Public Schools to Watch- 
making,” by F. C. Daniel, principal of the 
McKinley Manual Training School, Wash- 
ington; “The Relation of Vocational Edu- 
cation in Rehabilitation Work to Watch- 
making,” by R. T. Fisher, assistant direc- 
tor for Vocational Rehabilitation, Federal 
Board of Vocational Education, and Rob- 
ert J. Fuller, district vocational officer, 
Federal Board for Vocational Education. 
Then followed an_ interesting address, 
“The Future of Training Watchmakers in 
America,” by E. F. Lilly, dean of the New 
England Jewelers’ Institute. A Committee 
on Ways and Means of increasing interest 
in watchmaking, was appointed and the 
members adjourned to luncheon at Rauch- 
ers. 


The Committee on Ways and Means, 
consisting of E. F. Lilley, John J. Bowman 
and J. J. Jackson, advocated the starting 
in Washington of a collection of time- 
pieces illustrating the progress of horo- 
logical science and art, the collection of a 
horological library and an arrangement for 
the selection and reprinting of some of the 
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masterpieces of horological literature 
which are now out of print, as for example, 
Grossman’s “Essay on the Detached Lever 
Escapement” and an abridged edition of 
Sannier’s “Treatise on Modern Horology.” 

The committee further expressed its 
belief in judicious publicity and desired 
that the help already obtained from the 
trade papers should be cordially recog- 
nized. It said that it seemed advisable to 
devise means for increasing the compensa- 
tion of watchmakers and that every effort 
should be made to dignify the occupation 
tending toward making it a profession. The 
committee was in favor of a certificate and 
the establishment of schools. Resolutions 
were passed thanking the National Re- 
search Council, and its officers, Dr. Howe 
and Dr. Barrows. 

At 2:30 p. M., on Thursday, the after- 
noon session opened with the discussion of 
means for stabilizing the watch profession. 
The first speaker was Robert F. Nattan, 
of THE JEWELERS’ CIRCULAR, who empha- 
sized what THE JEWELERS’ CIRCULAR had 
been trying to do during the past several 
years in its endeavor to keep alive interest 
in horology and to elevate the standard of 
horological education. The present difficul- 
ties were compared with the early difficul- 
ties of the optometrist in the endeavor to 
secure recognition and the belief was ex- 
pressed that now that the proper co-opera- 
tion had been secured the establishment of 
a recognized horological institute which 
would serve as an inspiration to watch- 
makers and prospective watchmakers was 
no longer an air castle. 

“The Requirements of the Watch Manu- 
facturer” was the title of an interesting 
address by E. A. Marsh, consulting super- 
intendent of the Waltham Watch Co., which 
was listened to with much interest. It was 
pointed out that the requirements of the 
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watch manufacturer are quite different from 
those of the retail jeweler since the watch 
manufacturer requires specialization while 
the watch repairer must be an all round 
man and well versed generally in the theory 
and practice of horology. ; 

T. B. Nusbaum, formerly with the Hamil- 
ton Watch Co., Lancaster, Pa., but who has 
just engaged in business on his own ac- 
count, delivered an address entitled “The 
Organization of the Swiss Watch Industry,” 
which will be found in the horological de- 
partment in this issue of THE JEWELERS’ 
Ciecutar. A well known specialist in in- 
dustrial education, W. D. Bawden, asso- 
ciated with the United States Bureau of 
Education in Washington, gave some broad, 
comprehensive views on the standardization 
of curricula in horological schools. In his 
address Dr. Bawden differentiated the 
grades of watchmakers and showed how the 
highest grade which might be denominated 
“horologist” should be a man of broad 
technical and general education, equipped 
quite as thoroughly as engineers in the vari- 
ous industries. His knowledge, the speaker 
said, should include higher mathematics, 
draftsmanship and some astronomy, with 
a background of at least a high school edu- 
cation.’ 

One of the most interesting papers was 
that entitled “Certification of Watchmakers,” 
by Ferdinand Haschka, of Tiffany & Co., 
which also appears in the horological de- 
partment of this issue. 

The appointment of a committee on the 
feasibility of methods for certifying watch- 
makers was then in order and the follow- 
ing were named: Ferd. Haschka, Dr. A. 
H. Beal, of the Bureau of Standards; 
Robert F. Nattan, C. W. Mittman, of the 
Smithsonian Institution, and A. T. West- 
lake, dean of the horological department 
of the Bradley Polytechnic Institute. The 
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committee was instructed to report at 10 
o’clock the following morning. The com- 
mittee in its report affirmed that it was not 
desirable to attempt to force compulsory 
examination and certification by legal enact- 
ment either federal or State and that for 
the administration of the examinations, the 
most feasible agency was the Horological 
Institute of America located in Washington 
with the assistance of any government 
agency or bureau as might be in a position 
to give co-operation. In this connection 
the Bureau of Standards, the Bureau of 
Education and the Federal Board for Voca- 
tional education were suggested. Three 
grades of certificates were recommended in 
the certification and the examination might 
consist of two parts, the first a theoretical 
test, covering any questions that might be 
answered in writing; the second, a practical 
test of repairing and adjusting. It was 
also suggested that for the administration 
of the examination there should be selected 
a director of examinations or educational 
director who should prepare and supervise 
all examinations. This work, which it was 
emphasized, involves considerable responsi- 
bility, might be undertaken for at least a 
year or two without expense to the institute, 
by some employe of the Bureau of Standards 
or the Bureau of Education. 

A difficult problem met by the commit- 
tee was that of securing some means of 
stimulating the individual workman to 
endeavor to secure a certificate and it 
was suggested that employers or jewel- 
ers be urged, in order to promote the 
prestige of their respective firms, to give 
preference to men holding a certificate 
from the Institute, because of advanced 
skill and knowledge. It was also sug- 
gested that the Horological Institute of 
America should keep a record of all 
workmen holding a certificate, for the 
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purpose of placing men in desirable posi- 
tions. Thus it was brought out the In- 
stitute will be able to be of real service 
to every establishment employing watch- 
makers. The highest grade men certified 
by the Horological Institute of America, 
it was suggested by the committee, might 
be designated “Certified Horologists.” 

The purpose of the Institute, it was 
made clear, was purely educational and 
inspirational and entirely independent, in 
every respect. It was to be a standard 
to be looked up to with pride by the 
horological and jewelry industry of 
America. 

The committee appointed to bring in a 
report on the subject of the National Horo- 
logical Institute consisted of George W. 
Spier, Chairman, with E. A. Marsh, Tell C. 
Nusbaum, Wm. R. Zesinger and Robert J. 
Fuller. Their decision as to the name “The 
Horological Institute of America” was based 
on the report of the Committee on Ways 
and Means, which had suggested several 
names, and a full discussion by the confer- 
ence of that report. It was declared that 
the main objects of the Institute, which it 
was voted should be established, should be: 


(1) To promote the science of time- 
keeping, 

(2) To develop and establish a system 
of horological schools, 

(3) To promote a practical tryout 
course in horology in manual 
training schools, 

(4) To provide a satisfactory means 
for the certification of watch- 
makers, ~ 

(5) To create a helpful’ public opinion 
concerning the economical value to 
the country of correct timekeeping, 

(6) To advance the cause of watch- 
making in America, 
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(7) To unite into one national organi- 
zation all persons interested in the 
art, ; 

(8) To establish a headquarters in 
Washington, D. C., in co-operation 
with the National Research Coun- 
cil, 

An Organization Committee, consisting of 
George W. Spier, Fred T. Haschka, John 
J. Bowman, A. T. Westlake, E. F. Lilley, 
and Robert F. Nattan, was appointed to for- 
mulate plans and perfect a temporary or- 
ganization. This committee is to report in 
September, at Buffalo, to the National Re- 
tail Jewelers’ Association of America and 
is to be assisted in the permanent organiza- 
tion by an Advisory Board which is to be 
made up of one representative from at least 
each of the following agencies among 
others : 

(a) Retail Jewelers’ 
America, 

(b) Smithsonian Institute, 

(c) Bureau of Standards, 

(d) Bureau of Education, 

(e) Federal Board for Vocational Edu- 
cation, 

(f{) National Research Council. 


Association of 


On Thursday evening, the jewelers’ 
section of the Washington Merchants’ & 
Manufacturers’ Association held a re- 
ception in the main dining room of the 
Raleigh Hotel. The Jewelers’ Vigilance 
Committee, comprising Messrs, Roths- 
child, Larter, Brown and Lorsch, who 
had come to Washington to meet the 
Finance Committee next morning in the 
Senate, to plead equal taxation for all, 
now that the war is over, came to the 
Raleigh Hotel just as THE JEWELERS’ CiR- 
CULAR’S representative was addressing 
the meeting. Mr. Spier commended the 
excellent work done by the Vigilance 
Committee and called upon Mr. Roths- 
child and Mr. Larter to address the 
members. Mr. Rothschild explained in 
a clear, concise manner the merits of the 
sales tax as distinguished from the ex- 
cess profits tax and made a strong plea 
for the Horological Institute of America, 
urging the co-operation of every jeweler 
in the United States. He promised upon 
his return from a period of rest to give 
his time and energy to this worthy 
project. 

On Friday at 1 o’clock, after a busy 
morning, the members repaired to the 
White House with Dr. H. E. Howe and 
Dr. Barrows, of the National Research 
Council, and every man enjoyed a hand- 
shake with the President of the United 
States. After luncheon the conference 
resumed its constructive work. A strik- 
ing feature of the sessions was the 
earnestness, enthusiasm and continuous 
hard work manifested by everyone who 
took part. 


ADDRESS OF F. F. LILLEY, DEAN OF THE NEW 


ENGLAND JEWELERS’ INSTITUTE 


As has been said by Westlake-Bowman, in 
America the watchmaker of today usually comes 
from one or two sources. He is either a prod- 
uct of some watch factory, with a knowledge of 
some parts of watch construction, and whatever 
he may have added by working in a store or a 
job-shop; or he may have been educated in a store 
or shop under the instruction of a too often in- 
competent teacher, who has in turn picked up his 
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trade without any scientific instruction or study. 
In fact the large majority of so-called watch 
repairers today have learned their trade at the 
expense of their clients, and with the risk of 
spoiling a good many valuable time pieces. 

In either case, the present day watch repairer 
has not had to a large degree a scientific educa- 
tion, built upon a sound foundation of knowl- 
edge which he should possess and carry on in a 
systematic manner, so that when he has finished 
his study and practice he will know why and how 
he should go to work. 

Trades in this country have not been taught 
in the thorough manner used in the older coun- 
tries. A shoe maker, so-called, cannot make a 
shoe, neither can a watchmaker make a _ watch. 
The watch repairer should have a complete knowl- 
edge of all parts, and know how to make them 
even though he might not often be called upon 
to do it. I believe that ambitious, hard working, 
worthy persons, who are willing to give the time 
and energy to become experts in any science 
should be encouraged in a_ substantial way by 
our government, so that America, not any for- 
eign country, shall produce the very best in the 
world, not only merchandise, but workmen second 
to none. Government support would thus make 
it possible for a genius to work out his original 
ideas or give the opportunity of becoming expert 
far beyond the point necessary to merely make 
a livelihood. 

We admire the artist who can paint a beau- 
tiful picture. We bow to the musician who can 
master the violin. We must encourage and reward 
the man who can dissect to the last intricate part 
a watch movement the size of a dime, and man- 
ipulate a balance whose hair spring is one-third 
the thickness of a human hair. 

The watch repairer must be made to know 
that honesty pays in any business, but is abso- 
lutely necessary in this of ours. He should be 
taught the value of metals and their various uses. 
He should know by way of illustration, how to 
harden a piece of steel and how to draw the 
temper of it, to a straw or blue color, so that 
it will not be too hard to be brittle, or so soft 
it will bend when used for the purpose for which 
it was made. He should have a knowledge of 
general mechanics acquired by careful study of 
books on this subject. He should know how to 
draft his design, make his blue print, and do 
his work the same as the machinist does on a 
larger scale. 

From observation made by visiting several 
horological schools and factories, we find some 
interesting conditions. Instructors tell that the 
hardest thing to do is to keep a student until 
he has completely finished his training. This is 
accounted for by his being offered employment 
just as soon as he has a fair knowledge and is 
able to turn out passable work, and is due to the 
unusual demand for workmen all over the country. 

In New England, after a careful study of the 
problem by many jewelers, large and small, we 
have adopted a plan which we believe will in some 
extent solve the problem. It is unnecessary to 
speak of the demand, or to consider the future 
for good watch repairers, engravers, or jewelers; 
apprentices in any of these crafts are scarce in- 
deed. When we consider the lawyers and dentists 
who are graduated every year, and compare the 
number with the number of few students in our 
profession it can readily be seen what our needs 
are. 

In establishing the New England Jewelers’ In- 
stitute, we have gone a long way further than 
many of the other hcrological schools. We be- 
lieve that we should take our boys younger; per- 
haps the best time is when they have graduated 
from high school. Have them pass an examina- 
tion similar to those used on entering a techni- 
cal school and give them a regular course of 
study similar to a technical course, only con- 
fining them to work ordinarily done under an eye- 
glass. 

We believe we must instill a college spirit into 
the boys. We must make it attractive and inter- 
esting for them. They must be kept healthy, 
happy and contented, and our vision is along 
these lines. 

Our boys go to work in the morning after a 
good wholesome breakfast, where they are not 
confined to a regular sterotyped menu. After 
the flag raising, they start work at 8:30 a. mM. in 
a well lighted and clean workroom, where they 
can look out on green grass and beautiful trees, 
and hear the songs of the birds. At 10:15 they 
go out for 20 minutes recreation, ball playing, 
or enjoy the out-of-doors in some other way. 
Then they work till noon. Lunch is then served 
in the dormitory, and the afternoon’s work com- 
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menced at 1 o’clock until 5, with an afternoon 
recess at 3:15 Pp. M. We are satisfied that they 
get more out of their work and apply them- 
selves better by being allowed these breathing 
spells. 

We have a beautiful home for the students 
to live in, with a dining room in charge of a 
motherly woman, who with her assistants look 
after the boys’ rooms. The boys have a pool and 
game room, lounging room with piano, etc., and 
get many good ideas from each other by talking 
over their work as they meet socially. Athletics 
are encouraged in every way, with a well organized 
ball team at present playing successfully. 

Great care must be exercised in the selection 
of the boys. They must be first of. all, honest 
and reliable fellows, for his future is dependent 
upon these traits perhaps more than any others. 
We want mechanically inclined boys, of course, 
and just how efficient they may become can only 
be determined by trying them out. I think out of 
20 boys so selected we may reasonably expect to 
get 10 fair workmen, six good workmen, three 
excellent practical men, and one genius, who 
would probably not be practical. Perhaps as we 
look around we may find that this is as good as 
the lawyers and dentists can produce. 

In looking into the future we must not lose 
sight of the fact that a large percentage of the 
men trained will be taken into other fields of use 
fulness. The airplane’s instruments, the speedom- 
eters, and many other things are drawing con- 
stantly from our craft. Many fine instruments, 
stamped — made elsewhere — should be stamped 
““Made in America.” 

One way to make our profession more at- 
tractive is to make it more lucrative. We must 
teach our boys how to sell their work so that 
they can maintain the dignity of the dentist, and 
that of the lawyer. 

We in New England believe we have got men 
who can and will help finance institutions such 
as ours, There are many friends devoted to edu- 
cation, and many patriotic people who are help- 
ing schools and colleges no more worthy or more 
necessary to the future welfare of this country 
than this school of ours. If we are to make 
the most of our training we must be assisted in 
a financial way so that we can get the best boys 
possible, These boys are often ones who cannot 
afford to pay for an education and must be 
helped financially by some one. 

Are there not enough jewelers in this great 
country of ours who have the vision to see that 
the finest time pieces and the most delicate in- 
struments can and should be made and properly 
repaired in America? 








ALLEGED THIEF CAUGHT 


William Trefry, Alias “Canada Bill,” Ar- 
rested in New York on Robbery Charge 
After a search lasting almost 12 months 

the New York police arrested last Sunday 

afternoon William Trefry, alias “Canada 

Bill,” on a charge of taking part in the 

hold up and robbery on May 25, 1920, of 

the jewelry store of David Gumbiner, 

Broadway and 105th St. The prisoner was 

arraigned on Monday in the West Side 

Court, but was held for a further hearing 

yesterday (Tuesday) after THe JEWELERS’ 

Circular had gone to press. 

Trefry was taken into custody at Central 
Park West and 84th St. while walking with 
a pretty and fashionably attired young 
woman. According to the authorities the 
prisoner has a previous record and is re- 
garded as a dangerous criminal. He has 
been identified by several people as one of 
the men who took part in the Gumbiner 
hold-up in which the thieves escaped in an 
automobile with jewelry worth $30,000. 








The Glaser Co., Rochester, N. Y., has 
moved its store from 863 Main St. to 165 
E. Main St. About June 1 the concern will 
open another store at 220 E. Main St., to 
be known as “Martins.” All buying and 
correspondence will be through the Glaser 
Co. at 165 E. Main St. 
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HURSDAY and 

Friday of last 
week marked an im- 
portant date in the de- 
velopment of horological science in this 
country inasmuch as it was on these days 
that the first Horological Conference in the 
United States was held at Washington un- 
der the auspices of the National Research 
Council. The addresses both on scientific 
and practical subjects were decidedly inter- 
esting and exceedingly instructive and the in- 
terchange of ideas on the part of horologists, 
importers, manufacturers and instructors in 
the horological institutions of the country, 
should do much to aid in the work of over- 
coming the shortage or scarcity of watch 
makers and establish a means of stabilizing 
the watch. making profession. In fact, the 
situation that confronts us, the reason for 
it and the proposed remedies, were thrashed 
out from almost every angle and we doubt 
if there was any one who attended the con- 
vention, no matter how conversant he may 
have been with the subject before, who did 
not go away with a better understanding 
of the problems that confront a trade and 
the suggestions that have been made to 
remedy them. 

3ut aside from the value to the people 
who participated (who, by the way, are the 
leaders in the horological development of 
our industry today and who have taken on 
themselves the work of building it up in 
the future), another important feature of 
the conference was the fact that it promi- 
nently brought before the trade and the 
public, the important part that horology 
plays in the business and social life of the 
country. In fact, the prominence given to 
the conference generally will serve to make 
both the trade and the public realize the 
difficulty which attaches to the work of the 
horologist and even to the work of the 
ordinary watch maker. If the conference 
did nothing else it has served to advertise 
the horological side of the jewelry business 
and put it in the position that it deserves. 


The Horological 
Conference 
at Washington 





Newspaper Articles (THE entire jewelry 
and the Diamond trade of the coun- 

try from one end to 

Trade 

the other has been 
up in arms during the past week at the 
publication of one of the meanest and most 
dastardly attacks on the diamond trade that 
the jewelry industry has suffered from in 
many years. This was in the form of a 
London dispatch sent out, apparently, by an 
international news agency and published in 
papers in all sections of the country, stating 
in effect that “the bottom had dropped out” 
of the diamond market in London, that “the 
day of the diamond was all but at an end” 
and intimating that rough diamonds were 
selling abroad for about one-fifth of their 
former value. Unfortunately, this article 
was featured by many of the papers, par- 
ticularly the Hearst papers, in prominent 
headlines, in a prominent position and in 
such a way as to mislead many diamond 
buyers and make them believe that their 
local jewelers were profiteering and mis- 
representing the diamond situation to them 
entirely. 

While it is true that any man conversant 
with the diamond situation could have seen 
the absurdity of the statements issued in 
the article, as for instance, the quotation 
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from a so-called “prominent diamond dealer” 
of London to the effect that rough stones 
selling in London at $45 per carat in 1920 
were sold at $28 in the end of December 
and about $17 in the end of April, neverthe- 
less, the public at large are apt to accept 
such statements on the face value, not real- 
izing, for instance, that such “diamonds” as 
would be sold at such prices would in no 
way be “diamonds” in the jeweler’s sense 
of the word but bort, more properly fit for 
mechanical purposes, as in drills. And the 
editors who published such statements were 
naturally as ignorant as the ordinary reader. 

It seems strange that in times of depres- 
sion of business, the ordinary newspaper and 
magazine is most prone to accept any kind 
of an article about diamonds and jewels 
without verification whatsoever, particularly 
if there is anything that states that the prices 
are going down. This is undoubtedly due 
to some idea of writers and editors that 
the public wants to see prices come 
down and that the news will be interesting. 
These people must be made to realize that 
in giving publicity to such untrue statements 
they are not only attacking a valuable in- 
dustry but they are shaking the confidence 
of their readers in the value of gems that 
the latter possess. Therefore, it is neces- 
sary, as THE JEWELERS’ CIRCULAR has con- 
stantly pointed out, for every jeweler and 
every jewelry organization to take it on 
themselves individually to conduct a cam- 
paign of education both with their local 
papers and with their customers that will 
help to show the absurdity of these stories 
when they appear and particularly make 
their local editors see the necessity of veri- 
fying facts about gems and jewels before 
allowing the same to be published. : 

One point that the ordinary editor does 
not realize, and one which the jeweler 
should constantly call to his attention, is the 
fact that as far as diamonds are concerned 
the situation is entirely different from that 
of the commodities handled in any other 
industry. In practically every line but dia- 
monds, in times of depression, values go 
down—not only that of the stock in the 
hands of the retailers but of the raw ma- 
terial of which the same is made. So in 
other lines, even if the dealer does not re- 
duce his price because of the lessened de- 
mand, he will be forced to reduce his price 
when the new goods, made at less cost, come 
into competition with the old. With dia- 
monds, however, no such situation exists. 
The raw material, 7. e., the rough, is prac- 
tically all in the hands of a monopoly, the 
Diamond Syndicate of London, which con- 
trols over 90 per cent of the output of the 
South African mines. In times of depres- 
sion, the sale of the rough is curtailed in 
accordance with the demand, and what is 
more, the mining companies themselves shut 
down and refuse to produce more than the 
world will absorb. Even though there may 
be a temporary lull in buying diamonds 
throughout the world, there is no danger of 
new goods being produced at less cost to 
compete with those on the market, and in 
fact, practically no goods will be produced 
until the diamonds on hand are absorbed. 
Then the new product will come out at the 
old or higher prices. 

As manifest in the official announcements 
which have been sent by the Diamond Syn- 
dicate of London to THE JEWELERS’ Crrcu- 
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LAR and to some of its largest customers jn 
this country, the policy of the Syndicate 
has always been to maintain prices and jt 
has no intention to deviate from this in the 
future. The Syndicate and the interests 
controlling the De Beers Mines realize that 
they have everything to gain and nothing to 
lose by this policy even though they may 
temporarily have to shut off income for the 
sake of a greater income in the future. Re. 
duced prices in diamonds, therefore, can 
only come through variations in exchange 
and lower labor costs in cutting, and these 
factors affect, as a rule, only the stones of 
smaller sizes and lower quality. It is true 
that under certain conditions, firms in finan- 
cial difficulties may sacrifice diamonds at a 
loss in order to meet their obligations at 
times, but these factors are only incidental 
and in no way govern market conditions, 

As has often been pointed out, there has 
never been a time within the last 25 or 30 
years, no matter what the depression in 
business or the demand for diamonds might 
be, when a dealer or importer who is in a 
financial condition to do so could not lock 
up his stock of diamonds in the safe deposit 
vault, hold them until the demand re. 
appeared and make not only the actual in- 
terest charges on their cost but a profit as 
well. There is nothing apparently in the 
present condition of the diamond trade 
throughout the world that would indicate 
the same thing cannot be done now as at 
any time in the past. As long as men and 
women continue to become engaged—as long 
as lovers wish to express concretely to their 
sweethearts the sentiments they feel—dia- 
monds will be sold in good times and in 
bad; and were the stocks of cut stones on 
hand throughout the world today twice as 
great as they ‘are, they would be absorbed 
by this demand within a reasonable period. 

It is this that makes the diamond situa- 
tion different from that existing in all other 
industries; it is this that the editor of the 
ordinary newspaper and magazine does not 
seem to understand. It is this, therefore, 
that the jeweler must teach to his customers 
and his local newspapers that they may have 
confidence that as long as the source of 
supply is controlled as it is today (and will 
be for a long time in the future), diamonds 
will continue to be a good investment de- 
spite any temporary lull in buying or depres- 
sion in the business world. 








“Not How Cheap ITH the recession 
But How Good” of buying on the 


part of the public, 
the Proper Slogan there comes again a 


keen competition, in which price plays a 
most important part in the marketing of 
a product. But while merchants are begin- 
ning to consider prices more carefully than 
ever before, there is danger both to the 
jewelry trade and to the public if this is 
considered too much of a factor in the 
selling of precious stones or precious metals. 
For his own protection and for the protec- 
tion of his customer, the jeweler must em- 
phasize, preach and practice wherever pos- 
sible the doctrine of “how good, not how 
cheap,” and base his methods of meeting 
competition by giving better quality rather 
than offering at a lower price. 
Investigations that are now going on in 
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Harry Wander, manufacturer of platinum 
mountings, formerly at 108 Fulton St., has 
moved his factory to larger quarters at 116 
Fulton St. 

Joseph Yokelson, of Yokelson-Cooper, 
Inc, 106 Fulton St., returned from Europe 
last Wednesday on the Olympic after an 
absence of 10 weeks. 

M. Goldstein, of M. & I. Goldstein, man- 
ufacturing jewelers and diamond importers, 
71 Nassau St., returned from Europe last 
Friday on the <Aquitania. Mr. Goldstein 
had been abroad since the latter part of 
March. 

R. H. Shepard of J. Michelson & Sons, 
manufacturers of diamond jewelry, 89 Ful- 
ton St. returned recently from a business 
trip through the south. Mr. Shepard will 
leave shortly for his fishing lodge in the 
Maine woods. 

Max Stern, formerly salesman for H. 
Nordlinger’s Sons, 15 Maiden Lane, has re- 
turned from a visit to European gem mar- 
‘kets and has opened an office at 81 Nassau 
St. where he will deal in precious and semi- 
precious stones. 

Among firms which have recently taken 
display space in the jewelry, silverware and 
leather goods division of the Bush Ter- 
minal Sales building are the following: 
Progressive Ring Co., rings; Larter & Son 
Oscar Trilsch, boxes, and Eska Mfg. Co. 

Michel Schryer, a member of the firm of 
M. A. Rozelaar & Zonen of Amsterdam, 
has established an office for his concern at 
170 Broadway. The firm will represent the 
National Diamond Works (B. Oppen- 
heimer), Ltd., and Lewis & Marks (Dia- 
mond Branch), Ltd. 

Martin Klein, of Guggenheim & Klein, 
diamond importers, 87 Nassau St., returned 
last Friday on the Aquitania from an ex- 
tensive purchasing trip. Mr. Klein reports 
that a committee has been formed among 
London dealers to dispose of the Austrian 
crown jewels, which are in Paris at present, 
in the American market. 

The closing exercises and exhibition of 
student work of the New York Evening 
School of Industrial Art was held on May 
18. The Louis C. Tiffany bronze medal was 
awarded to Frank Corrao (class in jewelry 
design) for hollow-ware and enameled work. 
The school, which is located at 204 E. 
42d St., will open for the registration of 
students on Sept. 12. The tuition is free. 

S. Stanley Solomon, of Saul L. Solomon, 
& Bro., 21 Maiden Lane and 245 W. 47th 
St. has been receiving the condolence of 
his friends in the trade during the past week 
because of a chain of sad circumstances 
which has been his lot of late. A short time 
ago his infant daughter died and his brother- 
in-law, Joshua L. Beveman, a prominent 
Rochester, N. Y., business man, was fatally 
injured when a truck crushed him. He was 
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caught between a freight car and a motor 
truck in the Portland Ave. freight yards 
and died from the injuries soon after at 
the General Hospital. Mr. Solomon has been 
so shaken by the sad occurrences that he 
has been away from business for a time but 
has now returned to his work. 

The bronze tablet illustrated on the front 
cover of THE JEWELERS’ Circular, April 20, 
last, was erected Tuesday, May 17, on the 
building at 15 John St., by the Maiden Lane 
Historical Society. The spot on which 
this tablet has been erected marks the site 
of the entrance of the old John St. theatre 
which since its demolition has become the 
location of many manufacturing jewelry 
plants. The tablet is attracting considerable 
attention. 

The appearance of the name of the Lass- 
ner Co., precious stone dealer, 6 Maiden 
Lane, among the creditors of the bankrupt 
Boulevard Jewelry Co., retail jeweler, for- 
merly at 995 Southern Boulevard, printed in 
these columns on May 4, has caused this 
concern some annoyance. The Lassner con- 
cern states that it does not sell at retail 
and that its claim against the Boulevard 
Jewelry Co. was assigned by a customer of 
the former concern. 

W. S. Pitcairn, well known in the crock- 
ery and glass industries of this city, is in 
Cincinnati, O., representing associated New 
York importers and leading importers of 
the Central States, at a series of confer- 
ences being held in that city. The confer- 
ences are now in progress and are being 
held for the purpose of securing united 
action in a national campaign to combat 
legislation by Congress detrimental to the 
import trade centering in New York city. 
The favor of the leading importers of Ohio, 
Indiana, Illinois, Michigan and Kentucky 
has been secured by the New Yorkers, and 
the Foreign Trade Association of this city 
also will take official action in support of 
the New York importers’ measures. 

The regular semi-monthly meeting of the 
Retail Jewelers’ Association of the Bronx 
held on Tuesday evening, May 17, proved 
an interesting and instructive gathering. The 
meeting was held at Hunt’s Point Palace, 
163d St. and Southern Boulevard and was 
presided over by M. Korsunsky, president. 
The first business of the evening was the 
awarding of prizes to the two members mak- 
ing the best window displays during April. 
A. Bluming, 808 Westchester Ave., first prize 
winner, was given a handsome smoking set, 
while J. Cheamilin, 488 Tremont Ave., sec- 
ond prize winner, was awarded a sterling sil- 
ver flask. At this meeting it was reported 
that every jeweler in the Bronx is now a 
member of the association. It was agreed by 
the members that they close their stores on 
Tuesday and Friday evenings at 7 o'clock 
all the year. During the evening A. W. 
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Wiener, one of the oldest and best jewelers 
in the Bronx, gave an interesting talk on 
“Co-operation.” The organization is now 
arranging for an outing to Bear Mountain, 
the date to be announced later. The next 
meeting of the organization which will be 
held on June 7, will be an important gath- 
ering so for this reason the president is 
urging every member to attend. Among the 
speakers who will address that meeting will 
be A, F. Hunt, manager of J. R. Wood & 
Sons; Frank D. Maher, of the credit de- 
partment of the same concern, and Mr. 
Schuberg of Oneida Community, Ltd. 


A drive in which the jewelry trade of 
New York has not made a proper showing 
so far has been the Third Annual Salvation 
Army Appeal, which is now under way in 
this city. This has been in large part due 
to the fact that the jewelry trade has not 
been organized for this purpose. In the last 
week, however, organization has been per- 
fected with a committee in charge of Julius 
Wodiska, 182 Broadway, as chairman, and 
members of the industry are asked to re- 
spond to the appeal recently sent out by 
Mr. Wodiska at the earliest possible mo- 
ment and make their checks as generous as 
possible under the circumstances. This is 
the first time that the Salvation Army has 
appealed to the jewelry trade as an industry 
and it is hoped that the responses from the 
members of New York’s jewelry district 
will be as generous in this as they have 
been in all other campaigns. 

The members of the jewelry trade of the 
uptown districts in the vicinity of 40th and 
50th Sts. and Fifth Ave. have been receiv- 
ing visits in the past week from a stranger 
whose appearance and actions excited con- 
siderable suspicion. As far as THE 
JEWELERS’ Crrcucar has been able to learn, 
however, the man succeeded in getting no» 
goods from the many dealers on whom he 
called. This man is described as about 37 
years old, of dark complexion and about 
five feet six or seven inches high. He 
speaks with a slight accent, is snappily and 
somewhat smartly dressed. He visited a: 
large number of platinum smiths, manufac- 
turing jewelers and gem dealers, to all of 
whom he simply stated that he wanted to 
buy merchandise and wanted them to sell 
for his individual account. In most cases 
the man did not pretend to be a dealer, 
though in one or two instances he described 
himself as a buyer for a St. Louis house. 
He showed little knowledge of jewelry and 
gems and his requests, as far as could be 
learned, were given practically no consid-. 
eration. He would usually say that he: 
wanted to buy something’ for himself for 
about $2,500 and when the dealer or manu- 
facturer would not give it to him, suggested 
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that he recommend some one else to whom 
he could go. In most cases he did not get 
peyond the entrance to the outside office. 

The office of the Hallam-Rice Co. has 
been moved from 15 Maiden Lane to room 
53 at 3 Maiden Lane. 

It was announced last week that Samuel 
Iskoe has sold his jewelry store at 240 Sixth 
Ave. to Jordan & Wittner. Mr. Iskoe and 
family are now planning a three months’ 
rest. At Albany, N. Y., last week, the busi- 
ness of Jordan-Wittner, this city, was in- 
corporated with a capital of $20,000. The 
incorporators are A. and M. Jordan and J. 
Wittner. 

Walter E. Hatch, for the past seven years 
local and southern representative of the 
Charles E. Hancock Co., has resigned his 
position and has entered the A. C. Stone 
Co., Providence, R. I. 

Sam L. Klein, representing Philip Klein, 
jades and Chinese novelties, San Francisco, 
Cal., is in this city on a business and pleas- 
ure trip. While here Mr. Klein is making 
his headquarters at the Pennsylvania Hotel. 

Julius Dreyfus, of R. & J. Dreyfus, im- 
porters of diamonds, 170 Broadway, left last 
Saturday on the steamship Rotterdam for 
Europe with his family. During his stay 
abroad he will visit the various diamond 
markets, including Paris, Antwerp, Am- 
sterdam and London. 

Boris N. Nelson, of the D. & N. Mfg. 
Co., Providence, R. I., was a recent vis- 
itor at the firm’s local office. Mr. Nelson 
is now in Atlantic City attending the con- 
vention of the I. O. B. A. as a delegate 
from the Providence lodge. Mr. Nelson is 
accompanied by his wife. 

A. V. Davidson, manager of the San 
Francisco office of the National Jewelers 
Board of Trade, was a visitor in this city 
last week. Last Saturday Mr. Davidson 
left for Atlantic City, N. J., and after a 
short stay there will return to the Coast. 
In speaking to a JEWELERS’ CIRCULAR re- 
porter, Mr. Davidson stated that business 
on the Coast was good, especially during 
the month of April. The inland States, he 
intimated, are not enjoying as much pros- 
perity as the Coast States just at this time. 

Jacob T. Woos, of the Abbey-Woos Co., 
49 Maiden Lane, was one of the guests at 
a testimonial dinner which was tendered to 
ex-Senator James J. Frawley at the Com- 
modore Hotel last Saturday night, where 
such notables as ex-Gov. Glynn, ex-Gov. 
Alfred E. Smith, Surrogate James A. Foley, 
Supreme Court Justice Cohalan and others 
were present. Mr. Woos, together with his 
father, George Woos, and his six brothers, 
formed a group of efficient and energetic 
workers whose assistance to the committee 
helped to make the function a big success. 

The annual field day of the Maiden 
Lane Outing Club will be held on Satur- 
day, June 4, at Eckstein’s Hotel, Four 
Corners, Staten Island, the same place 
they have held it for many years. This 
year’s committee is composed of C. A. 
Parker, chairman, F. P. Somes, S. J. 
Heiman and W. Underwood. The com- 
mittee has planned an excellent program 
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of events for which a fine lot of awards 
have been donated by the various con- 
cerns in the trade. First and most in- 
teresting of the events on the program 
is a baseball game with a silver cup as 
the award. The cup is now in the keep- 
ing of Captain Parker’s team, they hav- 
ing won it last year in competition with 
Captain Hilsinger’s team after a hotly 
contested game. Captain Bamberger’s 
team is all primed this year to make an 
effort to wrest the cup from the winners 
of last year. Another contest with a 
competitive cup for an award is the tug 
of war, and for this event Captain Len- 
hart has his team ready to defend the 
trophy which his aggregation won last 
year against Captain Kretsch’s team. 
Other events which are arousing a great 
deal of interest are quoits, sack race, fat 
man’s shoe race, a shoe race for those 
not so favored and a potato race for all 
sizes. The Maiden Lane Outing Club is 
composed of salesmen on the “Lane,” 
and these outings are looked forward to 
each year with a great deal of enthusi- 
asm. The tickets are limited to 100 and 
the limit has been nearly reached at this 
early date. Those desiring to enjoy this 
day on Staten Island should lose no time 
in procuring tickets. 


The following additional names have 
been affixed to the petitions being circulated 
in the trade, in which the signers agree to 
close their establishments all day Saturday, 
May 28, Saturday, July 2, and Saturday, 
Sept. 8: J. Mehrlust; T. C. Hudson & Co.; 
Wm. B. Durgin Co.; New Haven Clock 
Co.; Homan Mfg. Co.; Albert Lorsch & 
Co.; National Jewelers Board of Trade; 
C. G. Alford & Co.; H. F. Barrows & Co.; 
H. Nordlinger’s Sons, Inc.; Wm. I. Rosen- 
feld & Co.; Handy & Herman; Karpeles 
Co.; Myron Ulrich; H. J. Meyers; Phelps 
& Perry; Boyajian Bros.; Wm. B. Kerr 
Co.; Grace C. Watson; Mervyn S. Mack; 
J. & L. Hertzberg; Culbert Co.; Jonas 
Koch; Korones Bros.; M. & A. Rosenberg; 
Altschul Bros.; Kantor Bros.; Mantz Pey- 
ser & Co.; Herpers Bros.; John Lamont & 
Son; Leys, Christie & Co.; Henry Freund 
& Bro.; Charles Keller & Co.; Untermeyer 
Robbins & Co.; J. Hedges & Co.; John 
R. Greason & Son; J. F. Newman, Inc.; 
Julius Wodiska; Queen City Silver Co.; 
Williams Bros. Mfg. Co.; Gorham Co.; 
Metcalf & Rover, Inc.; F. Langjahr & Co.; 
Edwin C. Heathcote; John W. Block, Jr.; 
Elliassof Bros. & Co.; J. F. Mansfield; 
Mary A. Kenna; A. H. Block; Theodore 
H. Zacharian; J. A. Golby; J. M. Golby; 
Charles Armsheimer & Son; B. & L. Veit, 
Inc.; N. Maandag; M. J. Schuster; Louis 
C. Moss; A. Roseman; Scognamiglio & 
Son; Eugene Freiberger, Inc.; William J. 
Ward & Co., Inc.; Poltock & Seeler; Car- 
ter, Gough & Co.; Freudenheim Bros. & 
Levy; Zimmern, Rees & Co.; M. Bauman 
Co.; Forsythe.& Hunt; Bates & Bacon; 
Wm. R. Dutemple & Co.; Union Plate & 
Wire Co.; Alex W. Rothschild & Co., Inc.; 
Arnstein Bros. & Co.; Beckmann & Rohde; 
Edmond E. Robert; Hammel, Riglander & 
Co.; M. J. Lampert & Sons; L. H. Keller 
& Co.; Henry Zimmern & Co.; Charles S. 
Crossman & Co.; Cooper & Forman, Inc.; 
Martin Copeland Co.; George Banks; E. 
S. Hirsch; Louis Weigel ; Nathan Wallach 
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& Co.; Palmer Capron; Boesse & Co.; C. 
G. Braxmar Co.; Wm. Hobbs Clock Co.; 
Cross & Beguelin; Julius King Optical Co.; 
Charles W. Bull; Eastman & Co., Inc.; Ar- 
thur C. Cabouilliez; Benedict Bros.; Scull 
& Thompson; Milton Heyman; Walter 
Eitelbach & Co.; H. B. Peters Co.; A. R. 
Becker; Geo. W. Welsh’s Sons; Wm. E. 
Lurch; Bugbee & Niles Co.; W. G. Clark 
Co. A previous list of signers of these 
petitions appeared in these columns on May 
11. Anyone else wishing to sign these peti- 
tions may do so by calling on H. H. Dilling- 
ham, N. H. White & Co., 21 Maiden Lane; 
W. H. Tarlton, Wightman & Hough, 15 
Maiden Lane, or B. J. Hirshorn, of 
Hirshorn, Smith & Newman, Inc. 21 
Maiden Lane. 
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the jewelry trade have disclosed that, in 
their effort to sell at lower prices, manu- 
facturers and dealers have been offering 
articles of gold, platinum and silver which 
are not up to the quality stamped upon 
them, and while in many instances, the de- 
viation from the standard is but a compara- 
tively few points, this deviation will grow 
greater if competition in price is to become 
a larger factor in the selling game. The 
jeweler who for the sake of saving a few 
cents or making a little bit more profit will 
take a chance by buying articles not up to 
the standard, is running a risk that no honest 
man ought to take and one an intelligent man 
will not take. For the sake of a compara- 
tively few cents profit or a slight advantage 
over a competitior, he may place his entire 
career in danger because one complaint by 
a customer (who can prove that the article 
is not up to the quality marked upon it) 
may and probably will be sufficient to kill 
the confidence of the public in the jeweler 
accused and destroy the good will that he 
may have taken years to build up. 

That the jeweler himself may have been 
the victim of a dishonest manufacturer does 
not help him in the eyes of the public. He 
is supposed to know the quality of the 
goods that he sells and it is his own reputa- 
tion that stands behind them. The retailer 
and jobber and wholesaler who are not in 
a position to determine the quality of their 
product, must rely entirely on the probity 
of the manufacturers with whom they deal. 
Should they deal with an unknown or un- 
reliable firm simply because they get goods 
cheaper by doing so, they should realize the 
risk they run and not feel that they are 
innocent victims in case they are shown to 
have violated the law. The seeking of 
cheaper prices without assurance of quality 
is an element of criminal carelessness of 
which no honest, self-respecting or far- 
sighted dealer should be guilty, and no 
dealer should feel himself absolved because 
he thinks that a competitor has taken that 
risk and he must meet the competition. 

It is for this reason that safety and suc- 
cess lie in emphasizing the quality rather 
than price and teaching the customer the 
importance of buying honestly made and 
reliable jewelry behind which the dealer can 
properly place his reputation, his good name 
and his personal guarantee. 














Mr. and Mrs. Harry Durand, of 37 Lin- 
coln Park, have opened their Summer home 
at Elberon. 

An award of $309 has been made by Dep- 
uty Commissioner Goas of the Compensa- 
tion Bureau, to James Sharkey, 141 Bige- 
low St., employed by the Celluloid Co. He 
received sprained ankles, charged to the 
neglect of Eustice Bros., contractors. 

Miss Ruth Francis Mertz, daughter of 
Mr. and Mrs. Theodore C. Mertz, of 828 
S. 12th St., was married on Saturday eve- 
ning last to Arthur W. Barlow, son of Mr. 
and Mrs. Arthur E. Barlow of 60 Broad 
St., at the home of Mr. and Mrs. Mertz. 
The Rev. William Koellhoffer, O. S. B. of 
St. Mary’s Church, officiated. 

Alex Loeb, jeweler at 11 Central Ave., has 
offered a reward of $200 for the arrest of 
the thief who broke a window at his store 
and stole two Elk buttons, one set with three 
small diamonds in antlers or horns, and one 
set with one diamond, and one Japanese ring 
set with a green stone and bearing the ini- 
tials “W. D. S.” The plate glass window 
which was broken was itself worth $200. 

Creditors of Heyman Bros., Inc., bank- 
rupts, have been notified that the first meet- 
ing of the creditors will be held in Room 
201 Essex building, this city on June 2 at 
10 A. m. at which time the creditors may 
attend to prove their claims, appoint a trus- 
tee, examine the bankrupt and transact such 
other business as may come before the 
meeting. Charles M. Mason is the referee 
in bankruptcy in this case. 

A tricky individual, described as a Fili- 
pino, who victimized many jewelers in Ho- 
boken during the past few weeks, obtained 
a diamond ring valued at $170 in the store 
of William Adelman at 220 Washington St., 
Hoboken, and paid but $9 on the ornament 
before he got away with it. The man re- 
quested Adelman to show him the ring, 
a locket and a breastpin. He finally decided 
to take all of the articles. Telling the jew- 
eler to wrap and put them away, so that 
he could get them the next day, the stranger 
paid the deposit. While wrapping the ring 
and other things, Adelman’s attention was 
momentarily distracted. He returned and 
completed the job. The man did not return 
the following day, and the jeweler opened 
the package to find that the ring was gone. 

A thief recently entered the office of the 
Maurice Distributing Co., Room 410 in the 
Ordway building, and stole 18 dozens foun- 
tain pens, valued by Maurice Poleshuck, 
manager of the company, at $550. Mr. 
Poleshuck found the door of his office locked 
as he left it, but on entering found seven 
score of fountain pen boxes stripped of their 
pens but still containing fillers and guaran- 
ties. Neither cash till nor desks were rifled. 

When arraigned before Judge Carlton B. 
Pierce in the Union County Court at Eliza- 
beth, William Finkelstein escaped a jail sen- 
tence and got off witb a $25 fine because he 
had a good record as a soldier with British 
forces and had proved that he was honest. 
He was charged with having carried con- 
cealed weapons. Charles J. Stamler, counsel 
for Finkelstein, told the Court that his client 
was twice wounded, one scar being in the 
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head. Attorney Stamler told the court that 
Finkelstein worked for a jeweler who fre- 
quently intrusted him with jewelry of great 
value, and that the employer was in Court 
ready to testify for him, and was ready to 
take him back into his employ. 
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A large force of workmen are busy at 
the athletic grounds of the Whiting & Davis 
Co. 

Warren Willis has received a petent on 
a buckle which he has assigned to E. I. 
Franklin & Co. 

Clarence Dobra, salesman for Riley & 
French, has taken a cottage at Lake Archer 
for the Summer. 

A number of the local shops operated 
last week on a five days’ schedule, which is 
an improvement. 

The Mason Box Co. has donated a prize 
of $100 to be awarded to the winning team 
in the Twilight League. 

Frank Whiting, who for many years was 
in the employe of the Plainville Stock Co., 
died last Thursday at his home in Plainville. 

Frank Wright, who many of the older 
jewelers knew when he was clerk at the 
old Wamasutta House, died last week in 
Keene, N. H. 

Frank H. Gilbert, salesman for R. 
Blackinton & Co., was able to be out last 
Friday for the first time since his recent 
operation for appendicitis. 











J. F. Kiser, a retailer from Muncie, Ind., 
was in Indianapolis this week with the an- 
nouncement that industries were increasing 
production in his city and business is look- 
ing better. , 

Officials of the A. P. Craft Co., here, 
ring makers, say business is steady, but the 
volume has fallen off somewhat since the 
first of the year. The company is invading 
the eastern territory for business. 

An address on “Precious Stones” was 
made by F. B. Wade, head of the depart- 
ment of chemistry, Shortridge High 
School, before a meeting of the American 
Club held recently at the Lincoln hotel. A 
collection of models of the world’s most 
famous diamonds with historical incidents 
connected with each, were exhibited and 
explained to the members of the club. 

What is believed to be a gold discovery 
has been made at Shoals, Ind., by the 
Burress Gravel Co., which had just an- 
nounced operating at its deposits here. 
These deposits are said by geologists to be 
the beach of an ancient sea. Flakes of 
metal have been found in the gravel which 
respond to tests for gold, and samples have 
been sent to the sub-treasury at Cincinnati 
for analyzing. The gravel is of a quartz 
similar to that in which gold exists else- 
where. For many years flake gold has been 
panned in Morgan and Brown counties. 








G. H. Fussell has purchased the jewelry 
business of R. H. Grove, Independence, Ia. 


CIRCULAR 





May 25, 192}, 


Lancaster, Pa, 





T. Wilson Dubbs paid a visit last week 
to Hagerstown, Md. 

J. F. Apple, of the J. F. Apple Co., spent 
last week in Pittsburgh. 

It may be of interest to traveling sales. 
men to learn that Lancaster business places 
will observe Thursday half holiday, effec. 
tive from July 7 until Sept. 1, and on June 
6 the 5 o’clock closing schedule, excepting 
Saturdays, will go into effect. 

A beautiful memorial window to the 
memory of the late Mr. and Mrs. James 
Shand has been contributed by their chil- 
dren, James, William and Agnes, to the 
First Presbyterian Church. It is of favorite 
glass, illustrating ‘“‘The Sower.” The syb- 
ject is set in a Romanesque panel, decor- 
ated by a canopy of richly colored glass in- 
laid in the tracery. It was made by the 
Ecclesiastical Department of the Tiffany 
Studio, of New York. Mr. Shand died a 
few months ago, leaving his three children 
over a million and a half dollars. 

At the annual meeting of the Non-Re- 
tail Co., on May 18, the following officers 
were elected: President, Alfred W. Moyer; 
vice-president, John W. Eshelman; secre- 
tary and treasurer, Milo B. Herr—all of 
Lancaster; chairman of the board, Dr. A, 
G. Bowman; directors, H. H. Shomo, Read- 
ing; M. L. Weidman, Ephrata; Willis 
Munsser, Philadelphia. The president, vice- 
president, secretary-treasurer and_ board 
chairman are also directors. Miss. Eva 
Herr, of the office staff, visited Philadel- 
phia last week. Charles E. Foose, of the 
traveling sales force, was in Pittsburgh last 
week recovering the goods salvaged from 
his sample case, which was knocked to 
pieces in a wreck on the Pennsylvania rail- 
road several weeks ago. The contents were 
valued at $20,000, and watches were ruined 
and some diamonds lost. The Non-Retail- 
ing Co. sustains no loss, as the goods were 
insured. 

John J. Bowman, of the Bowman 
Technical School, last week made an address 
before the Horological conference at Wash- 
ington, D. C., called by the National 
Research Council of the Smithsonian 
Institute. His subject was “The Scarcity 
of Watchmakers.” Mr. Bowman had the 
pleasure of hearing Tell Nausbaum, also of 
Lancaster, speak on “The Watch Industry 
in Switzerland.” Mr. Nausbaum was form- 
erly. with the Hamilton watch factory. 
Frank J. Turton, of Bethlehem, Pa., and 
T. J. Sullivan, of Harrisburg, have entered 
the schools as students in watchmaking. J. 
H. Brubaker, now a San Francisco broker, 
a former student of the school, paid it a 
visit last week. Laban H. Funk, mechani- 
cal superintendent for the William H. Gil- 
bert Clock Co., Winsted, Conn., a former 
student, and who was head instructor of 
the United States Army School in Lan- 
caster during the war, visited the school 
last week and while there made an 
address, 








H. E. Russow, manager of the jewelry 
store conducted by Moe Finkelstein, Colum- 
bia, S. C., has sufficiently recovered from a 
recent operation at the Columbia Hospital 
to return to his home where he will re- 
cuperate, 
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Work was started this week on the re- 
modeling of the store occupied by Louis 
Esser Co., 111 Wisconsin St. Plans pro- 
vide for extensive changes which will 
further modernize this prominent Milwaukee 
jewelry store. 

The jewelers’ division of the Madison 
Association of Commerce has decided to 
inaugurate a plan for closing jewelry 
stores in that city at 6 o’clock each Satur- 
day evening during the Summer months, 
beginning June 25. 

A number of wrist watches and jewelry 
articles were stolen from the Kleist store 
at Minnesota Junction, Wis., when burglars 
broke into the establishment. The robbers 
did not tamper with the cash register or 
the safe but confined their loot to mer- 
chandise. 

Orley C. Criplean, manager of the local 
store of Olsen & Ebann, jewelers at Racine, 
has returned from a conference of branch 
managers at Rockford, Ill. Various matters 
of interest to the jewelry trade were dis- 
cussed at the meeting. Mr. Criplean will 
entertain the conference at Racine next year. 

Henry W. Rank, of the Rank & Motteram 
Co, and lecturer of the local council of 
Knights of Columbus, was a delegate of 
that body at the State convention May 
24 and 25 at Wisconsin Rapids. Mr. Rank 
is prominently identified with the Milwau- 
kee council of the order in various official 
capacities. 

Fred Wadsworth, well known in the 
jewelry trade and a resident of Waukesha, 
Wis., for 30 years until he retired some 
months ago, has gone to Fort Madison, 
Ia, where he will again engage in the 
jewelry business. Mr. and Mrs. Wads- 
worth have moved to Fort Madison and 
will make their permanent home in that 
city. 

Milwaukee jewelers, who are active ad- 
vertisers and interested in advertising, are 
co-operating with the Milwaukee Associa- 
tion of Commerce in its campaign to repre- 
sent this city at the annual convention of 
the Associated Advertising Clubs of the 
World at Atlanta in June. A large number 
of delegates will represent Milwaukee in an 
effort to secure the 1923 convention for 
Milwaukee. - 

Mr. and Mrs. Louis Bunde have left for 
Pine Lake where they will occupy their 
country home for the Summer. The mem- 
bers of the Summer colony among Mil- 
waukee jewelers are preparing to open 
their homes within the next few weeks. 
William Upmeyer, who also has a Summer 
place at Pine Lake, on a recent trip out 
found that wild ducks had laid a number 
of eggs in a nest built in one of his boat- 
houses. Both Messrs. Bunde and Upmeyer 
are members of the local retail firm of 
Bunde & Upmeyer Co. 

Sheriff Wilkie of Green Lake County, 
Wis., has offered a reward of $50 for arrest 
or information of Frank Miskey, wanted 
in connection with the recent robbery of 
the Heaney Jewelry Store at Berlin, Wis. 
Miskey recently sawed his way out of the 
county jail and liberated at the same time 
Tom Kruske, who was held on the same 
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charge. Upwards of $800 worth of jewelry 
was stolen from the Heaney store on the 
night of March 21. Half of the loot was 
recovered when Miskey confessed to the 
robbery, telling that Kruske was implicated 
with him and revealing the hiding place of 
the stolen property. At the preliminary 
hearing both men were bound over for the 
June term of Circuit court and in default 
of bail fixed at $2,500 each, Miskey and 
Kruske were taken to the county jail. They 
escaped during the evening of May 5. 
Kruske returned the next day and gave 
himself up to the sheriff. 
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Aaron McConnell, Harrison, Ind., spent 
Wednesday here. 

Casper Fenzel, Middletown, O., made a 
one day trip to this city last week. 

P. E. Smith, Bedford, Ind., was the guest 
of the D. Jacobs Sons Co. during the week. 

Jacob Frohman entertained Ben Trauer- 
man, Jacksonville, Fla., during the latter’s 
ten day stay in this city. 

Gus Peck has left for an eastern trip 
and expects to be away three or four 
weeks, all depending upon how he finds 
business in that territory. 

Frank Fullilove, Owenton, Ky., and Mr. 
Beinstein, head of Beinstein & Co., Lancas- 
ter, Ky., were callers at the office of Green- 
wold, Hirsch & Grift recently. 

George Detmering returned Thursday, 
May 19, from a road trip and brought en- 
couraging report of business conditions in 
his territory to Joseph Noterman & Co. 

Mayo and Clarence Loeb left Wednesday, 
May 18, for short business trips and as 
early as Friday they had reported finding 
business good at places where they had 
called. 

Joseph Noterman and his son, Edgar 
Noterman, spent several days at the Knights 
Templar conclave at Mt. Sterling, Ky., dur- 
ing the week when Kentucky Knights met 
for their annual meeting. 

Edgar P. Nash is waiting to find out 
what disposition the new owner is going 
to make of his location at 1437 Vine St., 
the property having been sold recently te 
Nicholas Malas, candy manufacturer. 

The election of officers of the Associated 
Manufacturing Jewelers will be held at the 
Business Men’s Club Thursday, May 26, 
instead of May 12 as originally set. J. C. 
Miller is head of the organization now. 

E. A. Frommeyer returned Tuesday, May 
17, from a buying trip in the east and plans 
were made immediately to send all road 
men of Klein Bros. Co. out on the road 
with the new Fall lines about June 1. 

Abe Rosenbaum, proprietor of the 
American Jewelry Co., reported Friday to 
the police that a man had given him a 
check for $192 in payment for a diamond 
ring, that proved worthless when it was 
returned from the bank. 

Eli Gutmann, head of the outing com- 
mittee of the Wholesale & Manufacturing 
Jewelers’ Association, has selected the date 
for the annual outing but is keeping it a 
secret until the announcements are ready 
for distribution. They will be mailed about 
June 1. 

Retailers handling silver plate have been 
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exceedingly busy during the past week dis- 
posing of presents which have been pur- 
chased for June weddings. The business 
has been brisk and evenly distributed 
among the retail stores in the downtown 
district. 

George H. Newstedt reported Thursday 
to the police that a young man representing 
himself to be a prospective customer, had 
only been gone a few minutes from his 
store after he had looked at diamond rings, 
before he missed a $400 diamond ring from 
the stock. A good description of the man 
was given the authorities. 

The employes of Cohn, Hahn & Newstedt 
were the guests of William Thelen, 
house salesman, Wednesday evening, May 
18, when he opened his new home which 
he had just purchased. The guests retal- 
iated before the evening was over by pre- 
senting their host with a silver service as 
an evidence of the esteem in which he is 
held by them. 








New Enterprises. 





Ed. Arnold will start in business at 
Lakefield, Minn. 

Carl Offenbeck will open a store at 
Fond du Lac, Wis. 

A. S. Black has engaged in the retail 
jewelry business at Oliver, Minn, 

Charles Hall has purchased the jewelry 
store of P. C. Galbraith, Stayton, Ore. 

Francis W. Stoneburg has engaged in 
the jewelry business at Cambridge, Minn. 

C. W. Uffenbeck is opening a store at 
Fond du Lac, Wis. 

A. Lax has opened a retail jewelry 
store at 2230 1th St., Philadelphia, Pa. 








National Jewelers Board of Trade Adopts 
Resolutions of Respect Upon the 
Death of Benjamin F. Rees 


At a recent meeting of the board of di- 
rectors of the National Jewelers’ Board of 
Trade held at 15 Maiden Lane, a resolution 
was adopted expressing the regret of that 
body over the death of Benjamin F. Rees, 
of Zimmern, Rees & Co. Mr. Rees passed 
away on March 11. 

Following is the resolution adopted: 


Whereas: The board of directors of the National 
Jewelers Board of Trade has learned with profound 
regret of the death of Benjamin F. Rees; and 

Whereas: Through his congenial character, his 
unquestioned integrity, his desire to serve his 
industry, and many other admirable traits, he 
enjoyed the fullest esteem and confidence of all 
his fellowmen; therefore be it 

Resotvep: That in the death of Benjamin F. 
Rees. the National Jewelers Board of Trade and 
the jewelry industry has lost one of its valued 
and highly respected members; and therefore be it 

Resotvep: That this board of directors of the 
National Jewelers Board of Trade as a tribute 
of respect extends to his bereaved family its sin- 
cere sympathy and that we herewith order a 
copy of these resolutions spread upon the records 
of this board. 








The city council at Richmond, Ind. a 
few days ago defeated an ordinance that 
called for the daylight saving time in that 
city. The council tied on the proposition 
and Mayor Zimmerman cast the deciding 
vote against the question. Quite a few 
cities and towns in Indiana, Ohio and Ken- 
tucky have adopted the daylight saving 
time, while on the other hand quite a few 
towns and cities have rejected the plan. 
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Chicago Notes. 





Mr. Isaacs of the Isaacs-Kahn Co., S. 
Wells St., just returned from the eastern 
markets. 

William Law, representing Bliss Bros. 
Co., Attleboro, Mass., called on the trade 
here last week. 

Mr. Mish of Henikoff & Mish, 125 S. 
Market St., returned last week from the 
eastern markets. 

Frank F. Hartshorn, Columbus Memorial 
building, returned last week from a trip 
through the middlewest. 

E. L. Badgley, representing the S. O. 
Bigney Co., returned last week from a 10 
days’ trip through the northwest. 

George Thorpe of Sioux City, la, ac- 
companied by his daughter visited the trade 
and friends last week here. 

Fred Longden of Bouchard-Longden- 
Geier Co., returned last week from a trip 
through the middlewest cities. 

Mrs. A. Czischki, 3402 W. North Ave., is 
retiring from the retail jewelry business, and 
is now having an auction at her store. 

Fred Hunt and William Schwab of J. R. 
Wood & Son, New York, spent a few days 
last week transacting business in Chicago. 

H. A. Arens, Chicago manager of the 
American Silver Co., returned recently for 
a two weeks’ trip through the middlewest. 

C. A. Rogers, Chicago manager for 
Iron & Russell Co., left last week on a 
trip through the north and middlewest ter- 
ritory. 

Mr. Seligman of the Seligman Jewelry 
Co., Seattle, Wash., spent a few days here 
last week visiting his relatives, en route to 
the east. 

J. T. Edwards, representing the Simons 
Bros. Co., recently returned from a four 
weeks’ trip northwest, south and eastern 
territory. 

Ralph Jacobsen of Otto Kraus & Co., 
3009 S. 22d St., Columbus Memorial build- 
ing, returned last week from a trip through 
Michigan. 

Julius Finkenstein has been added to the 
sales force of Solomon & Co., 8 S. Dear- 
born St., and will visit the trade in Chi- 
cago and vicinity. 

M. B. Felsenthal, representing the M. S. 
Rodenberg Co., returned last week from a 
three weeks’ trip through the eastern and 
central west territory. 

Charles Miller, president, and F. C. Beck- 
with, vice-president of the Hamilton Watch 
Co., Lancaster, Pa., spent a few days here 
last week transacting business. 

I. S. Richter and E. S. Heller, Heyworth 
building, returned last week from a trip 
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through the middlewest, where they have 
been calling on the jobbing trade. 

Edgar A. Libbing, formerly associated 
with Odells, Inc., Quincy, IIl., spent several 
days here last week. Mr. Libbing has not 
decided what his future connections will be. 

Rud Noel left last week to attend the 
Elks’ State Association convention to be 
held at Belleville, Ill, May 31, June 1 and 
2, as he was appointed one of the dele- 
gates. 

D. J. Fried Jewelry Co., manufacturers 
formerly located in room 601 Columbus 
Memorial building, are now located in their 
new enlarged quarters on the 13th floor of 
the same building. 

Charles F. Baumrucker of Jones & 
Baumrucker Co., Columbus Memoria! 
building, returned last week from their 
Joliet store where he has been taking in- 
ventory and replenishing the stock. 

Keller & Kowalski is the title of the new 
store about to be opened at Decautur, Ind. 
Both men visited the Chicago market last 
week purchasing their stock, etc. They 
formerly resided at Fort Wayne, Ind. 

C. W. Uffenbeck, formerly connected 
with J. P. Hess Co., Fond du Lac, Wis., 
spent a few days here last week purchasing 
stock and equipment for his new store 
which he expects to open in Fond du Lac, 
shortly. 

W. W. Dale, who retired from his busi- 
ness at Sullivan, Ind., last Fall to go to 
California and open a store, returned to Chi- 
cago last week and told his friends he could 
find no location there and was looking for a 
location here. 

George Goldman of L. Goldman’s Sons, 
Kansas City, Mo., spent most of last week 
in Chicago visiting friends in the trade 
here. Mr. Goldman is well known in Kan- 
sas City as a jeweler but is better known 
as the drum major of the Shrine band in 
that city. 

E. H. Levy of S. C. Powell & Co., New 
York; J. Arthur Rogers, diamond dealer of 
New York; George Hirsch, diamond dealer, 
New York; Charles McConnell of the Mer- 
iden Britannia Co., and B. S. Felvey, rep- 
resenting the (1847) silver line, spent a few 
days in Chicago last week. 

J. R. Delaplain, formerly of Marion, 
Kans., has been in Chicago for the past few 
weeks. Mr. Delaplain and family will 
leave in a few days for California, driving 
through in his automobile. He, was in 
Chicago getting acquainted with the line 
and will represent C. & E. Marshall Co. on 
the Pacific Coast, making his »home in 
southern California. 


May & Malone have presented the Fire- 
men’s Base Ball team with a sterling silver 
trophy cup, which will be given to the win- 
ning side, during the week the Pageant of 
Progress takes place. The game will be 
played at the Lake Front, and the Chicago 
team will play the New York Firemen’s 
Team. The trophy will be known as the 
“May & Malone Trophy.” 

Iver Erickson, formerly from Lemont, 
Ill., was arrested one day last week while, 
it is alleged, he was attempting to dispose 
of some jewelry. Erickson, aged 19, has 
been employed in the shipping room of 
Benjamin Allen & Co., for several weeks 
and certain things caused suspicion to be 
directed his way. It is alleged that the 
jewelry was identified as coming from the 
store of Benjamin Allen & Co. 

Louis Goldman, attorney for the Chi- 
cago Jewelers’ Association, filed a petition 
in the District Court here last week on 
behalf of creditors asking a receiver for the 
business of George A. Johnson trading as 
George A. Johnson & Co. at 1547 N. Wells 
St. this city. The petition alleges that 
the assets are less than $5,000 and the debts 
in excess of $15,000. The petition also 
states that about April 5 Johnson left for 
parts unknown and has not been heard 
from since. For these and other reasons 
the receiver is asked. 

Despite the efforts of Chief of Police 
Fitzmorris and others to keep men with 
long criminal records behind the bars, 
Martin Sicks, better known as “Big Six,” 
gained his liberty on a writ of supersedeas, 
pending decision by the supreme court. 
Last February Sicks was convicted of par- 
ticipating in the $125,000 Heller-Rose Co., 
jewelry robbery and was to serve from one 
year to life. He was captured almost two 
years after the robbery, which occurred in 
January, 1918. The seven other men indicted 
with Sicks have never been tried. 

A new variety of bandits developed here 
recently is known as the “vestibule” bandit. 
One night last week when Miss Josephine 
Botkowsky accompanied by her fiance re- 
turned to her home after the theater they 
met one of the gentry in the vestibule of 
her parent’s apartment at 5226 S. Michigan 
Ave. Money and valuables exceeding $8,- 
000, including her engagement ring valued 
at $6,000, were taken. Miss. Botkowsky is 
the daughter of Mrs. Sadie Botkowsky, 
who continues the business of the late Sam- 
uel Botowsky at 3635 S. Halsted St. 

John H. Nickell and his wife, manufac- 
turer in the Stewart building, returned 
recently from a trip through the east, where 
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they were celebrating their 25th wedding 
anniversary with relatives and friends. 

R. Tetlow, of the Parks Bros. & Rogers, 
Providence, visited the trade here last 
week. 

John B. Warren of the Elgin National 
Watch Co., left last week to call on his 
trade in Cincinnati. 

H. M. Stewart, representing the Alvin 
Silver Co., left last week for a short trip 
through the southwest. 

W. McKay, representing the Waite- 
Evans Co., Providence, R. I., spent a few 
days here last week calling on the trade. 

L. A. Heil, secretary-treasurer of the 
Heil-McClimans Co., left last week to at- 
tend a family reunion at Cincinnati, O. 

David Holtz, wholesale dealer in dia- 
monds, has moved from 903 to 601 Mallers 
building, where he will have a nicer loca- 
tion. 

S. N. Sager of the California Jewelry & 
Novelty Co., Masonic Temple, returned 
fast week from a successful eight weeks’ 
Coast trip. 

Fred L. Goddard, secretary-treasurer of 
the Jewelers’ Protective Union, New York, 
spent a few days here last week calling on 
his friends. 

Holsman & Co., 210 W. Madison St., has 
incorporated the business which will here- 
after be known under the name of the 
Holsman Co. 

Louis H. Green, representing the Charles 
E. Hancock Co., accompanied by his wife, 
left last week for Providence to visit the 
factory and relatives. 

A large plate glass on the top of one 
of the show cases of the L. E. Waterman 
Co. was broken when someone pushed it a 
little and caused it to fall into the inside. 

J. B. Miller of the Brun-Mill Co., Pitts- 
field, Ill., was in Chicago last week on his 
way home after completing a business trip 
to all jobbing centers of Canada and the 
northwest. 

Warren Schimpf has been appointed as- 
sistant buyer for “The Fair,” and _ will 
succeed W. J. West. Mr. Schimpf has been 
in the watch and diamond department for 
a long time. 


Friends of George M. Stein, diamond 
buyer for Hyman & Co., are glad to learn 
that he is speedily recovering from his op- 
eration. Mr. Stein expects to spend the 
Summer in New England and return to his 
desk about the first part of September. 

Word was received in Chicago last week 
that Frank Morgan, who is making a trip 
through the middle west territory for J. F. 
Sturdy’s Sons Co., was robbed while in 
St. Louis. His room at the Statler hotel 
was entered and about $3,000 worth of 
merchandise taken from his sample cases. 

Clarence Olson and C. K. Ebann returned 
last week from Michigan City, where they 
commenced arrangements for the opening 
of their 14th store. They expect to open 
about July 15. This same firm has taken 
on two extra rooms in the Republic build- 
ing, so as to take care of the expansion 
of their business. 

Among the buyers here last week were: 
Mr. Fox of Fox & Farrel, Muskegon, 
Mich.; Frank C. Linn, Roberts, Ill.; Mr. 
and Mrs. Jack Tobin, Ironwood, Mich.; 
Carl L. Markert, Wilmington, IIll.; F. E. 
Carlson, Kewanee, Ill.; A. L. Haman of 
A. L. Haman & Co., St. Paul, Minn.; J. E. 
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Errickson of L. F. Dresser, Michigan City, 
Ind. 

The firm of C. D. Peacock has secured 
a new lease from the heirs of Lucy R. Rowe 
on the four-story building at the northeast 
corner of State and Adams Sts., 76 by 144 
feet, at an annual net rental of $105,000 or 
$2,625,000 for the term. The former lease 
has been cancelled. This action follows a 
long controversy in which many experts 
testified. 

John T. Montgomery, chairman of the 
Golf Committee of the Chicago Jewelers’ 
Association, has called the members for a 
meeting on May 26, at which time plans 
will be formulated for the first golf tourna- 
ment which will be held the last of June 
at the West Moreland Country Club. 
Other members of the committee are Wil- 
liam F. Juergens, Charles T. Ross, William 


F, Drexmit, F. W. Hoefer, M. J. Kelly’ 


and G. V. Dickinson. 

J. C. Donnelly of Thomas N. Donnelly 
& Co., 24 N. Dearborn St., had his car 
parked in front of his home, 3926 Grand 
Blvd., one evening last week, when it was 
stolen by three thieves, named Burke, Kelly 
and Stewart. The trio held up _ eight 
people that evening before they were cap- 
tured and arrested. The thieves are held 
over to the Grand Jury awaiting trial. Mr. 
Donnelly succeeded in getting his car re- 
turned to him when the arrest was made. 

Charles L. Van Vliet, representing Henry 
W. Fishel & Sons, New York, while active 
enough in the day, has demonstrated he is 
a good sleeper at night. At Omaha one 
night last week while he was dreaming of 
the orders he would get the next day 
thieves entered his room and not only car- 
ried away all his money but his keys so the 
next day he could not even show his goods. 
His wallet, keys and a purse were found in 
the linen room of the hotel. His loss con- 
sisted of about $175 in money and some 
valuable’ papers. 

The business of the Nelson & Tuttle Co., 
31 N. State St., has been reorganized and 
re-incorporated under the name of Nelson, 
Spencer & Co. The capital stock remains 
the same, $100,000, but is now fully paid as 
additional capital has been paid in. The 
The concern has_ secured the manu- 
facturing rights for an electrical appliance 
to be used in the jewelry business and will 
equip a factory at Cornelia and Sheffield 
for the manufacture of this appliance. The 
wholesale jewelry business will be con- 
ducted as formerly with offices in the 
Columbus Memorial building. The device 
which the concern will place on the market 
eliminates gas flame in repairing jewelry 
and makes it possible to repair the jewelry 
without removing stones. 








Aerial transport of diamonds is contem- 
plated in the Belgian Congo by a mining 
company in which American interests are 
largely represented, according to African 
advices. The mines concerned are at 
Djoko-Punda, in the Kasai Province. At 
present the journey by boat along the Kasai 
and Kinshasa, a distance of 500 miles, occu- 
pies 35 to 40 days. By the use of airplanes 
it is expected to accomplish the trip in 
about two days. The present output of dia- 
monds from the Kasai fields is reported to 
be 250,000 carats a year. Exploitation of 
the fields began in 1908. 
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Pacific Coast Notes. 


The Burnett Bros., jewelers of Tacoma 
Wash., have moved to a fine new establish. 
ment at 932 Broadway. 

E, R. Sawyer, of Santa Rose, is moving 
into a handsome new store. A feature of 
the place, which gives much satisfaction 
to its proprietor, is a burglar-proof vault, 
8 by 10 feet. 

Much interest is felt in Selma, Cal., in 
R. R. Young who is opening a little watch 
repair shop. He is 72 years of age and, 
for the past 15 years, has suffered from a 
paralysis of the lower limbs, pronounced 
incurable by doctors. His one fear is that 
the stiffening malady may reach his hands, 
yet his cheerfulness brings the public to his 
place. Young lost a fortune in the San 
Francisco fire. 

Three places in Independence, Ore., will 
probably be shunned by “yeggs” who do not 
include gas masks in their outfits. The In- 
dependence National Bank, Farmers’ State 
Bank and the jewelry store of R. L. Kul- 
lander have all been equipped with poison 
gas. Several sealed bottles of a fluid which 
generates a deadly poisonous gas are at- 
tached to the insides of the vaults and safes 
while notices, without, tell the “yegg” what 
to expect. 

A woman bandit, aided by a man, robbed 
A. Volchak, Seattle, Wash., jeweler recently. 
Volchak was alone in his store, in the morn- 
ing, when the pair entered. He was in- 
duced to go to the rear of the store to show 
the man the location of his telephone. When 
he turned to go back, the woman, pistol in 
hand, cried “Hold ’em up.” He did. The 
robbers got away with $1,000 in jewelry and 
$150 in cash. Volchak describes the man as 
being 10 years older than the woman who 
was a blonde of about 25. 








San Diego, Cal. 


News has reached here that Mr. Snyder, 
formerly in the jewelry business in River- 
side but who moved to San Diego about two 
years ago, was drowned recently at Panama. 
The report states that he had arrived in port 
there ‘by steamer and while the steamer lay 
at anchor he started ashore in a row boat 
and was capsized. He leaves a widow in 
San Diego and a brother, A. O. Snyder, who 
is a jeweler at La Jolla, a small town 15 
miles north of San Diego. 

Leo Schiller, San Diego, was victimized 
recently by an exceptionally clever pair of 
swindlers. A well-dressed man and woman 
came into his store and after spending an 
hour or more, it is reported, examining 
diamonds, selected one valued at $950. The 
man then offered a New York draft for 
$1,000 in payment. In order to assure Mr. 
Schiller of the validity of the draft he 
showed, among other things, an identifica- 
tion card bearing his photograph and sig- 
nature. He said he would have to leave the 
city that night and would have to use the 
draft or not make the purchase. As there 
was nothing to arouse suspicion that the 
draft was not good he was allowed to take 
the gem and was given $50 cash. It de- 
veloped later that the identification card 
and other documents as well as the draft 
were all forgeries. So far as known no 
trace of the swindlers has been found. 























Cleveland, 0. 





A. Conn, auctioneer, is conducting a 
add for W. A. Reith, at Elyria. 

Webb C. Ball, head of the Webb C. Ball 
Co, and Mrs. Ball, were expected back 
from California the latter part of May. 

The Brotherhood Watch & Jewelry Co., 
long associated with the corner of Euclid 
Ave. and E, 9th St., by railroad workers 
from all parts of the country, has taken 
new and handsome quarters at 1918 E. 6th 
St, which is considered by some to be 
even more centrally located for the busi- 
ness in Which this firm specializes. 

Business with nearby out of town 
jewelers continues good, according to those 
visiting Cleveland recently. Among them 
have been John Austin, Geneva; George 
High, Medina; C. W. Jelliff, Mansfield; 
Ralph Raphael, manager of the Jeffrey 
Jewelry Co., Chicago, brother of Jack 
Raphael, of Roberts & Company, of this 
city. 

Robbery business in the Cleveland district 
appears to be on the wane, first because 
jewelers are more careful in leaving their 
goods displayed; second, probably because 
bandits are taking fewer chances. Only two 
depredations are to be reported recently, 
the robbery of the Gilger Co., at Norwalk, 
where $150 in jewelry was taken after a 
brick was thrown through the window, and 
that of the Herman Jewelry “Co., at 
Sandusky for a similar amount. It is be- 
lieved that the same band robbed both 
stores, as the one was entered a few hours 
after the other. In both instances the 
bricks were thrown from passing automo- 
bile, which hardly stopped while the 
thieves who did the actual work leaped 
to the windows, took the goods and re- 
entered the car again. 

Significant information regarding the 
jewelry situation abroad is brought first 
hand to Cleveland by Jack Raphael, man- 
ager of Roberts & Co., who took a two 
months’ vacation to visit friends and rela- 
tives in England, and also to look over 
the diamond market there. Mr. Raphael 
intended to go to the Continent, but found 
the ways and means of getting there too 
much tangled up in red tape. “The out- 
standing feature of the jewelry situation in 
England as I saw it,” says Mr. Raphael, 
“is the almost total absence of high grade 
merchandise, particularly diamonds, from 
the market, and the larger amount of cheap 
goods that can be had. The talk about 
diamonds depreciating here holds no water 
over there. In fact good diamonds appear 
to be scarcer than ever, and higher than 
ever. Those who have them are hanging 
on to them. But the inferior stones are to 
be had in large quantities, and at astonish- 
ingly low prices, but there are no takers. 
I had intended to bring back a considerable 
quantity of diamonds for our stores here, 
and examined more than 5,000,000 pounds 
worth of stones. In none of these lots 
could I pick out a sufficient quantity of 
flawless stones to make a worth while pur- 
chase. There were no perfect diamonds in 
that whole big lot. Conditions abroad are 
no different than they are here. There is 
plenty of labor unrest at the present time. 
Labor seems to have benefited by the war 
as well as has labor here. Spending has 
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been in order, just as it has been here. 
Friends in the jewelry trade told me they 
have been doing big business, like we have 
in this country. The turn of the tide ap- 
pears to be starting in England as in 
America, but everybody seems contented 
with that state of affairs. The thing that 
seems to impress the folk over there most, 
and of course it was even more interesting 
to me, was the influx of old mine cut 
diamonds from Russia, supposed to be 
brought in by the Bolshevists. At first 
these diamonds found no sale at all, but 
more recently they are being recut, and in 
that way are being disposed of.” 





Minneapolis. 


C. O. Nygaard, Litchfield, Minn., and C. 
B. Adams, Watertown, Minn., were recent 
visitors in Minneapolis. 

N. C. Clemmensen, Long Prairie, Minn., 
was in Minneapolis recently to take a 
Shriners degree at the Minneapolis Masonic 
lodge. . 

Elmer C. Mathis, Marshall, Minn., was 
in the city a short time ago visiting his 
wife, who is a patient in one of the Minne- 
apolis hospitals, 

Olaf Neset and family, of Thief River 
Falls, Minn., who have been confined with 
smallpox for the last few days, are now 
in a convalescent stage. 

Funeral services for Mrs. Rose Lang, of 
Mankato, Minn., who died at Rochester, 
Minn., May 5, were conducted at Mankato, 
May 11. Mrs. Lang had active charge of 
the George H. Lang retail jewelry store at 
Mankato since the death of her husband, 
George H. Lang, a number of years ago. 
Mr. Lang was one of the pioneer jewelers 
of Mankato and was at the time of his 
death one of the oldest jewelers in the 
State. ‘ 

A meeting of the Minneapolis Retail 
Jewelers’ Club took place at the Dyckman 
Hotel, May 17. The main topic of discus- 
sion centered around an article on the re- 
duction in the price of diamonds which 
appeared in one of the local dailies. A 
committee was appointed to interview the 
editor of the publication regarding the ar- 
ticle, which the members declare exagger- 
ated the drop in the prices of these gems. 
A feature of the gathering was an illustrated 
talk on color in its relation to diamonds 
and other precious stones by Judson R. 
Towne, instructor of physics in East High 
School of this city. 

Friday, the 13th of May, was truly an 
unlucky day for E. A. Feinberg, of this 
city. Smashing the display window with a 
brick covered with a newspaper, thieves 
seized nearly $2,000 worth of jewelry from 
the store at 1 a. mM. The loot consisted 
mainly of watches, rings and scarf pins. 
Several pieces of jewelry were overlooked 
by the bandits when they were frightened 
away by patrolman A. J. Benjamin, who 
heard the crashing of glass caused by the 
breaking of the window. No trace of the 
robbers has been found up to the present 
time. A number of the boxes and cases 
containing a part of the loot was discovered 
by detectives in an alley in the rear of the 
store a few hours after the robbery. The 
loss was partly covered by insurance, ac- 
cording to Mr. Feinberg. 
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The Hendler Jewelry Co., located in the 
Arcade building, opened an optical depart- 
ment a few days ago. The optical depart- 
ment fixtures match the fixtures of the 
jewelry department and it is equipped with 
everything required. There was a grand 
opening on Saturday night, May 14, and 
each visitor was presented with a flower. 

Jack Grosse, of the Hess & Culbertson 
Jewelry Co., won the “Selling-Your-Own- 
Line” contest presented by the Optimist 
Club at its luncheon at the Hotel Statler, 
recently. Each member of the club who 
entered was allotted three minutes in which 
to present the virtues and vicissitudes of 
his particular line of business and the con- 
testants were judged upon speed and 
quality of their discourse. The first award 
was 60 gallons of gasoline. The judges in 
making .the awards, announced that Mr. 
Grosse had won because he declared that 
his real “line” was making the forthcoming 
excursion to the international Optimist 
Clubs’ convention at Springfield, Ills. a 
success. 





Omaha. 





T. L. Combs & Mazer Co., jewelers at 
1520 Douglas St., this city, were robbed of 
$400 worth of jewels on display in the show 
window one night last week. The thief 
broke the window: to get at the display, 
but even then did not take all the articles 
in the window. It is thought that he was 
afraid to break any more glass to reach 
farther for fear of arousing police in the 
neighborhood or arousing suspicion from 
other quarters. The articles taken were 
small watches, a diamond ring worth 
$120, a pearl bead necklace worth $150, 
and some small pins, etc. 

Substantial praise was given certain 
jewelry window displays of Omaha in an 
editorial in a recent issue of the Retailers’ 
World-Herald, a_ retailers’ newspaper 
issued by the Omaha World-Herald. In 
an editorial entitled “Windows Earn 
Their Keep,” this paper said, among 
other things: “Much favorable comment 
was created in Omaha recently by the 
handsome display made by the Albert 
Edholm Co. when fresh red rose petals 
were scattered in the window and a 
handsome diamond tossed into the con- 
cave surface of each petal. Nor has’ the 
public forgotten when T. L. Combs dis- 
played a great vase of American Beauty 
roses in the window with a beautiful 
diamond half hidden in the heart of 
every rose. This combination of roses 
and diamonds brings together the most 
highly admired species of the flower 
kingdom and one of the: most highly 
prized gems known.” 





Simon S. Bonnett has opened a new 
jewelry store at 610 Charlotte St., Utica, 
N. Y. Mr. Bonnett is a young man who 
has been employed as a salesman in local 
jewelry stores in this city for a number of 
years. 
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David Wolfson, until recently a Los An- 
getles manufacturing jeweler, has opened 
a shop in Santa Ana. 

Sidney Rinds, representative of Alfred H. 
Bullion, San Francisco, was here recently 
on his way to his home in Denver. 

Clarence H. Blake of the diamond depart- 
ment of Brock & Co., is away from the 
store for a vacation during the month of 
May. 

Jas. D. Bridges, of the Los Angeles office 
of the International Silver Co., has arrived 
home after a business trip of several weeks 
to Honolulu, Hawaii. 

Wm. Fulton, Julius Wise and J. King, 
all manufacturers’ agents with headquarters 
in San Francisco, have been spending a 
few days here on business. . 

F, A. Priesmeyer, manager of S. Nord- 
linger & Sons, has gone to Catalina Island 
on a fishing trip. He is accompanied by 
his wife and expects to be gone about a 
week. 

Paul D. Walsh, president and manager 
of the wholesale firm which bears his name, 
reports that his traveling salesmen have 
been fortunate in securing a liberal amount 
of Spring business. 

G. Chooluck, 910 Title Guarantee build- 
ing, has given up his business and sold most 
of his stock. He has an attractive busi- 
ness opportunity open for him in New York 
and intends to move to that city. 

E. C. Marliave, field secretary for the 
California Gold and Silversmith’s Associa- 
tion, is spending the month of May in south- 
ern California and will visit all the larger 
towns in this section in the interests of the 
association. 

Mrs. John L. Shepherd, widow of Col. 
Shepherd, visited Los Angeles last week 
and spent a day with Mr. and Mrs, H. 
Victor Wright at their home in Glendale. 
She will probably remain in Pasadena for 
some time longer. 

The young ladies in the employ of the 
E. W. Reynolds Co. enjoyed a delightful 
outing together on Saturday afternoon and 
Sunday at Hermosa Beach, about 25 miles 
from Los Angeles. Many of them spent 
some time bathing in the surf. 

Edward Peterson, 817 W. 3rd St., is home 
after a very pleasant automobile trip with 
his wife to San Francisco. Herman Peter- 
son, his nephew, who has been in the store 
with him for some time past, had charge of 
his business while he was away. 

C. F. Sischo, senior member of the firm 
of C. F. Sischo & Sons, and his son, Carl 
Sischo, accompanied by their families, spent 
the week-end on a trip by automobile to 
Palm Canyon on the edge of the desert about 
115 miles from Los Angeles. They took a 
camping outfit and a supply of food and 
slept and ate in the open air. 

There was a good attendance at the last 
monthly meeting of the Jewelers’ Crafts 
Association and there was a discussion of 
various matters of interest to members. E. 
Liebert, 328 Douglas building, a manufac- 
turing jeweler, was received into member- 
ship. It was decided to hold an outing 
and picnic a little later in the season. 
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Robert H. Gilmore, traveling representa- 
tive for C. F. Sischo & Sons, wholesalers 
of jewelers’ supplies, is home from a trip 
through Arizona and New Mexico. While 
he did not find business especially brisk his 
trip was a satisfactory one. He visited the 
Imperial Valley on his way back and found 
conditions there gradually improving. 

O. S. Balzer, manager of the jewelry de- 
partment of Hamburger & Sons, reports a 
noticeable improvement in promptness of 
delivery here of goods from the eastern fac- 
tories and wholesale houses. Not only are 
orders filled more promptly but the rail- 
roads are delivering the goods in less time. 
He has recently received freight shipments 
from New York in 16 days. 


Most of the leading retail jewelers of 
Los Angeles have decided to close their 
stores at 12.30 p. mM. on Saturdays during 
June, July, August and September. The 
Donavan & Seamans Co., however, will 
close at that hour during July and August 
only. This arrangement was made amicably 
among the members of the Gold and Silver- 
smiths’ Association in this city. 

E, N. Whittemore, who was for some 
time in the store with his father, E. F. 
Whittemore, was married recently to Miss 
Eunice Lloyd of this city. The young cou- 
ple have established their home at La Habra, 
a small town about 20 miles from here in 
a rich orange-growing district. They were 
given a surprise party Saturday night by 
about 20 of their friends from Los Angeles, 
who drove out in autos. 

Many men working in jewelry manufac- 
turing concerns conducted on the open-shop 
plan have received letters recently urging 
them to become affiliated with the union. 
Apparently, however, this movement is not 
being given much encouragement. The 
men in the open shops seem to be well satis- 
fied generally and some of them have vol- 
untarily expressed to their employers de- 
cided opposition to this propaganda. 

Following are the names of some of the 
out-of-town jewelers who have béen in Los 
Angeles recently: C. E. Miller, Van Nuys; 
Walter E. Lawrence, Burbank; Geo. L. 
Dietrich, Fullerton; C. J. McCormick, Re- 
dondo; J. H. Padgham and Wm. Lorenz, 
Santa Ana; C. E. Perham, San Pedro; 
O. O. Dreyer and Wallace Hauk, Long 
Beach; Raymond Finch, Covina; C. O. Ar- 
nold, Mrs, Smith of the Smillie-Phillips Co., 
Pasadena; W. G. Barks, Monrovia; Mrs. 
Eacrett, Mrs. W. D. Smith and Mrs. J. O. 
McClintock, Hollywood; Walter Ziesche, 
Lompoc. 


The window of the Abbey Jewelry Co., 
515 S. Broadway, was broken early in the 
morning a few days ago and goods of a 
value reported to extend into the thousands 
were taken. The discovery of the burglary 
was made by a police officer who found the 
window broken and through John Silver, 
an employe of the store, notified Oscar 
Gubin, the manager. Pieces of glass bear- 
ing fingerprints were found and were ex- 
amined by experts and it is hoped the iden- 
tity of the burglar or burglars may thus be 
established, but so far as known there is at 
present no other clue to them. Detective 
Sergeant Cline, head of the identification 
bureau, says the fingerprints are unusually 
good. 





May 25, 1921. 





S. J. Steiglitz, of Aberdeen, Wash., is a 
visitor in San Francisco. 

P. J. Eppstein of the Elgin American 
Mfg. Co. is visiting the trade. 

J. W. King is leaving for southern Cajj. 
fornia with eastern lines, for the whole. 
salers. 

Frank A. Home and wife of Ellensburg 
Wash., are paying their first visit to ree 
Francisco. 

Phil Sternberger, of the Phillips-Pudlin 
Co., is at the home office for a few days, 
before starting on his northern trip. 

Charles Weinshenk, Jr., of Charles Wein. 
shenk & Son, has returned from an extended 
trip through the northwest territory. 

Morris Mayer, of Mayer & Weinshenk, 
and Stanley Beard of the same firm are 
calling on the trade in southern California, 

Louis Pels has joined the Alfred H. Bul. 
lion Co, Mr, Pels has been calling on the 
trade here for a number of years past, rep- 
resenting the Gardner-Burn Co. and other 
lines. 

Theodore Huggins and P. Johnson of A, 
I. Hall & Son, accompanied by Mrs. Hug- 
gins and Mrs. Johnson, have been visiting 
the San Joaquin Valley, calling on the trade 
in Fresno, and vicinity. 

George Stieglitz, a skilled watchmaker 
with A. I. Hall & Son, has bought the store 
on College Ave. Oakland, which was 
formerly conducted by Marich A. Ray. The 
business is in a growing section of the trans- 
Bay city. 

Alfred H. Bullion, manufacturers’ repre- 
sentative of 717 Market St., is opening an 
office in Denver, Colo. Sidney Rinds, who 
is well-known in the Rocky Mountain terri- 
tory, will have charge of it for the Alfred 
H, Bullion Co. 

California jewelers, calling on the trade 
last week include: Mrs. Paulson, Sonora; 
Earl Marks, Modesto; Herbert Rappe, Wat- 
sonville; E. R. Sawyer, Santa Rosa; Louis 
Koberg, Healdsburg; William Jung of the 
Wm. C. Lean Co., San Jose; Otto Wiesen 
of Weisen & Monk, Sacramento; Walter 
Marvin of the John Hood Co., Santa Rosa; 
Tom White of A. White & Co., Vallejo and 
Harry O. Ball of Sonora. 

Just after the noon lunch hour on May 12, 
a hold-up man entered the store of the 
Davidson & Licht Jewelry Co., at 13th St. 
and Broadway, Oakland, Cal., and got away 
with $200 in cash and jewelry, although 
crowds were passing and the traffic officer 
was only a few feet away. Davidson and 
D. F. Belasco, a member of the firm, were 
the only persons in the store when a young, 
plainly-dressed man entered and_ handed 
Belasco a ring. As the jeweler bent over 
it, the man pressed an automatic pistol 
against him, ordering both men not to move. 
Having taken three watches, from a tray, 
he searched the two men, taking $180 from 
Belasco and $80 from Davidson. The 
watches are valued at $80 each. He then 
backed out of the store, keeping the pistol 
concealed from members of the crowd with 
which he mingled and disappeared. — 
special detail of police failed to locate him. 
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Pittsburgh jewelers are getting ready for 
Flag Day, which is to be observed June 14, 
and most establishments will put on a pa- 
triotic color on that day and flag emblems 
will again be in order, although these have 
not been a very good sale since the war 
came to an end. An effort in any event is 
to be made to arouse the spirit of patriotism. 

Something about the romance of advertis- 
ing and the kind that brings the best results, 
featured Monday’s session of the members 
of the Retail Credit Men’s Association of 
Pittsburgh, the speaker being John W. Tisch. 
Pittsburgh jewelers are good advertisers 
and it is very significant that those who have 
made liberal use of printers’ ink in this dis- 
trict are those who have forged ahead the 
best. 

Up until last Saturday, the store of the 
Providence Jewelry Co. damaged by fire 
about a week previous, continued to remain 
closed, pending, it is stated, a readjustment 
of the insurance loss. Just what the dam- 
age amounted to has not as yet been stated 
officially, but the stock suffered considerably. 
The fire started in the basement of the 
building. 

J. Loughrey Roberts, of the John M. Rob- 
erts & Son Co., and Mrs. Roberts are sail- 
ing June 1 for an extensive tour of Europe. 
The Roberts establishment has been es- 
pecially successful in business the last few 
years and even the present year is running 
ahead of the same period in 1920, and Mr. 
Roberts intends to take a rest and come 
back refreshed and in good shape to help 
push things ahead some more. He and 
Mrs. Roberts are going on a pleasure trip 
only, 

Notices were sent out last week for the 
annual meeting of the members of the 
Jewelers’ 24-Karat Club of Pittsburgh to 
be held Monday of this week in the -Union 
Club for the election of officers and sub- 
mission of annual reports. President Sam 
F, Sipe, who has been president of the club 
for five years, has notified the membership 
that his business duties will prevent him 
from again serving the organization in that 
capacity. Several prominent members of 
the trade have been mentioned as the likely 
choice of the members. 

Jewelers and pawn brokers are requested 
by the police to keep a close lookout for 
the presentation of a 14 karat gold case 
Hamilton watch No. 8,396,243 and watch 
movement No. 1,094,240, size 16 and fitted 
with 17 jewels. This watch was stolen from 
Harry Reiger, shot to death in this city last 
week in cold blood by two burglars who 
entered his home. The watch is one of the 
best clews the police have to work on. Any 
one presenting the watch for repair, pawn 
or sale should be held pending an investiga- 
tion by the police. Mr. Reiger was a prom- 
~", business man and was only 39 years 
old. 

A woman who says she is 22 years old 
and lives at 5867 Ellsworth Ave., one of the 
best sections of Pittsburgh, last week was 
arrested on a charge of passing 15 worth- 
less checks on department and other stores, 
given in payment for jewelry and other ar- 
tiles and always for sums more than the 
amount. The names of well known persons 
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appeared on the checks offered and all 
drawn on the City Deposit Bank. When 
the young woman faced Magistrate Walter 
Lloyd of the Frankstown Ave. police station 
she said she did not know why she had 
done what she did. The sums represented 
on the checks given to various stores, which 
the police also claim included pawn brokers 
and loan companies, totaled about $250. 
The young woman is being held for a fur- 
ther investigation. 
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Walter Jaccard, of the Jaccard Jewelry 
Corp., will make the trade extension trip 
with other Chamber of Commerce members 
the week of May 22. 

Frank Menzer, city salesman for Stiffel- 
man & Cohen, is making a short trip 
through Missouri and Kansas. Mr. Stiffel- 
man left his territory this week. 

Miss Louise Schroeder, who has been in 
the watch repairing department of the 
Jaccard Jewelry Corp., for several years, 
has resigned her position. She will be 
married to George J. Smullen, of this city, 
June 1. 

The Kansas City Wholesale Jewelers 
Association held a dinner and meeting in the 
Hotel Baltimore Tuesday, May 17. Noble 
R. Fuller, secretary-treasurer of the Ed- 
wards, Ludwig-Fuller Jewelry Co., gave an 
address on the recent national convention. 

The Jacccard Jewelry Corp. had a win- 
dow devoted to the June bride last week. 
Festoons of white tulle and orange blos- 
soms ornamented the upper part of the win- 
dow and beneath were the latest ideas in 
place cards, invitations, announcements and 
stationery of all kinds. 

The Boyce Jewelry Co. is having a re- 
adjustment auction sale. Half page adver- 
tisements in the local newspapers announced 
that owing to business conditions the last 
few months the company had become over- 
stocked with jewelry, diamonds and ster- 
ling silverware. In order to reduce the 
stock quickly it would be offered at auc- 
tion. Two sales have been held daily since 
May 14. The attendance has been good 
and a great deal of the stock has been 
disposed of. 

Among the recent visitors to Kansas City 
were: S. A. Harden, Odessa, Mo.; Mr. and 
Mrs. E. M. Parker, Eudora, Kans.; Mr. 
Adams, Norborne, Mo.; Earl Morrison, 
Olathe, Kans.; W. G. Glick, Junction City, 
Kans.; E. H. McClintock, Garden City, 
Mo.; A. G. Madtson, Ottawa, Kans.; H. A. 
Crane, Fort Scott, Kans.; ‘C. L. Dockhorn, 
Oskaloosa, Kans. 

Leo H. Ludwig, vice-president of the 
Edwards-Ludwig-Fuller Co., will represent 
his firm on the 20th annual trade trip of 
the Chamber of Commerce May 22-28. Nine 
Pullmans, a diner, a baggage car and a 
commissary car will carry 100 business 
men of the city throughout southern Mis- 
souri, Arkansas and Texas as far as Den- 
ison. The trip will cover 1,280 miles. Mr. 
Ludwig will call on 148 jewelers in 53 
towns. This is the 19th trip that Mr. Lud- 
wig has made, having missed only one year. 

The value of co-operative work in each 
community by retail credit men was dis- 
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played in the first interstate conference of 
representatives of merchants in Kansas City 
May 11 and 12. The event was arranged 
by the Associated Retail Credit Men of 
Kansas City, with directors and officials of 
the Retail Credit Men’s National Associa- 
tion co-operating. There are 112 members 
of the Kansas City body; 75 officers or 
credit managers were present at the con- 
ference from other cities, of Iowa, Ne- 
braska, Missouri, Kansas and Oklahoma. 
The annual meeting of the Merchants’ 
Association of Kansas City, -Mo., resulted 
in the honoring of the jewelry trade, in 
the election of Walter M. Jaccard, presi- 
dent of the Jaccard Jewelry Corp., as first 
vice-president. Mr. Jaccard has served as 
president of the association and his elec- 
tion to the subordinate office was for the 
purpose of retaining his advice in the inner 
councils and availing of his experience. 
The retiring president is Z. T. Briggs, 
president of the Z. T. Briggs Photo Supply 
Co., wholesale and retail distdibutors— 
affiliated with the jewelry trade through his 
handling of pens and pencils, and stationery 
items. W. A. Repp, president of the Duff 
& Repp Furniture Co., was elected presi- 
dent. While Mr. Jaccard represents ex- 
clusively the jewelry interests on the new 
directorate of the association, there are 
many other of the new directors whose re- 
tail stores touch this industry. R. L. Haw- 
kins, director and second vice-president, is 
treasurer of Emery,. Bird, Thayer Dry 
Goods Co., which has a very large and 
high class jewelry department, and other 
departments for cut glass, china and art 
works. George A. Leiter, a director, is 
vice-president of the George B. Peck Dry 
Goods Co., having also a jewelry and cut 
glass department of distinction. A. Allan 
Taylor, president of the John Taylor Dry 
Goods Co., is also a director. Perhaps the 
most important of these incidental relations 
affecting the jewelry interest, reflected in 
the directorate of the association, is the fact 
that Montgomery Ward & Co., is repre- 
sented—H. B. Stevens, merchandise man- 
ager of the Kansas City branch of this mail 
order house, being on the board of directors. 











Jewelers are enjoying an increase in trade 
now because of the weddings fixed for 
June. Already many presents are being 
purchased. The New Orleans dealers are 
not complaining of bad business at all. It is 
reported, while not rushing, to be fairly 
good. 

Louis Hausmann has returned from 
Gadsden, Ala., where he delivered an ad- 
dress to the Alabama jewelers in conven- 
tion. Mr. Hausmann said that he was 
very cordially entertained. In passing 
through Birmingham the jewelers there ar- 
ranged a dinner in his honor. 

Another jewelry store has been added to 
the local trade of New Orleans. Felix 
Miller, who has been in the jewelry trade 
for some years and employed by Leonard 
Krower & Son, and also Morais & Hiller, 
with H. F. Feliu has opened a store at 
4216 Magazine St., under the name of 
Miller & Feliu. They have a general line. 
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“Te Sane” 
Watch Glasses 


“CROWN” 


WHOLESALE Martin Gluck & Sons 


Diamonds, Watches, Jewelry ; 
Watchmakers’ and Jewelers’ Supplies 718 Penn Ave. Pittsburgh, Pa. 














ee 


ESTABLISHED 1877 


THE SAMUEL WEINHAUS COMPANY 
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GRAFNER BROS. 
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ASSORTMENT AND VALUES 





811 Liberty Ave. PITTSBURGH, PA. 

















— RARE UR 







































That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
hers of the trade generally communicate with Tar 
JeweELers’ CircunaR regarding any advantageous 
device or plan which they are utilizing in con- 




























nection with their business. 




















Little Plans to Increase the Watch Sales 
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GECURE the names of all of this year’s 
high school graduates who intend to go 
to college in the Fall. The principal of 
the high school can give you these names, 
as the principals of high schools always 
make it a point to find out about this sort 
of thing and advise with the students re- 
garding their prospective college careers. 
After securing the names, send circulars to 
their parents calling attention to the fact 
that a watch is a mighty important part of 
the equipment of every college student, and 
urging them to see to it that their children 
are properly equipped with watches pur- 
chased at your store, Also circularize the 
students with letters along the same line. 
All of this direct mail advertising should 
be effective in producing a satisfactory num- 
ber of watch sales to this particular class 
of patrons. 





Every school teacher should have a wrist 
watch. Secure the names of all city school 
teachers from the city school superintendent 
and the names of all county school teachers 
from the county superintendent and then 
circularize them with strong letters telling 
about their needs for having watches which 
will enable them to get to work on time. 
As by far the greater percentage of school 
teachers are women, it would be appropriate 
to include some copy in the letter telling 
about the stylishness of your watches, as 
well as about their utility. The matter of 
style would appeal to most of the feminine 
school teachers even more strongly than 
the matter of utility although they might 
be sold by the idea that they were pur- 
chasing the watch simply because they 
needed it. Whenever the teachers of 
the city or county gather together for their 
annual convention it would be a good plan 
to stage a little exhibition in the buiiding 
where the convention was being held in which 
you would show various styles of watches 
you carry and in which you would empha- 
size an educational feature by telling folks 
how to take care of their watches. All this 
should make a considerable amount of busi- 
ness for your store from the school teachers 
of the city and of the county. 





A CLOCK and watch display for the 

month of June can be carried out in 
an original manner by carrying out the 
suggestion following: This window lay- 
out will offer you the privilege of exhib- 
iting a varied assortment of all timepieces 
including wrist watches, alarm clocks, house 
clocks and every form of timepiece car- 
ried. These various watches and clocks 
should be distributed about the window and 
if desired a small card can be placed against 
each one suggesting a use for it such as 
a card against a wrist watch, labeled “For 
the Golfer’; one against a lower priced 
watch labeled “For the Vacationist.” The 
main feature of the window and the one 
on which the success of the display depends 
is a sign. This sign instead of being let- 
tered in the usual fashion is fashioned on 
an upright post and made to resemble a 
signpost with the left end of the sign cut 
in rough edge to points in the fashion of 
road signs. On this sign these words 
should appear: 


Guides to the 720 Happy Hours 
In June. 
The reference made will be very obvious 
to all onlookers and produce a display that 
will make good impression. oh oe 8 





EWELERS located in territory where 

the daylight saving plan is respected 
can use the subject to gain attention. In 
fact, last year one jeweler living in a State 
where this law was -effective called atten- 
tion to a display of goods in his window 
with this sign: 

You Are Just One Hour Ahead of 

Time. Why Not Use Some of the 

Minutes Gained Inspecting These 

Attractive Offers ? 

There are many little ways in’ which the 
daylight saving idea can be linked with a 
display or advertisement of watches and 
other timepieces. The daylight saving plan 
is a subject rather active in the minds of 
most persons and any reference to it gen- 
erally attracts attention. A suggestion 
which the jeweler could apply to marked 


effect could be in the display of watches 
placed on a large map against signs which 
would indicate to the onlooker the various 
States and places operating on the new 
time as well as on the old time. If a large 
map of the United States was used the 
new time could be indicated by watches set 
an hour ahead and the old time by watches 
on such basis. One watch resting on each 
State as shown in the map would give this 
information which would not only prove at- 
tractive but also valuable. C. FM. 


Every day a very large number of the 
people in your city celebrate their birthdays, 
Many of these folks receive interesting and 
worth while presents on their birthdays 
from friends and relatives. In many in- 
stances these presents take the form of 
watches. Now if you could increase the 
number of birthday presents of watches 
given in your city and if you could secure 
a large proportion of this watch birthday 
present business you would be_ boosting 
your business materially, wouldn’t you? 
You can do this if you care to go to a little 
trouble in the matter. Consult the birth 
records for twenty and twenty-one and 
more years back for your city. You will 
find these on file in the health department 
of the city hall, in all probability. Check 
up on these records to find out which of the 
young men and women are still alive and 
living in the city; then, about a week be- 
fore their birthdays, get after their friends 
and relatives to give them watches for 
birthday presents. You'll find it isn’t such 
a hard task as you might think to do all 
this and you'll also find that your business 
is helped materially as the result of all this 
intensified promotion work. 








BVERY stenographer should have a watch. 

This being the case it would be good 
business for you to stage a drive directed 
particularly at stenographers. Frame up a 
window display which will appeal to 
stenographers. Have some _ competent 
stenographer write out this sentence in 
short hand: “Every stenographer should 
buy a watch from this store now during. the 
special low price watch sale”’ Then have 



























y Vase No. 3175. Size 12” 
a Goldenrod decoration 
) Price $7.00 net 
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Hawkes Le Verre de Juane 9 

(Glass of Yellow) * 


This newest product of Hawkes skill is the 
profitable answer to your customers’ de- 
mand for “something new.” 


Le Verre de Juane (Glass of Yellow) is a trans- 
lucent glassware of an exquisite yellow tint with 
a soft, alabaster-like finish. Charming designs of 
iris, roses, jonquils, harebells, goldenrod and bitter- 
sweet are used for decoration. It comes only in 
vases. 


Your choice of a variety of graceful shapes ranging 
from six to eighteen inches in height. Prices $1.75 
to $13.50 net, allow you the better-than-usual profit, 
which characterizes the entire Hawkes line. 


Try a few pieces in your window. 


T. G. HAWKES & COMPANY 
Corning, N. Y. 


Pacsfic Coast Office: 140 Geary Street, San Francisco, Cctifornia 


Cut Glass 
Engraved Glass 
Rock Crystal 
Glass 
Sterling Silver- 
Mounted Glass 
Decorated Gold 
Glass 
Decorated 
Enameled Glass 
Auto Vases 
Desk Sets 
Cigarette Boxes 
Monograms 
Engraved and 
Gold Decorated 
Colored Glass 
Old English and 
Irish Glass 
Period Glass 
Odd Matchings 


Inventors and Paten- 
tees of Hawkes Fa- 
mous French Dressing 
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Arrow Manufacturing Co- 


77-89 Wooster Street 
New York City 


Manufacturers of all kinds of 


Jewelry Boxes, 
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Cases, Have you heard of our profit-sharing organ- 
Display Trays, ization? If not write at once—no invest- 
ment necessary. 

etc. 


120 S. State St. 








Mutual Optical Corporation 


Formerly JOE MORRIS OPTICAL CO. 
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Storekeeping Department. 


as 
this inscription—still in short hand—repro- 
duced in large size characters by some able 
sign painter. Place this large-size inscrip- 
tion at the back of your show window and 
in such a prominent position that it will be 
sure to attract the attention of everyone 
passing by. Of course every stenographer 
in the city would eventually hear about it 
and would want to come to the store and 
read the inscription and this interest would, 
of itself, be a big boost for the store’s sale. 
Then if the store placed a number of steno- 
graphic note books in the show window in 
which there were stenographic notes telling 
about the good features of the watches and 
urging all stenos to buy watches while the 
sale was on, it would be a further boost 
for the sale which would help the store sell 
a large number of watches which it other- 
wise might not be able to sell. 





An easy way to arouse the interest of the 
school children of the city in watches and 
to obtain the names of a large number of 
children who had no watches but who bad- 
ly wanted them, would be to have a con- 
test in which prizes would be offered to the 
school children sending in the best 200-word 
letters on ““Why I want a watch.” As this 
would be a contest in which the prizes 
would be awarded according to merit, it 
would not violate any postal laws and could 
be handled in any newspaper. Of course 
each contestant would be required to give 
his name and address and so every letter 
received would contain the name of a young 
person who had no watch and whose 
parents might be induced to buy a watch 
for him. Quite a lot of business might be 
developed by a plan of this sort and the 
store would also secure a large amount of 
very desirable publicity at a minimum cost. 








Woman 

“Cross-examined, the defendant said he 
had merely kissed the young woman in the 
case under a sprig of mistletoe.” 

“Ah! A clever defense. What 
wife say to that?” 

“She sniffed loud enough to be heard in 
the corridors of the courthouse and begged 
to inquire if he carried a sprig of mistletoe 
suspended over his roadster.”—Birmingham 


Age-Herald. 


did his 








Never Lost a Selling Opportunity 





“Harry,” exclaimed the blushing maiden, 
“this declaration of love is so sudden that 
I hardly know what to say. I was unpre- 
pared for it. It unnerves me.” 

“I was afraid it might,” said the young 
druggist, rising with alacrity from his knees, 
“and I brought with me a bottle of my un- 
rivaled nerve tonic. This preparation, my 
darling,” he added, soothingly, as he took 
the bottle from his pocket, quickly ex- 
tracted the cork, poured a quantity of the 
medicine into a spoon he had also brought 
with him, “will allay any undue excitement, 
quiet the nerves, aid digestion, and restore 
lost appetite. I sell it at $1 a bottle. This 
is a dose for an adult. Take it, dearest.”— 
Houston Post. 


THE JEWELERS’ 


CIRCULAR 


133 











Optimism and Progress Radiate from the 
Attractive New Store of Desbouillons, 
Savannah, Ga. 

















N the afternoon of April 23, the new 

store of Desbouillons, Savannah, Ga., 
was opened to the public. A reception was 
held from 4 to 6 and from 8 to 10 in honor 
of the occasion. An orchestra furnished 
music, and souvenirs were distributed to 
the guests. 

This well known firm has been closely 
identified with the development of Savan- 
nah for many years and the removal into 
the attractive and spacious new building 
was an occasion of unusual interest. The 
new store is considered one of the finest in 
the entire South and occupies the ground 
floor of the new building erected by the 
jewelers at 14-16 E. Broughton St. The 
building is three stories high, the second 
and third floors being occupied by the offi- 
ces of the United States Shipping Board. 
The fixtures, which are of the most modern 
design, are of mahogany and other interior 
finishings are of bird’s eye maple, marble 
and tile. 

Every modern device calculated to facili- 
tate the transaction of business has been 
installed, as well as an up-to-date burglar 
alarm system. The latter is operated by 
electricity and is so constructed that any 
attempt to enter the store or cut through 
the window glass would start a gong ring- 
ing at police headquarters. It is arranged 
so that the entrance door will not close 
until the alarm electrical current is con- 
nected. This assures one that the device is 
in working order every time the store is 
locked. 

High grade cut glass ware is arranged 


sounding machines, sextants, etc. This de- 
partment was really a development of a 
department started during the war for the 














' 
INDIVIDUALITY MARKS THE FRONT OF DES- 
BOUILLONS’ NEW STORE IN SAVANNAH, GA. 





. 


THE SPACIOUS 


towards the rear of the establishment, where 
there is also a fully equipped nautical depart- 
ment in which is displayed compasses, 








AND WELL ARRANGED INTERIOR 


repairing of chronometers. All repair work 
was done for the government without 
charge by the firm, no fee having been ac- 
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NOW —wice: the tourists and vacationists start ac- 


tivities, is the time to feature Traveling Clocks for rapid, 
profitable sales. 
AND. HERE IS REAL VALUE 
The clock: Swiss Movement, 8 Day, 11 Jewel; White ) 
| 


face, radium dial, gold rim. 
The case: Folding, of Black Morocco or Genuine $18 00 
Fluffed Lamb in Blue, Gray, Tan or Brown; Gola | " 
Tooled, lined with moire silk. 


Mail Orders promptly executed 


THE HERALD NOVELTY COMPANY, Inc. 


Manufacturers of 
50 West 17th Street = 25¥5"", G8, New York City 
Silverware Rolls 











HENRY DAVIDSON 


51 Maiden Lane New York City 
Wholesale Jeweler and Jobber of Watches 


Write for samples of our new 18kt. Belais Rings, Brooches, Scarf Pins, 
Lavallieres, Earrings and Waldemar Chains 


Complete line of 10 Kt., 14 Kt. and 18 Kt. Wedding and Signet Rings. r t j 
Also Gold and Filled Cases and American P a ee ae 


Movements and Watches. all special orders 











7) WESTERN TRAY & CASE CO. 


Established 1864. 
427-429 Plum Street CINCINNATI, OHIO 
—MANUFACTURERS OF— 
Jewelers’ Show Case and Window Display Trays 


Wholesale Jewelers’ Telescopes, Trays and Cases 
Window trimming silk plush, 24”, 27”, 36”, 50” wide.. All colors in stock. 


Our New 1921 Catalog and Price List is ready for distribution. 
No. 84. Ind. Bracelet Watch Trays Shall we send you one? 
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Storekeeping Department 














cepted until after the armistice was signed. 
Ship masters anchoring their vessels in 
Savannah now frequently store their chro- 
nometers with Desbouillons or have them 
repaired there. The alcove for the storage 
of chronometers is an interesting feature 
of the establishment, containing, as it does, 
about 80 of these marine time pieces, valued 
at abcut $40,000. Skilled men adjust com- 
passes, repair sextants and the newest other 
ship devices. The concern also carries a 
supply of nautical books, charts, etc. 

The United States Shipping Board’s 
offices, before centralizing over Desbouil- 
lon’s store, were scattered about in five 
different parts of the city of Savannah. The 
two floors are leased to the Board for a 
period of three years. 

The firm of Desbouillons dates back to 
the year 1870 when the business was started 
by A. L. Desbouillons at the corner of 
Bull and Broughton Sts. In the late 70’s 
the location was changed to 21 Bull St., 
where the National Bank building now 
stands. Eighteen years ago, in 1903, the 
firm moved to 12 Broughton St., E., where 
it remained until going into the new building 
recently. The firm at one time was a vic- 
tim of a big robbery but that was before 
it was so well protected by the burglar 
alarm system. 

The arrangement of the entire interior 
evinces much enterprise and artistic taste. 
Especially noteworthy is the magnificent 
display of well selected silver. In this de- 
partment will be found a well chosen va- 
riety of patterns and considerable individu- 
ality in many instances. Fine examples of 
repousse work are also shown. Painstaking 
attention and careful selection character- 
izes every department in the store, including 
that of jewelry, watches, diamonds, etc. 





Meeting Your Customers’ Wishes 





FR VERY retail jewelry salesman should 

endeavor to meet all questions askedwith 
courtesy and no indication of astonishment 
or surprise at such a question being asked. 
For illustration, a customer recently entered 
a jewelry store and after inspecting several 
articles. selected one and addressed this 
question to the salesman, “This looks as 
though it might tarnish.” The salesman re- 
plied, “I do not see anything about it that 
might give you this impression.” The re- 
sult was that a few minutes later the cus- 
tomer left without making a_ purchase. 
While in this instance the salesman was 
perfectly justified in his remark, his judg- 
ment when making this reply was not well 
founded. It should be remembered that a 
customer never asks a question unless he 
or she really believed the question to be one 
worth asking. In the instance just men- 
tioned, the customer sincerely believed that 
the article inspected might have tarnishing 
Possibilities. The salesman should have 
met the question by accepting the customer’s 
Viewpoint in good grace and yet meet the 
objection tactfully and a happy sale would 
have been concluded. This little selling 
experience offers a thought for all ambi- 
tious retail salesmen to remember to ad- 


vantage.—C. T. H. 
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Author’s Note.—In learning how to make your own show cards, please remember that 

















you must do some practice work first before you can make your combination 4 letters 
and produce your first show card. Use the illustrations from THE JEWELERS’ IRCULAR 
advertising pages. 

Oid English with the Text Writer Pen for at all times is the letter spacing. 


PART III 
‘PHE Old English is probably the one al- 
phabet best suited for the jewelry trade 
and more proper than any other known 


ABEDEFRERS 
IRLMUOPOR 

STAUDWBX FZ 
abedefghikilmns 


pqrstupwxpz 
Old Gualish 


THE OLD ENGLISH STYLE 


alphabet, but it also has its drawbacks, and 

the greatest is that the public cannot read 

it as easily as the others commonly used. 
For Christmas and wedding cards, 


Old English is the most beautiful and 
graceful alphabet known and there is no 
limit to the varied extent it may be used. 
The initials or capital letters may be elab- 
orated on to a greater extent than those of 
any other alphabet. 

These initial letters or caps may be car- 
ried out in colors on a white background 
or on a light background in black which we 
will show in a later illustration in this 
paper. 

The formation of the lower casing of 
this alphabet consists of short, broken, 
straight lines which make it easy to com- 
bine into graceful letters, and may easily 
be made either with the text pen or with 
the brush. 

The capital letters, with well balanced 
curves, require considerable more practice, 
but if you have constantly practiced the 
curved strokes, as outlined in my last ar- 
ticle, you will find it will not be so hard 
as you may have anticipated. If you have 
been neglecting these practice strokes, you 
better start right in or you will be lost in the 
tangle of lines which combine the complete 
letters in the Old English alphabet, 

On the accompanying diagram you will 
find the correct directions, how to combine 
the straight and curved lines into letters. 


ABCDEREDL | 
ORMMDNOPOR 
GOUIVD Xd Ss’ 


“THE WeRSOE” 
melhyst 








onodram 


THE DECORATIVE GJERSOE LETTERING 


Old English is without its peer, and should 
be encouraged. This alphabet seems indeed 
a hard one to make, but as a matter of fact 
is the easiest. The only thing to look out 


With Old English it is permissible to use 
shading but you must leave space between 
the letters for this purpose. You may use 
a pen of the same size as the one you made 
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Reduction in Prices 








High G 




















rade Rings 
The kind that are different 


Made in 14K White and Green Gold 
and Belais 18K White Gold 








A package of your repairs sent to us is your 
assurance that it will be taken care of in a prompt 
and efficient manner—a fact not to be overlooked 
in making your repair department a real asset to 
your business. 

We carry a full line of gold and platinum 
mountings, also jobbing stones. 

Repairing a Specialty 


Write to us for prices. Give us a trial. 


WILLIAM J. ORKIN 




























: Manufacturer of Platinum and Gold Jewelry 
. 373 Washington St. Boston, Mass. 
7 
2 
* 
| JOHNSON BROS. 
Through Your Jobber Only at Manufacturing Jewelers 
Breslavsky B : 
reslavsky Bros. [ 
64 Fulton Street New York [By 
pS fs 








GIFTS 

















. Rings All Hand Pierced in Platinum and 
Solder N Sh 18K. Belais White Gold 
fo r June B rt des — if Only 
e 100 West 21st St. NEW YORK 
Are Now in Demand vi 








Make a bid for this profitable business by 


























ordering and displaying suitable gifts of ; 
Silver, Ivory or Cutglass. —=FELECTRIC FURNACES= 
We are especially well-equipped to fill your 
orders on quick-selling, profit-bringing num- For ENAMELERS, TOOLMAKERS, 
bers and wish to call your particular attention DIE SINKERS, ROLLED PLATERS, 
to these new arrivals. KNIFE MANUFACTURERS 
Pyrex Gift Sets Percolator Sets and for all other trades requiring an even 
Ambassador Flatware high temperature. 
° ° Cheaper than gas furnaces and does better, 
Sterling Sticks and Vases itil, el. 
Mail orders promptly attended to. Write for further information or see actual working tests 
at any of our offices. . 
L. LURIA & SON —7 BERBERIAN 
« 


The Silver House 


100 E. Broadway 
Tel. Orchard 3646 


Main Office, 185 EDDY ST., PROVIDENCE, R. I. 
New York New York City, 80 Lexington Ave. 
























































Storekeeping Department. 
= 
the letters with, or a smaller pen, but at no 
time must you allow yourself to use a 
larger pen for shading; otherwise your let- 
ters may “tumble” over or look entirely too 
light for the shades they throw. 

For block letter a light gray shading is 
the one recommended but other delicate 
shades may be good, but the effect will 
show very bad taste and is entirely too 
“noisy.” Better leave the shading alone 
until you have mastered the use of 
a brush and are able to control the 
colors of the shading better than you can 
with a pen. 

When using this alphabet a good “cover 
paper” that will not draw the ink is desirable 
to work on; so is a “lines paper” of good 
quality. 

Such colors as pink, light blue, light 
gray or buff with black lettering will make 
a very attractive show card easily read. 
While on this subject, let me warn you— 
never use a red letter on blue background 
or vice versa. It is almost impossible to 
read, regardless if you use pen or brush. 

White letters on black “showcard board” 
make a very strong and impressive board 
and should be used in connection with a 
silverware display. Another combination 
that will show up very dignified is a white 
letter on medium or light gray “mount 
board” with a light blue shading, under 
line or border. 








The Gijersoe 

The Gjersoe alphabet is an entirely dec- 
orative style of letter and only suited for 
capital or initial letter. Still it makes an 
attractive alphabet and one of the few that 
can be used in connection with almost any 
other style of letter you desire to use; in 
fact, it is the only one known that can boast 
of this virtue. 

The letters, although they look at first 
glance, rather complicated will, after a little 
closer observation, be found to be simple. 
First, you make the outline of the initial 
desired, with a soft pencil, on your card; 
then draw the letter in with an ordinary 
pen and India ink; let this dry thoroughly 
and erase the pencil mark carefully, es- 
pecially if you use a paper covered board, 
as a paper covered board can stand very 
little bause. 

After this has been done you may 
either fill in the letter with a solid black 
or with any other color desired, but in case 
you do not use a color, see that the contour 
lines are even. With black the contour 
lines will not show. 

Another way to use this style of initial is 
to “cut it in.” This means either to leave 
the letter white on black or colored back- 
ground, or have the letter contour lines in 
black and fill the letter in color and use a 
contrasting color for the background. Either 
method gives a very strong and striking 
effect. 

As you will see from the illustration, in 
the first combination we have the Gjersoe 
Initial and the balance of the copy in Old 
English. In another example we find the 
Gjersoe and a Roman letter, a combination 
that looks well, which is rare in so peculiar 
a style of letters. 
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‘“‘Happiest Moments of a Girl’s Life” 
Depicted in This Window 





Translated Expressly for The Jewelers’ Circular 




















THE merchants of Syracuse, N. Y., held 

an interesting window display contest 
during Spring display week. The first prize 
went to a retail jeweler, Henry Menapace, 
of 103 E. Jefferson St., and the display is 
illustrated below. 

The theme chosen by the window Gresser 
was “The Six Happiest Moments of a Girl’s 
Life.” A series of six pictures are on the 
market illustrating these happy moments. 

The window was divided into six sections, 
a section for each picture. The first showed 
the proposal. Directly under this picture 





UNIQUE DISPLAY BY H. MENAPACE, SYRACUSE, N. Y.. 
WINDOW 


was a small two by five sign containing the 
inscription, “Bind the Bargain with one of 
Our Engagement Rings. In the second pic- 
ture, which showed the bride selecting her 
trousseau, was a small card with the words, 
“Suggestion for the Trousseau.” The wed- 
ding formed the third picture and a card 
read, “The New Engraved Wedding Ring 
for the Modern Bride.” Here were shown 
an assortment of all styles of wedding 
rings and of course an opportunity was given 
to feature the modern decorated wedding 
ring very advantageously. The fourth pic- 
ture showed the honeymoon. Beneath the 
picture on another small sign was the in- 
scription, “Silver Is Always Appreciated.” 
Suitable silver wedding gifts were displayed 
in this section. 

“The First Evening in Their New Home” 
was graphically depicted in the fifth section, 
where the newly married couple were 
shown seated at a dinner table. Under the 
picture was the sign, “Silverware Will 
Please the Bride,” with a well chosen as- 
sortment of silverware. 

The sixth and last picture was entitled, 


, 


“Their New Love.” Under the picture a 
sign bore the inscription, “Their New Love 
Should Not be Forgotten,” and here well- 
chosen baby things were displayed. 

In the immediate center of the window 
was an attractive basket of Spring flowers 
in front of which was a miniature bride 
and groom, with a painted background rep- 
resenting church windows. Over the basket 
of flowers attached to the back of the win- 
dow was this inscription—‘The Six Hap- 
piest Moments of a Girl’s Life Made Still 
Happier by the Jeweler.” Streamers ran 


~ 


AWARDED FIRST PRIZE IN A SHOW 
CONTEST 


from the sign to each of the six small pic- 
tures. 

The background of the window consisted 
of four panels. The first panel represented 
an ocean scene to harmonize with the first 
of the pictures which showed the proposal 
on board ship. The second panel repre- 
sented a flower girl bearing the wedding 
ring. This panel was arranged directly in 
back of the third picture showing the 
wedding. The third panel was a landscape 
scene in Holland placed in back of the fourth 
picture of the series, which illustrated the 
honeymocn. The fourth panel showed a 
little baby sitting on the floor playing with 
toys, which was back of the sixth picture. 

Artificial spring flowers were suspended 
from the ceiling by streamers of ribbon 
and butterflies hovered here and there among 
the flowers. The butterflies were made of 
crepe paper. Great care was taken in get- 
ting the ribbons, flowers and other mater- 
rials to harmonize in color. 

A window of this kind is very timely 
and may be made by any jeweler at very 
smali cost. 
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The confidence and security that is inspired by the dealer who 
handles 


Emerson Watch Cases 


is a Bonafide Guarantee of increased Watch Sales 


20-Year 
Absolute Guarantee 
on every case 


Fitted with 
Solid Gold 
Bow and Catch 





Leading Importers and Jobbers recommend and 


indorse EMERSON WATCH CASES 








Factory 
178-180 Emmett St. 
Newark, N. J. 


Write your jobber today 
or communicate direct 


Emerson Watch Case Co., Inc. 
47-49 Maiden Lane, N. Y. 

















SAMPLE CASES TRAYS 


That can be relied upon for 


TRUNKS 


Service and Satisfaction 





Agents for “Faber Utica” Trunks 


waren wueckert Manufacturing Co. 


SAN FRANCISCO OFFICE ‘ 
717 Market Street Providence, R. ee 





No. 2151 Ring Case 


NEW YORK OFFICE 
9-13 Maiden lane 














ry ROGERS SILVER CO. tae. 


MANUFACTURERS 


Silver Plated Hollowware i 
o 








Jobbing Trade Only Solicited 
13-15 LAIGHT STREET 





Established 














Our §facili- 


























41 years of ties for de- 
satisfactory signing and 
service to an manufacturing 
increasing are at your 


service on re- 














number of cus- 
tomers quest eve. 
No. 210 
Fraternal A very fine 834 Ligne 15 jewel movement fitted in a 
Prompt Emblems 14 Kt. White Gold, hand made ribbon case with a 14 Kt. 
Service Medal d buckle and snap. Guaranteed excellent timekeepers. 
ns edais an 
Fair Prices Class Pins Complete $16.50 
Goods of Five and Police ORIENTAL WATCH AND DIAMOND CO., INC. 
Quality Dept. Badges 225 Fifth Ave., New York City 
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“Seven Tenths of One Per Cent” 


Address Delivered by H. V. Proskey, Before the Convention of the National Wholesale Jewelers’ Association, Held 





Recently at West Baden, Ind. 
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66QEVEN Tenths of One Per Cent,” was 

the title of an address delivered before 
the recent convention of the National 
Wholesale Jewelers’ Association, held in 
West Baden, Ind., by H. V. Proskey, of 
Frank Seaman, Inc, 

“If I tread on toes,” said Mr. Proskey, 
“lam not the slightest bit sorry, because 
the jewelers certainly deserve it, on account 
of the scant attention they pay advertising. 
Especially the retail jeweler. Now I ap- 
preciate that you have no control over 
the advertising done by your retail friends, 
but you certainly can have a good deal of 
influence. And that’s the reason I am tak- 
ing care to tell you just where the retail 
jewelry trade has failed miserably. 

“Look at this chart. It represents the 
space used in a typical city newspaper dur- 
ing a six-month period. You see the space 
used mounts up thus: 


rer 

Cent 
Department store advertising............ 30 
NT RENE eae Oo Ee Sa aE a 8 
RRS EN PER di din le tenes aiwle badavacs 6 
II aoc ak Sa Fa he Sai Ath ar hoya Br Deer eat 6.5 
Patent medicines and toilet articles.... 6.5 
RR SN 610) ck 2 So oa @Ub ee Rw eR RISO 11 
a ers Gi nsieel a thrh 4e aa ease are areieaReh 5 
A ital sce so Suk s KG VG BAe Ra ODOR 3 
RT Chiao ih 000: i 2.2 
PRIA NIG Sccevsna awe aalwee Ba aoe ai ase wee 12 
ee ee ne ra rg Lz. 
| RS SE eC ry Me ee cere oar .007 


: “Yes, look at that again—seven-tenths 
of one per cent. And yet the jeweler com- 
plains that business isn’t good. Does he 
want it handed to him on a silver platter? 

“You may complain that a department 
store’s volume is much larger than a jewel- 
er’s—so the store should spend more. 
Right—but the percentage should remain 
the same—a certain percentage of the total 
annual sales volume. There would be no 
fault to find—and no kick as to the status 
of business on the part of the jeweler, I 
feel—if the latter set aside this proportion 
of his sales volume for advertising and 
used it properly. But he doesn’t. 

“‘How,’ you may ask, ‘is he to know 
how much to set aside?’ I wish I could 
tell you, but I can’t. The percentage must 
vary according to local conditions, compe- 
tition he is facing, character of clientele 
and other special obstacles. I can, how- 
ever, tell you the average percentage spent 
for advertising in thirteen other lines of 
business : 


Per 

Cent 
IE 6 AL OS Nn cis earths asst eenee 10 
Ns Tolan store clbthaaevataeats 10 
SREARBING POWUETS, 0... 06000 cece vvesees 10 
BEE ANU ACEO ois 4eis crea d-carediowe wieemnes 6 
MMEERCCOAROHIOS: oso isch. W200. CAS wR 5% 
RS ee en eR irae oe 5 
MRT 52. Acorn tsa rayne era hee oe To 5 
ee ere ee 3% 
EES Mm ne err 3% 


0 a 3 
CEST CC SA enc err 3 
RO Pl ass ne Src. upityortrolavacks dle ye deve sila wsierttedeaiee 3 


“In other words, if a soap business had 
an annual business of $500,000, it spends 
$15,000 for advertising. I can tell you, fur- 
ther, that I know of two manufacturers of 
jewelry, silverware or similar articles that 
are sold through you, who spend from 234 
to 5 per cent. in national advertising sales 
promotion material, dealer helps, etc. 

“Now the jeweler starts with all the lat- 
ter advertising back of him, helping him. 
He starts with your ‘Gifts that Last’ cam- 
paign also back of him. And yet he sits 
back and advertises only seven-tenths of 
one per cent.! 

“The question now comes up, how is a 
jeweler to know what he can spend—with- 
out overspending. The answer is ‘By run- 
ning his business on a budget.’ This is old 
stuff—the stuff that the funny old efficiency 
experts have barked at us for years, but 
just let’s see how well it works with a 
retailer’s business. First, to give us the 
proper background for understanding, let 
us see what happens to the consumer’s dol- 


lar. Here’s what the latest statistics say: 

Per 

Cent 
Manufacturer’s costs to make.............. 37 
Manufacturer's cost: to sell. oéic-6icisieiciciscareie tle 13 
Matiutattuter’é. profit. icc iccccccccesvecncets 4 
WROlCSRIOr S: CORE t0-SEI os. 6.6.c.0.6c0cice dere nwsis 10 
WHOlESIES 8: DIOR isc ccc csccsannreseaees oF 
Retailer Ss CORt 16) BElb 6.666 cies ee ceewscaners 25 
IRGCARIGI 1 PEOM Ea 6.heie 5504 Ketith.cccacwnsereeee rs 


“Now this is too general a chart to tie 
down to a specific business like the jewelry 
trade. And I don’t know whether your re- 
tail jeweler has a 25 per cent. business-get- 
ting cost. But just to enable you to make 
the comparison, I’ll give you the figures 
showing how the 25 per cent. in the case of 
clothing stores is sub-divided: 


Fer- 

Cent 
NOE i iace itis ale iio are 5s 4H Re Saad RE 9.49 
PANTER ia crstis: ds. 6:5 sale b5 RAPER SSR WES OID 3.16 
WE an Ox his. cs Bae nk OES Xaenb Sows 3.04 
COHGTOl OND ONROS 5 oo5 os odie ca tuitssndewenacs 2.31 
Depreciation and Shrinkage............... 2.16 
Insurance and taxes..... seria hang skstedcaa Rasta iene 1.07 
UCP Es (2). i a ne Par ae .65 
CEE OORT tb sare 3c Wns ga iced 4 Srl dealers .62 
REIN NBOE yard hiss avers slave Gea Scores mia Mae wR eae 43 
RR OI <6 56 5656:55020 Sawreiieie dls Wa hee acaeieaniele .34 


“The jeweler’s costs do not split that way, 
I’m sure, because I know he doesn't spend 
that 3.16 per cent. for advertising, anyway. 
My point is, however, that a retailer can 
by keeping a budget so watch his business 
costs that his business can’t go to the bow- 
wows without giving him the chance to find 
out where his business is out of gear, where 
he must trim. On this careful watching 
depends often whether a business shall be 
a success or a failure. 

“Does this not give the wholesalers here 


an idea that they can spread still further 
among the retailers in the interest of better 
business for both? What a hit some whole- 
saler is going to make who actually suc- 
ceeds in teaching the retailer to be a bet- 
ter merchant! 

“Now look at the chart again and that 
3.16 per cent. which represents advertising 
expenditure. There’s the hinge on which 
the door cpens to greater profits, yet how 
often it is allowed to rust to pieces. Why? 
Simply because to retailers (and to many 
wholesalers, too, for that matter) advertis- 
ing is still a mystery. The power of the 
printed word is not fully realized. . 

“I could take hours telling how advertis- 
ing succeeds, but that is hardly necessary, 
for you all agree that advertising pays. 
You probably all agree that word-of-mouth 
advertising—which most retailers resort to 
when they want to trim expenses by cut- 
ting out the printed advertisingis far too 
slow to achieve results. So the power of 
the printed word is sought. 

“Now advertising should be considered in 
one way only: Asa salesman. It is sim- 
ply a member of your sales force—not tak- 
ing the place of the salesmen but working 
with them. Contrary to many beliefs, it is 
not something you can go to an agency and 
say, ‘Here, give me so many dollars’ worth 
of advertising,’ and some one sits down and 
grinds something out and wraps it up and 
you take it away and, it brings customers 
flocking to your store and you live happily 
ever afterward. I wish it was as easy as 
that; I could play a lot more golf. 

“But it isn’t! Advertising is a salesman 
that succeeds only according to its abilities, 
its innate merit. And it’s up to you to give 
it this merit; it’s up to you to see that 
when this salesman leaves your place’ of 
business it is FIT to represent you. Lord 
knows, if you can’t sell your own products, 
your own policies, who can? And if your 
advertising fails to get your sales-message 
over, whose fault is it but your own? 

“Many retailers look on advertising: in 
the local papers as a sort of necessary evil. 
You often look on trade paper advertising 
that way. You look on the money spent as 
a sort of contribution for good will. Or 
you feel you must advertise because your 
business rivals do. And so, because it is a 
necessary evil you try to dispose of it with 
as small a loss of time as possible. In 
many cases you .write the copy as the boy 
waits, or you tell him to repeat an old 
advertisement, or you give him your busi- 
ness card and say, ‘Just set this up and 
run it.’ 

“And you call that advertising! 
imagine an _ honest-to-goodness business 
man spending his money that way? And 
yet you do it and your retailers do it day 


Can you 
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FLUORON 


is the best flux for hard soldering all 
metals. Greatest discovery of the age. 


Price 50c. per 2 oz. bottle. 


Sold by all material jobbers. 


Made by 


R. I. CHAIN CO. 


100 Stewart St. Providence, R. I. 
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American Art Enamelers 
ENAMELERS 


on Dials, Watches, Vanity Cases 


Work of the Highest Grade 
315 Fifth Avenue New York 
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Mesh Bags “eS Bead Bags 
Velvet Bags XD) Leather Bags 


For years we have successfully repaired, replated 
and relined every kind of bag. Competent men 
in our factory specialize on this work— 
We can do any bag job brought to your store. 
Estimates furnished. 


GILBERTSON & SON 


Silversmiths 


5 So. Wabash Ave. CHICAGO, ILL. 








MILLER & RICK 
 Electro-Plating and Coloring 


Mesh Bags Repaired and Refinished 
Jewelry and Silverware Repairing 


43 John Street, New York City 





Telephone , 
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NON-TARNISHABLE FLANNEL 


For Silverware, Watch Cases, Cutlery, Bags and Rolls 


WHITE AND ALL COLORS 


Deliveries: Stock Shades—Immediate; Special Shades-—3 to 4 Weeks. 


Myron B. Levy Co., Inc., 1 cisecker Street 








The Protection Ring Guard 


Has No Points to Catch or Scratch 
EASY TO PUT ON 
In Yellow Gold 14K $5.00 Dozen 
White Gold 14K $5.50 Dozen—6€ Sizes 
wt Lion Safety Pin Clutch Ce. 


porary address on account of fire 
Pat. Feb. 20, 1917 ry "Wallace &t., Freeport, L.I., N.Y. Pat. May 25, 1920 














Chinese Jade Jewelry 


Brooches, Rings and Earrings 
Filigree Leaf and Dragon Mountings 
Ask for Memo. package. 


Asiatic Art Jewelry Co. 


12 John St., New York Tel. Cortland 5921 
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Retail Advertising Department. 


after day! It is an especially discouraging 
state of affairs because these days capital 
cannot be wasted. Every dollar must 
work. The cost of doing business has more 
than doubled in the past few years. This 
means a closer watch on expenditures must 
be maintained, and better merchandising 
methods followed. We must have careful 
buying—we must have aggressive selling. 





And the importance of correct advertising | 


in this aggressive selling cannot be over- 
estimated. 

“Once you admit to yourself that there 
isn’t any business to get you're licked. The 
worst of it is you're licked on a false 
premise—for the business is to be had, if 
you’re enough of a business man to go get 
it. You're disappointed because folks 
aren't swarming in your stores as they did 
during that post-war extravagance period. 
Accustomed to having your profits brought 
to you on a silver platter, so to speak, 
your brains have grown a little dusty from 
disuse; your muscles say, ‘Oh, just take it 
easy—it’'ll come out all right.’ 

“The business is here! Have you tried 
to get seats for a good show? Have you 
attended any of the baseball games, or prize 
fights? Have you noticed how many peo- 
ple have been ‘Saying it with flowers’? 
Have you noticed how the Summer resort 
folks are preparing for their biggest sea- 
son? I have chosen these examples specifi- 
cally because they are almost all classed as 
luxuries—and the jeweler has often been 
accused of having a luxury business. 

“People have the money to buy. Have 
you the brains, the energy to sell them? Or 
are you to continue to sit back and kid 
yourselves into believing that this is a hard, 
brutal world and there’s a conspiracy to 
keep buyers away from your place? 

“We have been through a necessary pe- 
riod of reaction from overspending. Ameri- 
ca was sick—sick because she had lived too 
high; her prosperity had gone to her head 
and her money itched to get out of her 
pocket. It did. Today she is out of dan- 
ger, convalescent. Her wealth has recu- 
perated, too, and she has the means now to 
live a comfortable life as well as the ex- 
perience to enjoy it. She has learned not to 
let her prosperity run her again into ex- 
travagance. She has learned to buy ac- 
cording to her mind’s judgment as to what 
is GOOD. 

“Now, you have the goods to sell her. 
The goods are right—as right as you can 
make them. And have you the brains and 
the energy that with advertising’s artful aid, 
can make her buy of you?” 





In a field in Russia on Sept. 22, 1886, the 
first meteorite containing a diamond weigh- 
ing 85 carats was found. Meteorites found 
since that time in South America, Hungary 
and Arizona have also contained diamonds. 
Most of the fine diamonds of the world 
come from South Africa. Diamonds are 
also found in Borneo, but most of these 
stones have a pronounced yellow tint. Dia- 
monds have been found in Brazil, North 
America, Australia, British Guiana, the 
Ural Mountains and Lapland. 
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Williams’ Service—In the jewelry busi- 
ness, Williams and “Service” are synony- 
mous. To speak of one brings instant recol- 
lection of the other to the minds of the 
many thousands of customers whom we 
have been privileged and pleased to serve 
each year since the inception of our business 
in 1879. We have used our years of ex- 
perience to guide us in the selecting of our 
stocks for this wedding season, and that 
we have fully anticipated your requirements 
in each of the lines we carry will be amply 
borne out when you once inspect the host 
of beautiful gift things we have provided. 
Here you will meet with everything worth 
while in diamonds, watches, jewelry, clocks, 
silverware, cut-glassware, toilet, manicure 
and brush sets, novelties, etc. Each article 
evidences a superlative degree of quality, 
and is further enhanced by prices that 
strengthen the inducement for purchasing.— 
A. F. Williams, Trenton, N. J. 


x * * 


Keep your expense down to the minimum. 
from whence it comes. Every article you 
select here carries the assurance of the 
usual Merrick-Aehle-Hutchinson high 
standards of quality—courteous, personal 
service. Our complete stock does not re- 
strict the tasteful and discriminating cus- 
tomer by limited assortment and mediocre 
quality, but offers exceptional opportunity 
for individual selection. A few out-of-the- 
ordinary suggestions. For ladies: pearl 
necklaces, diamond  sautoir watches, 
jeweled mesh bags, gold toilet sets. For 
gentlemen: platinum  patek philippe 
watches, gold and platinum cigarette cases, 
platinum pocket knives, platinum rings. 
For the home: sterling silver serice, hall 
and chime clocks, rookwood pottery, mar- 
bles and lamps. 

x ok Ok 


Remodeling old-fashioned wedding rings: 
haven’t you often wished that your old- 
fashioned gold wedding ring could to better 
advantage beside your new and more mod- 
ern fancy platinum rings? Through the in- 
genuity and skill of modern craftsmen it is 
now possible for your old-fashioned wed- 
ding ring—no matter what its width, make 
or conformation—to be made over into a 
beautiful Orange Blossom, Venus, Patrician 
or diamond set design and overlaid with 
platinum if desired, without molesting the 
cherished inscription on the inside of the 
band.—Myer Brothers, Saginaw, Mich. 


* * * 
Silver for brides. A nice piece of 


silverware is a wedding present . that 
is practical and in good taste, and the 
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Rudd & Rix stock is ideal to select from. 
The quality of sterling and plated wear is 
the best there is, and the patterns are very 


pretty and artistic. Knives, forks, spoons 
and serving pieces may be bought in sets, 
or by the piece. Chests of different com- 
binations are shown in a variety of patterns. 
There are innumerable handsome gift 
pieces in Sterling and Sheffield Holloware. 
Rudd & Rix, Inc., Ilion, N. Y. 
a 

Sautoir Watches Are the Latest Style. 
Possibly it is due to the increasing vogue 
for necklaces. It may be simply that the 
long sweeping lines of ribbon or chain be- 
come every woman. Or, possibly, it is just 
because women want a change. But what- 
ever the reason, the smart way for a woman 
to wear a watch is on a sautoir. And of 
course the smart styles in both watches and 
sautoirs are shown at Rudd & Rix’s. Folks 
expect us to have the advanced styles as 
soon as they appear. Ribbon Sautoirs $2 
to $3; Chain Sautoirs $6 to $15; Watches 
$25 to $75.—Rudd & Rix, Inc., Ilion, N. Y. 

* * * 

My Old Chum Is on Time. If you own 
a watch that you can depend upon, you are 
proud of it. But if your watch loses a 
little or gains a little, you have no respect 
for it. We have specialized in time pieces 
for many years. If you want to buy a 
watch that will always be on the dot, come 
to us. A long range of styles and prices.— 
Jno. D. Greene & Co., Utica, N. Y. 

x * * 

Nearly a quarter of a century ago this 
business was “founded—upon an_ ideal. 
Through the intervening years this ideal 
has steadfastly been adhered to, until today 
the name ERNSTING CO. is in itself a 
pledge for all that is most to be desired in 
good jewelry. Let the reputation of a 
house you can implicitly trust safeguard 
YOUR jewelry purchases. Special orders 
for wedding cards should be placed now 
to insure early delivery—The Ernsting Co. 

* * Oo 

Pearls are the chosen adornment of the 
smartly groomed woman of today. The 
harmonizing tints, their beautiful sym- 
metry and softness of line—all tend to en- 
hance the loveliness of womanhood. 

There is a great difference in the way 
artificial pearls are matched, graded and 
strung. There are also two varieties: hol- 
low—coated on the inside; and, indestruc- 
tible—coated on the outside. Our showing 
is hard to tell from the genuine Oriental 
gems. We will be glad to explain the 
points in which they excel—Hammond. 





A department store in Los Angeles at- 
tracts the attention of young men and 
women of a high school age by de- 
voting a part of its advertising space in 
the newspapers to the publication of high 
school news. This plan is followed once 
or twice each week, the items being secured 
from various sources, and the advertise- 
ments are widely read by the high school 
students of the city because they are in- 
terested in this special department. The 


plan not only is creating good will among 
the students, but it is producing direct re- 
sults for the store in the sale of various 
lines of merchandise. 


K.P. 
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WELDED PLATINUM 
ON GOLD 


FOR ALL PURPOSES 





Special Combinations of Plati- 
num and Gold or other metals 
made to Order in any ratio of 
thickness. 





R. & H. PLATINUM WORKS 


Refiners and Workers of 
Platinum, Gold and Silver 


New York Office: 
7098-717 SIXTH AVENUE 
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Smelting of Sweeps our Specialty 
Filings, scrap, plated scrap and bench sweep 








Fine gold, silver, platinum in any degree 
of hardness 
Gold, silver and platinum anodes 


L. LELONG & BRO. 
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The Certification of Watchmakers 





Address Delivered by Fred Haschka Before the Horological Conference Held May 20, at 
Washington, D. C., Under the Auspices of the National Research Council. 

















HE importance of accurate time to 
‘ 4 the arts and sciences, commerce and 

navigation, is so essential that horology 
has made every possible effort to satisfy the 
constant demand for the necessary instru- 
ments. The results achieved have been so 
great that it is hard to conceive of any 
possible further great advancement over 
that which has already been attained. 

The directorates of the various railroads 
have long since recognized the necessity 
of accurate time in traffic regulation, and 
have appointed their special watch exam- 
iners, giving such privileges to well known 
jewelry firms, whose reputation warrants 
the expectation of efficient service. 

The watch factories of America have 
made an enviable reputation for manufac- 
turing accurate timekeepers and have at- 
tained a high efficiency and facility in 
meeting the constantly increasing public 
demand for them; and having been market- 
ed throughout all parts of the*United States 
and other countries, and as all watches and 
clocks need repairs periodically it is of 
course impossible to send them back to the 
makers for that purpose. 


The jewelry trade has always regarded 
the repairing of watches and clocks as a 
part of their business and employed repair 
men for this purpose. In former years a 
great many of these men came from Europe, 
because the jewelry stores there are gen- 
erally small enterprises, where the repairs 
comprise a large percentage of their trade. 
The’ employer is always a practical me- 
chanic himself and therefore able to teach 
his apprentices. But this condition has 
greatly changed in Europe, and there as 
here larger concerns have replaced them 
and merchandising has reduced the busi- 
ness of repairs to a position of lesser im- 
portance, 

These changing conditions have stopped 
the teaching of apprentices to a great ex- 
tent; and when the World War broke out 
Europe and America found that they did 
not have the repair men who were needed. 

The old system of apprenticeship is quite 
athing of the past; and the jewelry trade 
will have to make a mighty effort and 
start to educate young men for the watch 


and clock repairing trade, or they will 
cripple or even lose this branch of the busi- 
ness altogether. 

The existing horological schools in the 
United States are doing good work. The 
only regrettable feature is that the pupils 
do not stay long enough to get thorough 
instruction, nor do they continue to study 
after graduating. The facilities of these 
schools are also rather limited, because 
they are self supporting and cannot sup- 
ply the number of men the trade requires. 

lt was our entry into the World War 
that brought home to us the importance of 
having skilled artisans in all trades and it 
found the jewelry trade unprepared. It is a 
good omen that the government has called 
this conference of jewelers and manufac- 
turers; and it is fervently to be hoped that 
much benefit will result from it for the 
trade and for the people at large. 

The retail jeweler uses every means to 
protect himself against burglary; he has 
seen the necessity of organizing to pro-~ 
tect the small storekeeper (A. N. R. J. A.); 
the wholesale dealers have likewise their 
own organization to protect themselves in 
many ways; but the trade has done prac- 
tically nothing in an organized movement 
to insure a constant and efficient supply of 
technically and theoretically trained work- 
men at the bench. 

It is the duty of the jewelry trade to 
initiate a movement in this direction and if 
undertaken in a determined and forceful 
manner, I believe the Federal Government 
and the various States would help the 
movement with their prestige and support. 

Whenever a jeweler is put in the posi- 
tion of selecting watch or clock repairers for 
his establishment he is in a quandary. If he 
has a personal interview with an applicant 
he is able to judge to some extent the char- 


acter and the deportment of the man. He 
will gather some information from the 
man as to his technical and_ theoretical 


knowledge of the trade and with the ref- 
erences from former employers he can form 
some idea as to whether he can use him 
or not. 

Jewelers who are ‘far distant from the 
centers of industry and cities, however, 





have a great deal of trouble in finding the 
proper help, as they seldom have an oppor- 
tunity to interview their prospective em- 
ployes, and have to rely upon some repre- 


sentative or upon correspondence. Me- 
chanics and watchmakers are_ generally 
poor correspondents and it is difficult to 
choose the right employe under such con- 
ditions. It would be of the greatest pos- 
sible value, therefore, to these employers, 
if the applicant had a certificate from a 
reliable authority that stated exactly the 
degree of skill and knowledge he has. It 
would also permit of grading the man’s 
work to his capabilities as shown in his 
certificate, and would relieve him of re- 
sponsibility, if too much were expected of 
him. 

Whoever has had experience in selecting 
help knows that most of the applicants for 
positions as watchmakers state that they 
are able to do almost-anything in horology, 
and they, too, believe it until they come into 
contact with better mechanics and fre- 
quently have to unlearn many obsolete and 
incorrect details of their work. 

This, of course, applies more or less to 
all trades, but particularly to watch and 
clock making, because the fundamental 
teaching in horology is wanting and there 
is no organized or recognized routine of 
teaching the trade. This point is in a 
fair way of solution through the efforts 
of the National Research Council and with 
the cordial and determined efforts of the 
jewelry trade it would eliminate loss of 
time in learning watch repairing and give 
future watchmakers a sound basis on 
which to start in the trade. 

The happy-go-lucky way in which most 
clock and watchmakers have had to pick 
up their skill and knowledge of the trade 
accounts to a great extent for the limited 
satisfaction they render their employers. 

The country, too, would profit greatly 
if broader facilities are provided for 
watchmakers, because of their value in 
many other trades where exceptional in- 
ventive ability has its just reward as our 
own government proved during the war. 

A uniform and thorough instruction of 
watchmakers in the future will improve 
these conditions. Watchmakers have con- 
stantly new problems in their diversified 
work and need a good theoretical and prac- 
tical basis to be able to do the best under 
all conditions. 

In reply to the question, “Should watch- 
makers be certified?’ I do not doubt that 
the trade would welcome the granting of 
certificates of efficiency to watchmakers if 
they are issued by an unbiased board of ex- 
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Our Success is not due to the Profits We Make but the 
; e 1] 0 Service We Render. After two (2) years of Service 
to the Retail Jewelers throughout this Country we have 
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with the Discriminating Jeweler who always Plays 
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Make jewelry from your own Integrity. It is Safe to believe as a general proposition 
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aminers whose independence of any school 
or society OF interested party could be as- 
sured and their ndings stated in such a 
way that it would give the applicant for a 
certificate the rating he really deserves for 
his skill and knowledge of his trade. 

In the instance of watchmakers repair- 
ing the watches of railroad men or ships’ 
chronometers the certification of the re- 
pairer is SO important to the lives of hu- 
man beings that he should be required to 
have a license rather than certificate. 

In order to attain this desideratum it is 
necessary to create a country-wide society 
of wholesale and retail jewelers, watch and 
clock manufacturers, whose purpose. shall 
be the creation and maintenance of facilities 
for teaching young men the trade of watch 
and clock repairing. This society should 
grant diplomas to pupils who have com- 
pleted a prescribed course and have proved 
to a board of examiners that they have at- 
tamed enough skill and knowledge of 
horology to be of service to the trade. 

Such diplomas of ethciency should show 
the grade of skill and knowledge the pupil 
had reached at the time of receiving it. It 
should be good for one year only, but a 
new one should be granted every year. 
The pupil! should be encouraged to continue 
his practice and studies, after having left 
the school and while he is earning his live- 
lihood at the trade, he should aim for a 
diploma of a higher grade in the future. 
These diplomas should be loaned to the 
graduate only and should stay the property 
of the society, be renewable annually and 
recalled if the recipient breaks faith with 
the aims of the society. 

If diplomas of various degrees were 
granted by a recognized board of examin- 
ers, then there would be an incentive for 
the watchmaker to continue his efforts for 
one of a higher grade. 

The status of the watchmakers, who are 
already in the trade, should also be con- 
sidered and opportunities should be pro- 
vided for them to increase their skill and 
knowledge, and they should also be per- 
mitted to try for certiticates of efficiency. 

The certificates of such a society would 
soon become a standard which the trade 
could accept at their face value, for the 
society would be in a far better position than 
a self supporting horological school, which 
for financial reasons alone might give the 
undeserving pupil a certificate. It would 
be better if the pupils of a self supporting 
horological school were given a certificate 
by an independent society and would relieve 
them of the responsibility toward the stu- 
dent who did not make the best use of the 
opportunities the school offered him, dur- 
ing his attendance. 

Such certificates would soon be known to 
and appreciated by the trade and would 
prove their value to the mechanic and the 
employer equally. 

The society does not necessarily need to 
limit its scope to the above propositions, 
but could do much good in all questions 
pertaining to the trade. 

It could create and support libraries 
where all the technical books pertaining to 
horology may be found and which should 
be at the service of the trade. 

It could organize exhibitions of work by 
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The Organization of the Swiss 
Watch Industry 








Address delivered befcre the Horological Conference held under the auspices of the 
National Research Council, at Washington, D. C., by Tell B. Nussbaum 
President of Tell Watch Co., Inc. 

















HY does Switzerland continue to be 

foremost in the watch industry of 
the world? Because it is made possible 
by its system of watch schools, which 
at all times furnish a large supply of 
watch experts to the manufacturers and 
in this manner they are able to continue 
that beautiful industry that was originat- 
ed by them some 500 years ago. 

The upkeep of these schools is only 
possible through the support they re- 
ceive from the following sources: 

1. Federal, State and Municipal sub- 
sidies. 

2. Donations from private interests, 
such as watch and watch supply manu- 
facturers. 

3. Minimum tuition of scholars. 

4. From sale of watches and watch 
parts made by pupils. 

Through these mediums it is possible 
for them to maintain watch schools of 
the highest standard in their various 
cities. . 

It becomes possible for a young man 
to receive instruction in these various 
schools at a very moderate fee of tui- 
tion; and in many cases young men and 
women are sent there at the expense of 
manufacturers and jewelers. 

These schools have various courses as 
follows: 

Short course of two years for young 


women specializing on escapement, hair 
spring work and jewelling. 

Three-year course for the study of 
ordinary watch making. 

Four-year course for the study of 
high grade watch making, such as 
chronometers, chronographs, repeaters. 


This course also includes technical and 
designing instruction. 

A new seven-year course is now in 
existence for the purpose of developing 
watch engineers. This course takes in 
all angles of the industry, including 
analytical studies, chemistry, metallurgy 
and_ electro-chemistry, as well as_ the 
mechanical studies required in making 
tools and watch parts, plant organization 
and production. 

These schools have also a bureau for 
the purpose of testing watches and issu- 
ing certificates for same to the different 
watch manufacturers, similar to our 
Bureau of Standards in Washington. 

Recently a fund was created called the 
“Guillaume Fund.” This fund will offer 
the possibility to establish a bureau of 
the highest order, whose duties shall be 
to do research work, development work 
on new ideas for the various watch man- 
ufacturers and individuals. 

Gentlemen, you can readily see that 
Switzerland, having at her disposition 


the product of these wonderful institu- 
tions, will always be at the head of watch 
making countries; unless we Americans 
take up these problems seriously and 
inaugurate them in our country. Our 
good watch makers are becoming fewer 
each day and we are making no serious 
efforts to replace them; consequently it 
leaves us at the mercy of the few Euro- 
pean experts who seek their fortune in 
our land. 
SWISS WATCH INDUSTRIES 
The 
somewhat 


Swiss factories are organized 
different than ours in 
this respect; they generally have a 
production manager and a_ technical 
manager. The production manager’s 
duties are the same as in our factories. 
The technical manager has charge of 
development work and design of new 
models, and very often the tooling and 
general inspection come directly under 
his supervision. Both managers take up 
all questions together and no decisions 
are rendered without both agreeing. In 
case of their not agreeing, the general 
manager gives decision. 

The Swiss have made enormous prog- 
ress in the management of their factories 
from what I learned from M. W. Stoll, 
an American industrial engineer, who 
was acting in consulting capacity for 
several large factories over there. He 
stated that their methods of production 
are in many places equal to ours, and 
those that have not installed modern 
methods as yet are striving hard to do so. 

They are gradually falling away from 
the old idea of assembling watches in 
their homes; such cases are today in a 
minority. The Swiss have recognized 
the importance of building watches on 
the interchangeable plan and are spend- 
ing enormous amounts of money in their 
tools and guages. The manufacturers 
are also keeping in closer contact 
socially with their employes than hereto- 
fore. They are creating welfare associa- 
tions, insurance societies, etc. It is a 
very hard proposition to put across, as 
the average working-man over there 
looks at these institutions with suspicion. 


SWISS WATCHMAKER 


Collectively speaking, the Swiss are 
still the best watchmakers in the world, 
having pretty near 500 years of exper- 
ience more than we have. 

They are very strongly organized, and 
follow the same principles as our 
strongly unionized building labor organ- 
izations here. They are inclined to be 
far more radical than we are here, hav- 
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Leading Manufacturers Now Send to Us 
and Are Well Satisfied 


SWEEP SMELTE 


RS 


BIRMINGHAM, enc 














Established 1862 


JOHN AUSTIN & SON 


Gold and Silver 


Refiners, Assayers and Smelters 
PROVIDENCE, R. I. 


76 CLIFFORD STREET 


THE WASHBURN 


MAGIC NUT 


for ear studs, scarf-pins, 
etc. 


SECURITY 
Automatic Holder 


for all sizes of scarf- 
pin wire, Guaranteed. 





EAR WIRES 








The E. Howard Clock Company of Boston. 


H for the bank, office and school. 
Write us for full information 


s 373 Washington St., Boston 309 Broadway, New 
31 North State St., Chicago 
Established 1842 





y The finest Tower Clocks in the world are made by 


a very complete line of substantial and accurate clocks {== 


THE E. HOWARD CLOCK CO. 


for unpierced ears. 


FOX 


SAFETY CATCH 


For Brooches, etc. 
Can be applied to any 
work where pin tongues 
Open. Closed. <= 


are used. 
= 
Descriptive Circular on Application, 


Pearl Drilling and Adjusting a Specialty 
Special Order Work and Repairing 


C. IRVING WASHBURN, 108 Fulton Street, N.Y, 


Also } 





York 




















Lest you forget REMEMBER 


That Your Accumulations of Sweepings, Filings, Solu- 
tions, Scrap, Crucibles, Old Gold, Platinum and Silver 
can be promptly Converted Into Cash, by sending them to 


Novo Smelting and Refining Company 


Returns on all shipments made in 5 to 10 Days 
Smelters and Befiners of Precious Metals 269 PEARL STREET, NEW YORK 











Webster-Whitcomb, Magnus and Elect 
Watchmakers’ Lathes 


Manufactured by 
Waltham, Mass., U. S. A. 


F. W. DERBYSHIRE 











Jewelers’ Cuttle Bone 
WE ARE DIRECT IMPORTERS 


Genuine Italian Bone—Qualities and Sizes Correct—Prices 
Right—Prompt deliveries and entire satisfaction assured. 


Write Phone John 432 


JACQUES WOLF & CO., 112 John St., N. Y. 











LW a ee 


lathe of 


Crowns, Pendants and Bows 


We make a specialty of white gold crowns and bows, and are 
prepared to make very prompt deliveries of same for bracelet watches. 








THE BUYERS’ DIRECTORY 
Price $1.00 


The Jewelers’ Circular, 11 John St., New York 
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[Patents Granted by the United States. 
The United States Patents That Have Ex- 
pired and the Registered Trade-Marks.] 











UNITED STATES PATENTS 





Issue of May 3, 1921 

1,376,613. LINGERIE-CLASP, Frans  Epwarp 
Forsett, Providence, R. I., assignor to Parks 
Bros. & Rogers, Providence, R. I. Filed Jan. 

20, 1921. Serial 438,548, 2 Claims. 
An article as characterized comprising a body 
portion having codperating clasp sides united by a 
bent resilient portion and having at the free ends 


outwardly projected hook-like extensions adapted 
to be mutually engaged when said free ends are 
pressed together, said extensions being disposed in 
parallel planes, said planes being similarly inclined 
to the central vertical plane of said article, 


1,376,776. WATCHCASE. Lewis Lusin, New 
York. Filed July 12, 1920. Serial 395,480. 
3 Claims. 


The combination with a watch movement of 
general angular shape having beveled corners, of 














a watch case, and a movement frame fitting the 

watch case and having plates at its corners fit- 

ting the beveled corners of the movement and 
covering the spaces formed thereby in the watch 
case. 

1,376,866. LINK BRACELET. Frepertck H. 
Fercer, Newark, N. J., assignor to F. & F. 
Felger, Inc., Newark, N. J. Filed Dec. 18, 
1920, Serial 431,533. 2 Claims. 

A flexible bracelet comprising a series of box- 
like links, each link having side walls, a trans- 





verse bar extending across one end of the link 
and connecting the side walls, a lip extending from 
the other end of the link and crimped around the 
bar of the next adjacent link, the lip being off- 
set from the top of the link. 

1,376,899. SAFETY-CATCH. Lovurs A. Pace, 


Providence, R. I., assignor of one-half to 





Edwin B. Evans, Providence, R. I. Filed 
Oct. 8, 1920. Serial 415,661, 4 Claims. 
A safety catch comprising a keeper-member 
formed of a pair of hook-shaped arms set side by 
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side, the inner side walls of said arms being 
spaced to provide a slot between them, the end 
of one hook arm extending beyond that of the 
other, and a gate-member pivoted to swing be- 
tween said arms from the back of said hook to- 
ward the front thereof to close it, the free end 
of said gate being adapted to swing past the longer 
hook and abut against the shorter end thereof 
when closed. 

1,376,974. JEWEL-MOUNT. Harry SILveRMAN, 
Brooklyn, N, Y. Filed July 26, 1920. Serial 
399,113. 8 Claims. 

A ring of the character designated, comprising 

a finger loop formed with a hollow support for a 

jewel mount having a recess for supporting the 





jewel, and said jewel mount consisting of a 
jewel bed plate adapted to be soldered to said 
hollow support on the loop, and a jewel cap plate 
fitting over the jewel bed plate and adapted to be 
secured thereto by clench prongs on the bed plate, 
for the purpose set forth, 


1,377,130. IMITATION STONE AND PROCESS 
FOR MANUFACTURING. SHOZABURO 
Hasuimoto, Seattle, Wash. Filed Aug. 19, 


1920. Serial 404,492. 3 Claims. 
An imitation gem consisting of a plurality of 
parts of transparent material united together, 


ES 
az 
there being a coating of translucent coloring ma- 
terial between the juxtaposed faces of the said 
parts. 
Designs 
57,778. BACK FOR HAND-MIRRORS, BRUSH- 
ES, OR SIMILAR ARTICLES. Atrrep G. 
Kintz, Wallingford, Conn., assignor to In- 








ternational Silver Co., Meriden, Conn. Filed 
Sept. 20, 1920. Serial 411,675. Term of pat- 
ent 7 years. 

57,779. HANDLE FOR SPOONS, FORKS, OR 
SIMILAR ARTICLES. Atrrep G. Kinv1z, 
Wallingford, Conn., assignor to International 























Silver Co., Meriden, Conn. Filed Oct. 20, 
1920. Serial 418,337, Term of patent 7 


years. 
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UNITED STATES TRADE-MARKS 

{The following trade-marks have been adjudged 
entitled to registration under the Act of Feb, 20, 
1905, and are published in compliance with Sec- 
tion 6 of said Act.] 





Trade-Marks Registered May 3, 1921 


142,169. CERTAIN JEWELRY FOR PERSONAL 
WEAR; PRECIOUS, SEMIPRECIOUS, 
AND ARTIFICIAL STONES, AND. ARTI- 
FICIAL PEARLS. HERMAN WEISSMAN, 
New York. 

Filed April 14, 1920. 

LISHED JULY 15, 1920, 


142,228. BEADS AND BEAD NECKLACBESgrMay 
CorNELL SMITH, Washington, D.C.“ 
Filed December 15, 1920. Serial 141,136. PUB- 
LISHED FEBRUARY 15, 1921: 


Serial 131,138. -PUB- 
ae 


Trade-Mark Registrations Granted May 3, 
1921 (Act of March 19, 1920). 


142,187. (CLASS 28. JEWELRY AND PREC- 
IOUS-METAL WARE.) American WHOLE- 
SALE CorporaTION, (Baltimore Bargain 
House,) Baltimore and Cumberland, Md. 
Filed Sept. 25, 1919. Serial 123,094. 


AMERICAN WHOLESALE CORPORATION 


(Baltimore Bargain House) 


Particular description of goods.—Gold and Silver 
Jewelry for Personal Wear, Not Including 
Watches; Solid and Plated Gold and Silver Hol- 
low Ware, Flat Ware, and Tableware; Gold and 
Silver Mounted Umbrella and Cane Handles, and 
Platinum Jewel-Settings. 

Claims use since June 27, 1919. 








Temperament 





S¢T)ECORATIVE art has been and always 


will be subjected to the influences of 


temperament. Decoration is the impulse of 
nature. We find it in the budding of the 
flower. We find it in the child’s delight 


over a bit of ribbon. The bud in nature 
will evolve new forms and colors according 
to the soil and culture, and art shows the 
same subtle changes. In nature we note 
the change as we travel north or south. In 
art we note the change, not alone as affected 
by topography, erudition, religion and com- 
mercial influence, but temperament. 

“Given, for example, a Renaissance theme 
of classic revival and we find the composi- 
tion of the English, German, Italian, the 
Fleming, Spaniard, Frenchman, all totally 
different. Into the work of each is uncon- 
sciously injected his native temperament. 
We may find a new handling of a theme, 
but it is simply temperamental. 

“The sturdiness of Dutch character stands 
out in Dutch workmanship. The Puritan 
spirit is betrayed in the Jacobean type of 
decoration. We have no need of history to 
follow the temperament of the French 
people. Excess and sensuousness are sug- 
gested in the voluptuous decorations, which, 
encouraged in the time of Louis XIVth, 
marked the history of the people down to 
the Revolution, when temperament changed 
and adopted a simpler form, in turn suc- 
ceeded by the martial spirit aroused by 
Napoleon’s carreer.”—C. R. Clifford. 





A reward of $100 has been offered for 
the arrest and conviction of the person who, 
on the morning of May 14, smashed the dis- 
play window in the store of the Star Jewelry 
Co., 112 South 2nd St., Cedar Rapids, Ia., 
and stole a number of articles of jewelry 
including rings and wrist watch. 








TRADE CONDITIONS 


Conditions in the Louisville retail trade are 
showing some little improvement as a result of the 
approach of June, which will create the usual good 
demand for merchandise. The local trade as a 
whole feels rather optimistic, as conditions here 
show up somewhat better than in a number of 
other cities upon which reports have been received. 
Silverware has been moving rather well as a whole, 
some of the houses reporting stccks reduced mate- 
rially, and in very few cases are stocks shown to be 
the least bit burdensome. Camp Taylor, Louisville, 
which meant so much to the local jewelers during 
the war period, has been entirely dispcsed of under 
the hammer, the last of the land and buildings 
being turned over to civilian owners during the 
past week. 





Joe Seiler, who was formely with George 
Becker, manufacturing jeweler, has recent- 
ly left the firm and taken a position with 
Albert Grall. 

Dan A. Outlaw, St. Louis, and J. C. 
Morgan, recently of Cave City, Ky., have 
taken space with the Sale’s Jewelry Shoppe 
and are conducting a watch repair depart- 
ment there. 

Charles Sheard, head of the Research 
Department of the American Optical Co., 
was recently in Louisville, where he ad- 
dressed the local opticians in the office of 
the Merry Optical Co. 

E. L. Gray, who for some time has con- 
ducted a watch repair and jewelry shop on 
Walnut St., is contemplating the sale of 
his shop prior to a trip to Florida, where 
he will establish a new shop. 

The Maurer Jewelry Co., Lexington, Ky., 
which has arranged to move from 151 W. 
Main St., to 119 W. Main St., formerly oc- 
cupied by Rash & Clay, is offering a stock 
reduction sale preparatory to moving. 

The May meeting of the Louisville Re- 
tail Jewelers’ Association has been post- 
poned until the next meeting in June, owing 
to the fact that G. F. Geiger, president, has 
been in French Lick Springs, Ind., for a 
few days. 

Among recent callers on the trade in 
Louisville are: Irving A. Kaufman, Phenix 
Jewelry Co.; Walter C. Melcher, Homan 
Co.; Robert Edwards, Whiting Jewelry 
Co., and Louis Rothschilds, with the D. 
Lisner Co. 

A man from Philadelphia was arrested 
at the Louisville race track a few days 
ago, and released under bond of $1,000, on 
a charge of attempting to dispose of a 
quantity of jewelry. He claimed that he 
was selling it for a Philadelphia firm. 

Herman Goldstein, manager of the 
Crystal Optical Co., who also conducts a 
watch repair station, has recently purchased 
an automobile repair shop. He will con- 
tinue with his work at the Crystal, how- 
ever, leaving the management of the re- 
pair shop to others. 

Officers of the local association report 
that the plan for charging for engraving in 
Louisville is not dead yet, even though the 
local association practically abandoned the 
idea at the last meeting, when some of the 
Market St. retailers refused to make a uni- 
form charge. It is reported that there are 
now but two houses which are refusing to 
meet with the agreement, and there is a 
chance that at the next meeting of the asso- 
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ciation it will be decided to go ahead with 
the plan, regardless of what these houses do. 

Will Irion, of Matt Irion & Sons, secre- 
tary of the Kentucky Retail Jewelers’ As- 
sociation, is doing some advance work on 
the program for the State meeting in Lex- 
ington this Fall. Indications are that it 
will be more of a family gathering this 
year than usual, as the national convention 
starts the day following the State meeting, 
which will make it impossible for national 
officers to be present. However, it will be 
only a one-day session, and quite a number 
of the members plan to go on east for the 
national meeting. 





Evansville, Ind. 





TRADE CONDITIONS 


The ideal Summer weather that has prevailed in 
Evansville and southern Indiana during the past 
week has had a stimulating effect upin business 
and both the wholesale and retail jewelers say that 
their trade has shown an increase and they are 
looking for June to prove a better trade month 
even than May, although May, taken as a whole, has 
brought in a very gocd volume of trade. The out 
ot town trade has been very good all year thus far. 
Collections are holding their own and general trade 
conditions are gradually getting better. 





J. Roy Strickland, well-known pearl 
buyer ot Owensville, Ind., was in Evans- 
ville a few days ago, 

Charles F. Artes, of the Charles F. Artes 
Co., Inc., and many of the other retail 
jewelers of the city are interested in the 
special election that will be held in Evans- 
ville on Thursday, June 16, to either re- 
ject or ratify the city manager form of 
government for Evansville. 

Chris Hewig, traveling salesman for A. 
Bitterman & Son, 204 Main St., who is 
making an extended business trip, says that 
he finds trade conditions getting better all 
the time and he is looking for business to 
remain good all Summer and Fall. He 
says that conditions now are more encourag- 
ing than they were a few months ago. 

William B. Carleton, former State 
senator, and for the past several years local 
correspondent of THE JEWELERS’ CIRCULAR, 
will make the Decoration Day address at 
Poseyville, Monday, May 30. On Sunday, 
June 5, Mr. Carleton will make the address 
at the annual memorial services held by the 
five camps of the Modern Woodmen of 
America in Evansville, 

A few nights ago several business stores 
at Lafayette, Ind., were entered by robbers. 
At the store of Harry Stahlberg, the thieves 
drilled a hole in the safe and stole more 
than $3,000 worth of jewelry in addition 
to about $400 in cash. They made good 
their escape in an automobile and while 
the police in neighboring towns and cities 
were notified of the robbery, thus far they 
have obtained no clue. During the past few 
months many stores in towns in southern 
Indiana, southern [Illinois and western 
and northern Kentucky have been entered 
by robbers and loot taken. 





The Certification of Watchmakers 
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watchmakers and grant prizes for effici- 
ency to arouse a competitive spirit and a 
love for skilful workmanship. 
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It could establish a horological museum, 
where works of past masters in horology 
and interesting mechanisms were shown 
and preserved for study and inspection, 

It could organize courses of lectures on 
horology past and present to arouse an 
interest in the trade. 

In providing opportunities for young men 
to learn watchmaking in a proper way 
and helping those already in the trade in 
improving their skill and knowledge such 
a society will start a new era in the jewelry 
trade. It will produce better watch 
and clock makers, it will improve their Jot 
a great deal and make better storekeepers 
of them in the future, it will help the coun- 
try and make better citizens. 





The Organization of the Swiss Watch 








Industry 
(Continued from page 145) 
ing come in direct contact with labor 
leaders of the most radical theories. 


There is only one city in Switzerland 
where union labor leaders have not been 
able to get a foothold, and that is the 
city of Geneva, where the people are of 
very proud and independent disposition. 
They have often tried to invade that city 
and to date have been very unsuccessful. 

“CHOMAGE” OR COMPENSATION 

I don’t know if you gentlemen are 
acquainted with the details of this law, 
which applies to all trade in Switzerland 
—not only the watch trade. To protect 
the working-man from destitution, the 
manufacturers, the state and _ national 
government financially support the work- 
ing class, in case of industrial crisis, to 
the extent of paying the single men 60% 
of their earnings with a maximum of 
5 francs per day and the married men 
70% with a maximum of 10 francs per 
day, according to the amount of persons 
depending upon the laws of the cantons. 
One of the main objects of this system 
is to keep the working men from emi- 
grating to other countries. In individual 
cases it causes a spirit of “I should 
worry if I work or not; I get enough to 
live on.” On the other hand, in the 
smaller towns the government puts these 
people to work building and maintaining 
roads, etc. So you can see a watchmaker 
would much sooner return to his bench 
than perform at such work. 

During the World War the manufac- 
turer of standard grade of watches was 
very much handicapped for labor, as the 
inducements offered by munitions plants 
were far greater. For this reason the 
American buyer of Swiss watches has 
received in many instances watches far 
below the general Swiss average. 

From the present outlook the Swiss- 
made movement will come back to its 
own again, as the manufacturers are 
taking advantage of the present crisis 
in establishing modern system of manu- 
facture throughout their plants. 

As I am sailing Saturday for Switzer- 
land to make a more thorough study of 
conditions, I will be able to present to 
any of you gentlemen such data as you 
may wish upon my return in August. 


LABOR 














